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Dealer-Factory Unity Acclaimed .. . 


NADA Sets Firm Union Stanc 


guarantee states’ rights in labor 


By Robert M. Finlay 
Editorial Director 

AN FRANCISCO. — An atmo- 

sphere of confidence in the! 
future, unity between dealer and 
manufacturer and aggressive action | 
in seeking solutions to problek 
facing auto retailing marked t 
40th annual convention of NA 
which drew total attendance of 10, 
21 to sessions here last week. | 

Most significant action was ap- 
proval by directors of a recom- 
mendation that NADA “come 
more effectively into the open” 
in meeting the challenge of union 
objectives toward dealerships. 

In presenting the program for 
1957, Frederick J. Bell, executive 
vice-president of NADA, asserted 
his agreement with auto makers 
that future problems should be 
resolved within the industry, and 
stated: 

“With regard to any further laws 
governing relationships between 
factory and dealer, I hope we will | 
stay off of Capitol Hill for a long 
time to come.” e 


+ * 


\\driver-traini 


| program outlined by Bell called for: 
1, Study of ~ establishment of | 
an Automobile Retailing Institute, 
“A great nationaj educational body | 
| supported by anufacturers and 


3|dealers alike, that would have as 
e|its purpose the/ training of young/on taxes, profit control and latest | 
,»|men and wome 


who would be at- 
| tracted to a cgreer in distribution 
in the automobile industry.” 

2. Tax aid fo small business — 
elimination of excise taxes on 
vehicles; changes 

9 provide relief for 
en; legislation to 
provisions of the 

internal revenue code, to the end 
at innoce businessmen shall 
not\ suffer fpr the misdeeds of 
others. 
3. Safety In addition to sup-| 
porting all grqups promoting safety | 
educatidn, the} NADA Public Rela- | 


> * * 


tax laws 
all business 
amend tax lip 


| 


ELL also alone support of} 


NADA to a request of Harlow 
H. Curtice, president of General 
Motors, to join in a crusade for 
good business principles in the in- 
dustry. 

A number of points in the for- 
ward program of NADA tie in the 
concept that there is a weakness 
in training workers and inspiring 
them with loyalty to management. 

“A year from now, or five or 
10,” said Bell, “The men and 
Women, more than half a million 
th number, who make up our in- 
dustry, will belong to trade 
unions or they will not. 


“The decision does not rest with| 


them. 
agers.” 
> > = 


S, in addition to taking the 
initiative on the labor front, the 


It rests with us as man- 


Fred M. Sutter 
... new NADA president 


Mid-F ebruary Is Target Date... 


Auto Probes 


By William Ullman 
Washington Correspondent 
ASHINGTON. -— Mid-February 
has been set as the target date 
for opening of new hearings by the 
Senate’s special subcommittee on 
automotive marketing practices. 
Staff Counsel David Busby has 
been conferring with officials of 
the National Better Business 
» Bureau, the Assn. of Better Bus- 
imess Bureaus and other groups, 
arranging for the appearances of 
key witnesses, 
The probers were given their new 
lease on life by the parent Senate 
te and Foreign Commerce 
ittee. 
~ 
que subcommittee again consists 
of Senator A. S. Mike Monroney, 
ma Democrat, chairman; 
Senator Frederick Payne, Maine 
Republican, and Senator Strom 
Thurmond, South Carolina Demo- 
crat. 
Though the organizational 


* * 


3 " gontinuing the auto subcommit- 
Li 

: reported in Automotive News 

. 7, the subcommittee’s 

t order of business will be an 

et catee of alleged premium 


Reopen Soon 


|overcharges by certain insurance 
subsidiaries of major finance com- 
panies. 
o * 
Pas for another auto probe 
also were announced by Senator 
Estes Kefauver, Tennessee Demo- 
crat, whose seniority won him the 
chairmanship of the Senate Anti- 
trust subcommittee. 
However, he failed to make 
(Continued on Page 4, Col, 3) 
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| tions Committee will draft a safety | 


program in which it is hoped all 
| | members will take part. 

| ning for 1957 calls for 29 manage- 
ment conferences and seminars 
|across the country, with emphasis 


4. Business management — Plan- | 


| 
| 
| 
| 


|techniques and methods of man-| 


agement. 
° 4 * 
RESEARCH and development 
¢ —Directors approved a recom- 
mendation that the association seek 
|}to become the fountainhead of 
| knowledge in such matters as 


= 


| people, 


market potential, population trends | 


|and analysis of buying habits. 

6. Retirement plan — Directors 
recommended exploration of the 
possibility of establishing a national 


retirement plan for members and|_ 


| employes. 
New officers of the association 
are: 

Frederick M. Sutter (Dodge- 
Plymouth), of Columbus, Ind., 
president; Dean Chaffin 
(Chevrolet - Buick), Bozeman, 
Mont., first vice-president; Walter 
B. Cooper (Chevrolet), Fort Col- 
lins, Colo... secretary, and A. 
Leftwich Sinclair jr., (Ford), 
Washington, treasurer. 


Hanford Crockard, convention 


chairman, was elected chairman of 
the National Affairs Committee; 
Ray D. Wilson, Los Angeles, mem- 
bership; W. S. Edwards jr. Bir- 
mingham, Ala., nominating, and 
Allan Mims, Rocky Mount, N. C., 
auditing. (Industry Relations chair- 
man is appointive and had not been 
made at this writing.) 


the general tenor of the convention, 
there was some griping about “high 
prices.” But when questioning of 
veteran dealers was pursued, they 
asserted: “We always gripe about 
high prices.” 
* = 2 
TTENDANCE of 10,231 was a 
record for a West Coast NADA 

convention. Of this number, it was 
estimated that 3,000 were auto 
dealers and approximately 80 per- 
cent of these brought their wives. 

The service clinics and exhibition 
brought in 3,000 to 3,500 service 
personnel and the balance of the 
attendance was made up of factory 
executives and other guests. 

The next convention will be at 
Miami Beach, Fla.,in January, 1958. 

With reference to the trade union 
plans, NADA’s program calls for 
the association to: 

1, Work actively to strengthen 
the Taft-Hartley law to prevent 
picketing as a coercive measure. 

2. More actively oppose exten- 
sion to retailers in the provisions 
of the Wage and Hours Act. 

3. Support legislation that will 





Inside Automotive News . 


Harlow H. Curtice, GM president, reviews gains 


in factory-dealer relations. Page 15. 


John L. McCaffrey, 
trucks. Page 21. 


Small-town dealers beg for cars, accuse volume 
operators of gorging on sales. Page 2. 


chairman of international 


Harvester, tells dealers how to make a profit on 


Dealers must fight to regain integrity, says Dave 
Castles, veteran St. 


Louis dealer and former 


NADA president, writing for John O. Munn. 


Page 8. 


New-car and truck registrations and new-ear prices, Page 46. 
Detroit auction, Page 4. Other auctions, Page 40. 
Vehicle production by makes, Page 53. 


disputes. 
4, Support legislation which will 
outlaw the secondary boycott. 
“In adopting such a position,” 
Bell said, 


“We recognize full well | 


the possibility that we shall be} 
labeled by some as being anti-labor. | 


That charge:will be made, of 
course, by those who allege that in 
America we have two classes of 
identified as management 
and labor, or as bosses and 
workers, with the latter being 
sometimes called, depending upon 
an individual's leftist tendency, the 
proletariat for the down-trodden 
masses. 

“Well, a worker to me means a 
man who works and I don’t know 
(Continued on Page 50, Col, 1) 


Harbinger of Early Spri 


This issue includes the monthly 
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p Cars 


egistrations for i1 
13 states for De- 


1955 Pos. 
1,499,380— 1 
1,447,869— 2 
687,165— 3 
604,693— 4 
545,455— 5 
492,764— 6 
346,115— 7 
266,607— 8 
127,788—10 
134,678— 9 
109,425—I11 

88,567—13 
89,725—12 
31,502—16 
41,133—15 
48,744—14 
10,878—17 
1,426 Cont’l 372—18 
85,702 Misc, 54,399 
Total All Makes 
5,511,271 6,627,259 
Further details on Page 46. 


1956 Pos. 
1—1,453,937 
iy »255,120 

494,473 
446,516 
407,942 
334,838 
256,701 
203,183 
122,651 
99,964 
92,770 
78,386 
71,598 
39,816 
29,536 
27,856 
8,856 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds, 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Nash 
Stude, 
Lincoln 
Hudson 
Packard 
Imperial 


Used Cars Up Sharply 


While high confidence marked 





By Robert M. Lienert 
Associate Editor 
A FLURRY of activity sharply 
bolstered the used-car market 
last week at the wholesale level, 
giving evidence of an earlier-than- 


|usual spring upturn, according to 


field reports. 

For the first time since last fall, 
bidding was brisk and persistent 
in the arenas, auction operators 
reported. 

Pricewise, the market showed the 
strongest gains recorded since the 
middle of August. According to 
Automotive News’ index, the overall 
average price rose $10 to $981, with 


Auto Production 


Approaching Par 
With 1956 Rate 


By Martin L. Whitmyer 
Staff Writer 

HRYSLER CORP. and Ford Mo- 

tor Co. continued to operate at 
a@ pace approaching their record- 
breaking 1955 levels last week as 
the automobile industry closed the 
gap on car output for the same 
period a year ago. 

As of last Saturday, the manu- 
facturers had turned out an esti- 
mated 674,167 cars, thus far in 
1957, only 3.4 percent off the 697,- 
549 units produced during the 
corresponding period of 1956. The 
year-to-date period a year ago 
had two extra workdays. 

Aiding the makers considerably 
was the manufacture of an esti- 
mated 639,487 cars during January. 
That was 4.5 percent above the 612,- 
078 cars turned out during January, 
1956, and second only to the Janu- 
ary record of 659,508 units produced 
in 1955. 





a * * 
| Fpl week’s output of 144,689 cars 
was a shade under the 145,190 
units turned out the previous week, 
but some 2.9 percent above the 140,- 
582 cars turned out during the week 
ended Feb. 4 a year ago. 

The 144,689 cars assembled last 
week represented 117.2 percent of 
Automotive News’ three-year in- 
dex, compared with the 117.6 per- 
cent compiled on the previous 
week’s operations. 

Chrysler Corp.’s steady improve- 
ment over the last two weeks gave 
(Continued on Page 53, Col. 3) 





At Wholesale Level 


the increase extending to each in- 
dividual model in the index, 
+ . > 


MocH of the strength last week 
was attributed to the fast-ap- 
proaching spring selling season. 
One observer said there may have 
been a bit of “artificial” stimulation 
created by buyers trying to slip into 
the market ahead of anticipated 
spring price increases. 

The upswing at the wholesale 
level is expected to spread within 
a few weeks’ time to the retail 
market, where used cars have 
lain dormant most of the winter, 
due to a combination of foul 
weather and market apathy. 
While no used-car operator is 
willing to say that this winter saw 
the bottom fall out of the retail 
market, sales have been running 
far from the pace established dur- 
ing most of 1956. 

The consensus is that the slow- 
down in retail used-car sales, evi- 
dent in the past six weeks, has 
marked a period of readjustment, 
and that spring will trigger another 


banner year. 


* * * 


S A whole, used-car men note, 

1956 was the best used-car year 

of all time. They see no reason why 
(Continued on Page 4, Col. 5) 


Equipment Show 


Stimulates Sales 


By Jack Weed 
Service Editor 
AN FRANCISCO. — With many 
exhibitors making actual closed 
sales, this year’s NADA equipment 
exposition rates as one of the | 
shows in the association's history. 

Only the show held in conjunc- 
tion with NADA’s convention in 

New York City a few years ago 
was said to be more productive 
of sales. 

Reports of good prospects for fu- 
ture sales were practically univer- 
sal among those who pay to show 
their wares to the top dealers of 
America, 

Exhibitors feel that several rea- 
sons can be offered for the ad- 
mitted success of this year’s ex- 
hibition, and most of those reasons 
they feel will prevail at next year’s 
show to be held in Miami, Fla. 
This seems to indicate that the two 

(Continued on Page 51, Col. 1) 





i 
Fire Damages Midland Plant— 


AUTOMOTIVE NEWS, FEBRUARY 4, 1957 


eee, 


ec, 


Shown are the buckled remains of the main paint spraying and drying conveyor 
system and the collapsed section of the shipping dock area after a million dollar fire 
at the Cleveland plant of Midland Steel Products Co. As a major automotive frame 
producer, shutdown of the plant would have a far-reaching effect in Detroit, Flint, 


Pontiac and other major automotive centers. 
emergency alternate painting line in another section of the plant. 


However, the firm had installed an 
Four days after 


the fire, Midland had resumed normal production of frames. 


GM and Ford to Spend 
Nearly $2 Billion in °57 


DETROIT. — General Motors| 
and Ford Motor Co. will spend 
nearly $2 billion in 1957 for ex- 
panded facilities and tooling, ac- 
cording to Harlow H. Curtice, GM 
president, and Ernest R. Breech, 
Ford chairman. 

GM’s plans call for expendi- 
tures of $1% billion, and Ford 
will spend $710 million. Ford’s 
figure is second only to the $780 
million the company spent in 
1956. 

Curtice said the GM figure was 
being made public to show that the 
decision to delay completion of as- 
sembly plants at Lordstown, O., 
and Sunnyvale, Calif., “will have 
very little effect” on the firm’s capi- 
tal expenditures this year. 

In December, Curtice said GM’s 
capital expenditures would amount 
to $700 million in 1957 with em- 
phasis on new machinery and 
equipment rather than on new 
plants, The balance of the $1.25 bil- 
lion presumably, then, would repre- 
sent tooling costs. 

Curtice said other projects are 
“being carried forward to comple- 
tion.” He said GM intends to “con- 
tinue its policy of providing the 
facilities needed to keep pace with 
the growth of the market.” 

Ford said its expenditures 
would “provide added production 
capacity to meet the increasing 
demands for the company’s 





Sycamore Wins 





Revocation Delay 


CINCINNATI. — A stay of exe- 
cution of an order of the Ohio Mo- 
tor Vehicle Dealers’ and Salesmen’s 
Licensing Board, revoking the deal- 
er’s license of Sycamore Motors, 
Inc., was granted by Judge Carson 
Hoy in Common Pleas Court here 
last week. 

Sycamore Motors’ license was re- 
voked, effective Feb. 7, after the 
board found the company in viola- 
tion of four instances of failing to 
give eight customers written state- 
ments detailing prices and condi- 
tions of sales. 

The appeal from the order alleges 
that the finding was not based on 
the evidence and that the board 
itself is an unconstitutional body. 


L-O-F Net, Sales 
om 
Decline in °56 

TOLEDO. — Net profit of $29,- 
162,092 in 1956 was reported last 
week by Libbey-Owens-Ford. The 
1955 profit was $36,045,961. 

Net sales for last year were $259,- 
146,423, which were $49,349,982 above 
the average annual sales for the 
last five years but about 8 percent 
below the record-breaking year of 


products and to manufacture the 
entirely new Edsel passenger-car 
line.” 

Rearrangements and installation 
of new equipment will start soon at 
several assembly plants of Ford 
and Mercury divisions to accom- 
modate production of the Edsel line 
to be introduced this fall, the com- 
pany said, 

Substructure work is scheduled 
to start this month for a new Ford 
division assembly plant at Lorain, 
O., to be completed in 1958. A new 
Mercury assembly plant at Los An- 
geles and a Lincoln assembly plant 
and office building at Novi, Mich., 
will be finished this year. 

This year also will see comple- 
tion of new Ford manufacturing 
plants at Nashville, Lima, O.; Shef- 
field, Ala.; Rawsonville, Mich., and 
Indianapolis, Ford said. 

Other projects to be put into use 
this year will include a parts depot 
in the Philadelphia area, the 4,000- 
acre Michigan Proving Ground near 
Romeo and several units in the 
company’s Research and Engineer- 
ing Center in Dearborn. 


Business 
Barometer 


Auto Production — 168,404 cars, 
trucks in week vs. 166,413 year earlier. 
Business Failures — 258 in week 

284 year before. 
Department Store Sales — Up 2 
percent from year before. 

Freight Loadings — 657,269 cars 
in week, down 42,017 from year 
before. 

Gasoline Stocks — 191,373,000 
barrels, an increase of 2,130,000 bar- 
rels in week. 

Jobless Claims 337,800 
week vs. 284,600 year before. 

New-Car Registrations—5,511,- 
271 (partial 1956 period) vs. 6,627,259 
for the same period year earlier. 

New-Truck Registrations—844,- 
897 (partial 1956 period) vs. 886,209 
for same period year earlier. 

Oil Stocks — 256,278,000 bar- 
rels, a decline of 3,379,000 barrels in 
week. 

Steel Output — 97.1 percent of 
capacity estimated vs. 96.6 percent 
week earlier. 

Used-Car Prices — $981 in Jan- 
vary vs. $1,009 in December. 

Wholesale Prices — 117 percent 
of 1947-49 index vs. 116.7 percent 
week earlier. 


vs. 


* * 


Common Stocks 

Jan. Jan. 1956-57 

30 23 High Low 
5% 5h 8% 5% 
66 66% 87 60 

56% 55 63% 51% 
40% 41 49%, 40% 
7% 7% 10% 5% 


35.40 35.03 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 





Are Volume Operators Getting the Grav 


Give Us Cars, Sma 


By L. H. Houck 
Staff Correspondent 

PADUCAH, Ky.—Smaller dealers 
are losing sales because they can’t 
get cars, as witness this little 
drama played out in a dealer’s of- 
fice here: 

The customer was pleading for 
a car — a car that is listed in 
eighth place—and told the dealer 
he would have to try and buy 
another make, 

The dealer told him to go ahead, 
as he could not promise a car by 
any certain date, did not even have 
one car on the floor and did not 
know when he would get any. 

The dealer said he would call the 
factory zone manager and see what 
he would do and relay the informa- 
tion to the customer, but he would 


not guarantee the zone manager’s | 


statement. 

Another dealer in another town 
who had traveled for one of the 
factories in years past, said that 
back orders weren’t worth a nickel 
a piece and that if dealers took 
enough of them, it would break 
them. 

He cited a case of a dealer who 
kept ordering parts for his deal 
when they were short, He said he 
told the dealer that one day the 
factory would fill those back 
orders and it would break him. 

This dealer awoke one day to 

find all his back orders delivered, 
amounting to more than $20,000 and 
then he couldn’t find the customers 
that wanted the parts. 


He went broke. 
* 


* * 


Impatient Buyers 

This experienced dealer said that 
unless a dealer has both cash and 
the title to the buyer’s car when 
he sets up a back order that, with 


delivery times as long as they are) 


now, the buyer would cancel out. 

Some dealers are not booking 
orders at all, Some dealers are put- 
ting through orders marked “sold” 
—which have not been sold—in 
order to get a few cars. 

This situation apparently is the 
result of volume dealers being sup- 
plied first in the larger cities. 

A Dodge-Plymouth dealer, who 
has been doing business at the 
same old stand for 33 years and 
who has unimpeachable integrity 
and A-1 credit, said he had a 
monthly quota last year of 14 
Dodge cars, that he had been cut 
to six and that the factory was 
delivering but three each month. 

He expects that deliveries will 
start one of these days and that 
his customers who now want the 
cars will have bought other makes. 

On a swing through Southern 
Illinois, Northern Kentucky and 
Southern Missouri, I found ample 
evidence of a shortage of cars and 
indications that something is awry 
with the distribution system. 

The first symptoms were ob- 
served in Western Missouri a 
month ago when a Chevrolet dealer 
complained about shortage of cars 
and the fact that his signed deals 
in which tradeins were involved 
were working against him because 
of the shrinking value of the trade- 
in. 

On this trip, both Chevrolet and 
Ford dealers were short in some 
towns, In one small place it would 
be one and in the next town the 
other dealer would be short. Dodge 
and Plymouth were short among 
smaller dealers, but apparently 
plentiful in the larger cities. 

Most dealers think that maldis- 
tribution and cross-selling are two 
evils that dre replacing the bootleg 
dealer. 

One Chevrolet dealer said that 


Garfield Setiles 
U.S. Tax Claim 


MILWAUKEE. — For $81,961, the 
Federal Government has settled in- 
come tax claims of $268,406 against 
Garfield Chevrolet, Inc., and its 
owners, Raymond B. Lorch and 
Raymond H. Lorch, his son, A 
claim was also outstanding against 
Ray Lorch Chevrolet, Inc., operated 
by the family at Eagle River, Wis. 

The Government based its claim 
on information supplied by 11 used- 
car dealers who alleged over-pay- 
ment for autos purchased from 
Garfield in 1947-48. 


? 


since the factory knows what 
each dealer should sell in his 
territory (bright young men 
from the zone offices have 
pointed out these figures so 
forcibly in the past) why doesn’t 
the factory give these dealers at 
least enough cars to sell that 
sales figure? 

Another dealer said that he 
thought all the cars were going to 
the volume dealers at the expense 
of the small dealer. He pointed out 
that a volume dealer might con- 
tract to take 500 units which he 
knew he could sell at his volume 
rate, and this dealer would order 
500 more units, claiming he could 


move them, 
a” * + 


Out of Small Dealer 


said, the volume dealer might 
slough off in other dealers’ terri- 
tory for $20 each and pick up an 
extra $10,000. This, of course, the 
dealer pointed out, came out of the 
hide of the small dealer. 

On the other hand, dealers who 
were short of cars were in some 
cases running down rumors that 
dealers in other towns had an over- 
supply and that they might per- 
haps get a few units at $50 to $100 
over invoice. 

Dealers are generally pessimis- 
tic about picking up lost deals in 
a few months or holding on to 


tually walking out and hunting 
for something on which they can 
get delivery. 

One dealer has had several old 
customers come to him and tell 
him that they have bought other 
makes because of his inability to 


Factories Report 
Sales Gains in 
January Period 


SAN FRANCISCO. 
Corp.’s 1957 passenger-car sales 
“have shown a steadily rising pub- 
lic demand for our products,” Presi- 
dent L. L. Colbert last week told 
Chrysler, DeSoto, Dodge, Imperial 
and Plymouth dealers. 

The dealers, attending the NADA 
convention, were told that Plym- 
outh sales for the first 20 days of 
January were up 12.7 percent over 
the year-ago period; Dodge, up 13.9 
percent; DeSoto, up 18 percent; 
Chrysler division, up 16.5 percent, 
paced—said Colbert—by triple Im- 
perial sales. 

Earlier, Lincoln reported that 
convertible sales are almost five 
times as high as they were a year 
ago. Since 1957 introduction, said 
Lincoln, convertible production had 
nearly equaled last year’s total. 

Total Jan. 1—20 retail deliveries 


best January sales period since 
1949. 





Mercury reported a 13 percent 
sales gain in January period over 
1955 and a 9 percent hike in daily 
selling rate over the same period 
of December, 1956, 

George S. Coats, general market 
manager, said that dealer stocks 
remained low throughout the past 
three weeks and are still low. Mer- 
cury said production increased 43 
percent in January over December. 

J. B. Wagstaff, DeSoto sales vice- 
president, said the new lower-priced 
Firesweep series is taking 35 per- 
cent of DeSoto sales. 


On the extra 500 units, the dealer 


back orders. Customers are ac- | 


Chrysler | 


were 2,178, Lincoln said, for the} 


— 


ll Dealers Beg 


deliver, but promised him that they 
would return to the fold two year 
hence, 


Of course, one of the old stories 
is that no matter what the dealer 
has on the floor, the buyer wil] 
want something different. The fact 
remains that the experienced 
dealers know that they have to 
have merchandise on the floor to 
sell, 

* 


Pitiful Spectacle 

Consequently, it is a rather piti- 
ful sight to see dealers riding in 
used-car tradeins and salesmen 
without demonstrators, all trying 
|to sell a new 1957 car which has 
been touted as the most moder 
and most changed car in a decade, 


| Few dealers interviewed in this 
|swing around the area are en- 
| thusiastic about relaxed selling 
| conditions and the absence of fac- 
| tory pressure. 


| One dealer had three cars de 
|livered across the street from his 
| place of business by an out-of-town 
| dealer. 

| Another dealer found that his 
| next-door neighbor had been able 
|to get a car from a dealer 50 
| miles away. 

These deals, it was developed, 
| were not made primarily on price 
but as a result of the ability of 
that particular dealer to deliver 
in an area where the regular 
dealer was out of cars, 

One dealer said: “These sales are 
lost forever. It used to be that 
when they were made for $25 over 
invoice we didn’t lose much but 
when we go to losing deals with 
$300 gross in them, we're losing our 
business to cross-selling induced by 
maldistribution of cars.” 

One dealer in a medium-sized 
|town reported that he was unable 
|to get enough cars to supply the 
demand but that a small dealer in 
the same make about 15 miles away 
|} had a much larger stock which he 
lobtained by turning in “sold” 


* z 





| orders. 
| * * * 
Used Big-City Dealer 

He said the chief salesman for 
the small dealer lived in the town 
of the larger dealer and used the 
larger dealer’s showroom to show 
his buyers what the cars looked 
like when they had stock on the 
| floor. 

He also said that he kept watch 
on buyers who visited their show- 
rooms and were unable to get 
cars and immediately buttonholed 
them and offered them quicker 
delivery at $100 less. 

That distribution is considerably 
different as handled by different 
|zones is evident. Two towns were 
| visited. One was serviced by the St. 
Louis zone of a popular make and 

(Continued on Page 8, Col. 1) 


Chrysler Studies 
Venezuela Assembly 


CARACAS, Venezuela. — Chrys- 
ler Corp. reportedly is ready to 
pay $10 million to buy a Vene- 
zuelan-owned assembly plant here 
which has been making Chrysler 
cars under license from the com- 


pany. 

If Chrysler buys the plant, it 
would mark the first time that 
Chrysler has gone outside the 
U. S. in direct manufacture of 
its cars, 





Buick Unveils Century Four-Door Sedan— 


Slender center posts, chrome-plated upper door frames and a chrome band the 
length of the drip molding feature the new four-door sedan introduced by Buick in 
its Century series. Like other Century models, the new sedan carries Buick's Dyna- 
flow transmission as standard equipment. It has a 300-horsepower engine, i'*>-1 
compression ratio and a 122-inch wheelbase, plus foam rubber cushions and cusf 20 
| interior trims. 
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OST of us consider Dave Castles 
one of the statesmen of this 
trade. He has served us very well 
for many years and among his 
honors is the presidency of NADA 


as well as his state and local as-| 


sociations, 

After the war he headed up a 
group of General Motors dealers 
who contributed three million dol- 
lars to the Sloan-Kettering Cancer 
Foundation. 

He takes a look at the future in 
his contribution below which I am 
sure will prove to be an accurate 


prophesy: 


* * 


Gentlemen, Mr. Castles 


= IS flattering to be asked to 
pinch hit for John Munn, He has 
long been the champion of automo- 
bile dealers, and I, with all the 
other dealers who know him, not 
only respect him and his views, but 
have a deep sense of gratitude for 
the manner in which he has carried 
our banner through the years. 

It seems that the automobile 
industry is always facing an 
hour, a day, a month or a year 
of decision, and I think again we 
are facing a period of decision. I 
don’t know how long it will take, 
but I think that the retail divi- 
sion of the motor business is 
faced with the necessity of mak- 
ing a selection of methods of 
operation for the future, 


Either automobiles will be sold 
through established sales and serv- | 


ice dealers such as we have known 
in the past, or through some sort 


of a supermarket system. I am con- | 


vinced that the two methods can- 
not live side by side and prosper 
within the same trading area 
handling the same line of cars. 
There are advantages that can 


be claimed for both methods, Cer- | 


tainly, the supermarket plan would 
permit the actual transfer of an 
automobile from dealer to pur- 
chaser for fewer dollars. That is 
being demonstrated every day. 

An example often used is the 
huge self-service grocery store. 
But I submit that the compari- 
son of the retail automobile store 
and the grocery store is pretty 
far-fetched because there is no 
real similiarity. 

An automobile sale cannot be 
compared to the sale of a loaf of 
bread or a pound of hamburger. 
None of the elements that compli- 
cate an automobile transaction 
enter into the sale or purchase of 
groceries. 

= 


Service Required 
N AUTOMOBILE requires 
highly-specialized service, Most 


* > 


transactions involve tradeins, and| 


for years, the real function of an 


auto dealer has been to find an out- | 


let and dispose of the used auto- 
mobile. Most automobile purchases 
require specialized financing. 

It has been pointed out that ap- 
pliances are sold through sales out- 
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By John O. Munn 


lets and serviced through an| 


| entirely separate service organiza- 
| tion, I do not think that this will 
| work in the case of automobiles. 

An automobile is more of a per- 
sonal belonging than a cooler or 
a cook stove. I believe that when 
an automobile requires attention, 
its owner expects attention from 
the man or organization from 
which he purchased it. 

I cannot believe that an owner 
would be happy with a car for 
which he paid several thousand dol- 
| lars being serviced by some strange 
|repair shop which had nothing 
| whatever to do with the sale of the 
car, and probably not too much in- 
terested in where he buys the next 
one. 

The supermarket idea, if it pre- 

| vails, will probably mean, more or 
| less, of a self-service warehouse or 
|lot, from which a prospect may 
|make a selection of make and 
|model of his desire. Such an ar- 
| rangement would develop little, if 
|any, loyalty to brand name or to 
|'the manufacturer. Loyalty is im- 
|portant to any sales organization. 
| It is important to the manufac- 
turer and purchaser, Without the 
intense dealer loyalty to one line 
of cars, our vast sales organiza- 
| tion would never have been 
| developed. I am quite sure that 
| some manufacturers owe their 
continued existence to this dealer 
loyalty through good years and 
bad, through years in which they 
produced good automobiles and 
through years in which they pro- 
duced just automobiles. 

All things considered, it is my 
opinion that the single-line contract 
dealer which we have known is 
|much the best system of handling 
| automobiles, both for the manufac- 
'turer and for the buying public. 
| This is in no way a case against 
| modern merchandising or new and 
better methods in the sales and 
service departments. Everyone 
| must recognize that better adver- 








|trols are necessary in today’s mar- 
ket, 


* * * 


Something Has to Give 


Bot when grosses are cut to a 
point where X gross, times the 
business available, will not support 
something has got to give — a fact | 
|denied, or at least overlooked by | 
| some executives. 
In the past several years some 
| bad practices have grown up in 
| the business. Overproduction and 
pressures that it generated have 
weakened the dealer organization 
to the point where it’s combined 
profits are pitiful. Without finance 
participation and insurance sales, 
| many, many dealers more would | 
have passed out of the picture. | 
This is a sad state of affairs, I 
am reminded of a statement of Bill 
Holler’s in discussing the number 
of used cars sold by Chevrolet 
dealers without a used-car profit. 
He said it is a crime to sell a mil- 
lion of anything without a profit. 
Great progress has been made in 
contractual relations between 
dealers and manufacturers during 
the last year, but changes in 
printed words are simply not 
enough. It is my belief that manu- 
facturers have an obligation above 
and beyond printed contracts. 

I believe that the dealer organ- 
ization must be cleaned up 
through selectivity, education 
and, in extreme cases, elimina- 
tion, so that the dealer body can 
be returned to the position of 
integrity and dignity which it 
once held and so that there be a 
reasonable opportunity for a 
profitable operation once again, 

This won't be easy, nor can it be 
accomplished overnight, but if the 
retail part of our industry is to hold 
its head up at all, these changes 
must be accomplished. Otherwise, 
there will be no outlets left but 
the super-markets and the “wheel 
and deal” boys. Should such come 
about, it will be too bad for the 





whole industry. 





tising, sales, service and cost I 
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| Dealer Fined for Selling 


| Defective $75 Car 


NEWMARKET, Ont, — After 
police testified a car’s “entire 
front end was worn out,” Magis- 

| trate O. S, Hollinrake fined Mad- 
gett Motors, Inc., $10 for selling 
an unsafe auto. 

Sgt. Ronald Allison said the $75 
car he tested after a minor acci- 
dent had defective steering, a 
broken front spring, badly worn 
kingpins and the doors flew open 
when the car rode over a bump. 
It was impossible to keep it under 
control. The magistrate said he 
regretted $10 was the maximum 
for the offense, 





| COLUMBIA, S. C. 
Latimer, president of the American 
Discount Co, and Auto Finance 
|Co., told members of the South 


sociation last week that they must 
| learn to live with a buyer’s market 
and a tight money market through- 
out 1957, 

Speaking at the seventh annual 
legislative and business session of 

















Gordon Briefs Chrysler Dealers— 
Wesley J. Gordon, chairman, Los Angeles Chrysler Dealer Council, reports proceed- 


ings of National Deoler Council meeting in Detroit to local council members. Seated, 
from left, are Bill Luke, Phoenix, Ariz.; Verne Orr jr., Pasadena; Gordon, Huntington 
Pork; Lloyd Gregg, North Hollywood; L. L. Bacon, Riverside; Standing: R. C. McCune, 
National City; S. O. Walker, Los Angefes; Ray Vane, Inglewood, and G. H. Fogle, 


| Senta Ana. 


‘Tax Uncertainties Hamper 
Canadian Auto Industry 


By M. L,. Schwartz 
| Staff Correspondent 

OTTAWA. — The entire Cana- 
dian auto industry faces a possible 
paralysis because of an anticipated 
cut in the 20 percent Federal tax 
|now charged for each car. 

The possible paralysis stems 
from the inclination of many Ca- 
nadian auto dealers to refuse to 
order any cars from their fac- 
tories until the new Federal bud- 
get is disclosed. 





be handed down between Feb. 20 
and March 10, will indicate whether 
| there will be any reduction in the 
10 percent sales tax and 10 per- 


the presently existing dealers,|cent excise tax charged for each 


car, 

Dealers say they are taking this 
| position in an effort to obtain some 
form of Government protection 
against losses should the taxes be 
| cut. 

Some dealers already have noti- 
fied their manufacturers that 
they will take delivery of only 


between now and the budget date. 
They say that either the Gov- 
ernment or the manufacturers 
should protect them against loss 
in the event of the tax cut. 
Howard B. Moore, executive 
vice-president of the Federation of 
Automobile Dealers Assns, of Can- 
ada, said the auto makers probably 
would be forced to close prior to 
the Federal budget announcement. 
For many years, he said, dealers 
have been absorbing heavy losses 
on stocked new cars when sales 
and excise taxes have been reduced. 
Moore made these remarks at a 
meeting of the southern branch of 
the Alberta Federation of Automo- 
bile Dealers Assns. 
Last September the Federation 
of Automobile Dealer Assns. 


$1,619 for Polio 
Hartford Dealers Aid 


March of Dimes 


HARTFORD, Conn. — A $1,619.15 
contribution, reportedly the largest 
received by the 1957 March of Dimes 


| 
| such vehicles as they have sold 


here, was made by the Automobile | 


Dealers Assn, of Hartford. 

The dealers staged an auto pa- 
rade which stopped at a downtown 
booth where they made their con- 
tributions. Chairman of the motor- 
cade was Harry Hartley, Hartford 


| Buick Co, 


The Federal budget, which will | 


adopted a resolution advocating 
holding off deliveries in the 45 
days prior to the presentation of 
the budget unless the Govern- 
ment gave dealers assurance 
they would not suffer losses on 
| tax cuts, 

Other dealer association officials 
|denied that there was any inten- 
tion to call a national buying 
strike. They said, “It’s up to the in- 
dividual dealers what they do about 
| it.” 

Michael Starr, MP for Ontario, 
raised the possibility in Parliament 
of a major tieup in the whole Ca- 
nadian auto industry if other dealer 
associations followed the lead of 
the auto dealers of British Colum- 
bia who passed a resolution recom- 
mending that no cars be accepted 
until the Federal budget is pre- 
| sented. - 

Finance Minister Walter Har- 
ris told Parliament, “I would not 
want what I say to be taken as 
any indication of any budgetary 
action that one might have in 
mind. The motor car dealers of 
Canada have intimated in each 
| of the past three years that they 
would like the Government to find 
a way of avoiding the loss which 

(Continued on Page 54, Col, 1) 














up North... 


Wemhoft 


association . 
legislature; Pennsylvania has 11. 









Must Learn to Live 
In Tight Money Market 





Carolina Automobile Dealers As- | 


On the House .. . 


What gives in GM’s apparent decline in its share 
of the 1957 market, everyone asks. 
auto editor of the Detroit News, poses a couple of 
poignant questions. 
waiting to see how the other companies will fare in 
the first splurge of 1957 demand?” he asks, adding 
that “this year, with untested good-faith legislation 
on the books, some GM officials believe the factories 
should feel their way cautiously .. . There is uncer- 
tainty how far the factories can go in ‘encouraging’ 
dealers to accept cars” . 
come, of course, when the sun starts shining again 





Wisconsin association is concerned over dealers’ 
complacency on legislative contacting this year . . 
nection, Tennessee association warns that, in’ contacting legislators, 
dealers should NOT threaten political reprisals, should NOT become 
@ chronic letter writer, should NOT write only when they want a 
favor — letters of commendation are always welcome .. . 

Chicago-area Ford dealers average 25% years in auto business, 

18% with Ford ... Utah association warns dealers about the in- 

creased cost of doing business by using trading stamps. . 

Coons succeeds Bill Robertson, resigned, as vice-president of Missouri 

. . North Dakota reports nine new-car dealers in state 





— Edwin P.|the association in Columbia, Lati- 


mer described the conditions that 
have brought about revolutionary 
changes in the automobile market- 
ing business, then challenged the 
S. C. dealers to react. 

Dr. Rowland Kirks, legislative 
counsel for NADA, and Claude R. 
MeMillan, South Carolina chief 
highway commissioner, shared 
the speaking spotlight with Lati- 
mer in the all-day meeting. 

Dr. Kirks reminded the S. C. 
dealers of the leading role the 
state’s junior senator, J. Strom 
T hurmond, plays in the NADA 
legislative program through his 
position on the Senate subcommit- 
tee on automobile marketing prac- 
tices. 

He promised the South Caro- 
linians that NADA would madin- 
tain an alert position and would 
actively fight to protect the dealers’ 
retail exemption under the wage- 
hour law and that it would work 
for the retention of the Taft- 
Hartley law. 

He reviewed 1956’s accomplish- 
ments by the NADA program 
which, he says, brought about many 
improvements in creating the ex- 
tension of a hand of cooperation 
between the manufacturers and 
NADA and improved substantially 
factory-dealer relationships. 

McMillan described the tre- 
mendous impact the new 
highway-building program would 
have upon the state’s economy in 
general and on the transporta- 
tion industry in particular. 

The South Carolina dealers also 
heard and approved the legislative 
program outlined by its own 
leaders, Chairman J. Guy Sullivan 
of Anderson and A. Mason Gibbes 
of Columbia. 

This program is directed towards 
the achievement of three primary 
goals—the passage of a motor vehi- 
cle title law as drawn up by the 
association, the passage of a motor 
vehicle safety inspection law, and 
the passage of the model sales fi- 
nance act. 


J. W. Pickens of Orangeburg, 
(Continued on Page 53, Col. 1) 


Demo Tax Ruling 


Is Eased by Pa. 


HARRISBURG, Pa. — The sales 
tax division of the Pennsylvania 
Department of Revenue has revised 
its ruling dealing with demonstra- 
tors. The revision was requested by 
the Pennsylvania Automotive Assn. 

A demonstrator formerly was de- 
fined as a vehicle used exclusively 
for that purpose. Under that inter- 
pretation, nearly all demonstrators 
would have been subject to tax. 

The “exclusive purpose” wording 
has been dropped. A demonstrator 
now is defined as a vehicle used for 
the purpose of demonstration to 
prospective customers “which vehi- 
cle is not used regularly or sub- 
stantially for any other purpose.” 






Ralph Watts, 


“Is GM playing it cozy and 


. . The real answer will 





. In same con- 


. Clint 









—Perre Wemuorr, Editor, 
Automotive News 
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Milestone Plymouth— 


Veteran Plymouth employes who helped 
10 millionth Plymouth, a black and white 


in Detroit. Plymouth was shown to the public for the first time early in July, 


at the Chicago Coliseum. 


fetelese) ee 
Dag 


build the first Plymouth in 1928 watch the 
2-door hardtop, wheel off the assembly line 
1928, 


Ford Ad Switch Boosts 
Price to Buyer $8 to $23 


DEARBORN. Ford, Mercury 
and Lincoln prices rose slightly last 
week as Ford Motor Co. added the 
cooperative advertising charge to 
the dealer's wholesale cost. 

Suggested retail prices, includ- 
ing Federal excise tax, climbed 
$28 for Ford, $39.30 for Mercury 
and $72-$73 for Lincoln. However, 
the increase to the buyer could 
be about $8 for Ford; $11.80 for 
Mercury, and $22-$23 for Lincoln. 
At the wholesale level, Ford 
added the exact amount of the ad- 
vertising levy to the dealer’s invoice 
$20 for Ford, $28 for Mercury and 
$50 for Lincoln. Dealers formerly 
paid these charges separately and 
usually passed them along to the 
buyer. 

The boosts resulted in a higher 
excise tax and an increase in the 
dealer markup amount because of 
the higher wholesale base. 

Discounts to purchasers, of course, 
could mean that actual delivered 
prices will not rise at all. Few deals 
these days are written at the full 
markup figure. 

Continental buyers could pay 
some $71 more for the Mark II 
under the new program. The co-op 
charge was about $200 on this 
model, which becomes $271 when 
the markup formula is applied. 

In eliminating the co-op ad 
charge, Ford joined General Mo- 
tors and Chrysler Corp. which 
took similar action in the last two 
months. 


The Ford and GM moves followed | 


the same pattern since both com- 
panies had definite co-op charges) 
for their various makes and models. | 
They simply a added the stated) 


Olds, Imperial 
Adopt Price Ads 


DETROIT. — Oldsmobile and Im- 
perial quoted prices in their na- 





tional advertising last week, thus) 
joining Buick, DeSoto and Chrysler | 


division which adopted such pro- 
grams a week earlier. 

Other makers continued to study 
the idea, but none had placed any! 
similar advertisements up to press | 
time Thursday. 

Oldsmobile suggested a figure of | 
$2,733.47 for its price leader, the 
Series “88” two-door sedan. 


price includes Federal excise tax) 


and delivery and handling charges. 


Imperial’s ad said prices “range| 


from about $4,763 to $6,996, depend- 
ing on model and equipment or- 
dered, tocal taxes, delivery and) 
transportation charges.” 


Ingwalson to Head 


North Dakota Dealers 


FARGO, N. D. — Paul Ingwalson, 
Ingwalson Motor Co. (Ford), 


Crosby, N. D., has been elected | 
new president of Automobile} 
of North Dakota, | 


Dealers Assn. 
succeeding Mike Dallas, 
signed, 

Dallas’ successor was selected by 
the association’s board of directors. 
Dallas, who formerly headed Het- 
tinger Auto Co., Hettinger, N. D., 
has retired from business. 


who re- 


The} 


amount to the wholesale price and 
adjusted the excise tax accordingly. 
Ford's revised prices will be found 
on Page 46 of today’s issue. Follow- 
ing is a summary of the changes: 
Ford — Cooperative advertising 


charge was $20. Suggested retail| 


price rose $26; excise tax up $2; 
total, $28. Increase to buyer could 
be as low as $8. 

Mercury—Ad charge was $28. 
Retail price rose $37; excise up 
$2.30; total, $39.80. Increase to 
buyer could be as low as $11.80. 
Lincoln—four-door sedans and 

four-door hardtops—Ad charge was 
$50. Retail price rose $67; 
up $5; total, $72. Increase to buyer 
could be as low as $22. 

Two-door hardtops and convert- 
ible—Ad charge was $50. Retail 
price rose $68; excise up $5; total, 
$73. Increase to buyer could be as 
low as $23. 

Continental — Ad charge was 
about $200. Retail price rose $271; 
excise tax did not change. Increase 
to buyer could be. as low as $71. 


4-Door Marden ih 


Plymouth Savoy Series 

DETROIT.—Plymouth has added 
a four-door hardtop to its Savoy 
series. It will be priced at $2,317.25, 
including Federal excise tax and 
dealer delivery-and-handling 
charges. 


tops—two-doors and four-doors in 
the Savoy and Belvedere series and 





|the two-door Fury, a limited-pro-| ers of automobiles have been fleeced 


duction model. 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 


Jan. 30 
(Sold 116 cars out of 186 entered.) 
BUICK — ‘56 Super Riviera, $2,280* 
(ps), $2,160* (ps). °55 Special 4-dr., 
$1,600* (ps), $1,450*, $1,440*, $1.- 
400°; Super Riviera, $1,570*, $1,555*, 


$1,510* (ps). ‘54 Century Riviera, 
| $1,200 (ps); 4-dr., $1,125*; Super 
| Riviera, $1,200*; RM Riviera, $1,- 
| 185*; Special 4-dr., $1,180*, $1, 100°, 
$925. '53 RM 4-dr., $570*. 
CADILLAC — ‘56 (62) conv., $3,800* 
(ps); coupe, $3,480* (ps); 4-dr., $3,- 
340* (ps). 


CHEVROLET—'57 Bel Air (8) 2-dr., 

| $2,105. "56 Two-ten (6) station 

wagon, $1,600*, $1,580; Bel Air (8) 

Hardtop, $1,590; 2-dr., $1,460*, °55 

Two-ten (8) 2-dr., $1,170*; Two-ten 

(6) 2-dr., $1,010°, $945*, $910; 4- 

| dr., $985. "53 Bel Air Hardtop, $635; 

| 4-dr., $540*, $450°. 

CHRYSLER—"56 

| 000° (ps). '55 Windsor 4-dr.. $1,425° 
(ps). '53 Windsor 4-dr. $630°. 

DeSOTO—'56 Firedome conv., $2,455° 
(ps). ‘55 Firedome 4-dr., $1,350*; 
Hardtop, $1,315*. °53 Firedome 4-dr., 
$430*. '51 Hardtop, $150. 

DODGE — '56 Royal Lancer Hardtop, 
$1,620*; Coronet 2-dr., $1,490*, °55 
Royal Lancer Hardtop, $1,.365*, $1,- 
325°; 4-dr., $1,330* (ps), $1,130*; 
Coronet 2-dr., $1,350* (ps). °53 Coro- 
net 2-dr. $230, ‘51 Windsor 4-dr., 
$230, '50 Windsor 2-dr., $140. 

FORD — ’'56 Country sedan, $1,600*; 
Fairlane (8) 2-dr., $1,475*, $1,400*. 
‘55 Ranch Wagon, $3, 450* (ps); Fair- 
lane (8) Victoria, 2 at $1,300*: 
Crown Victoria. $1,520* (ps), $1,430* 
(ps); Town sedan, $1,105; Country 


Imperial 4-dr., $3,- 





excise | 





Plymouth now offers five hard-| 


| 


1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 





| described by the senator as the 
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Senate Aide Lines Up Witnesses. . . 





Auto Probers Aim 
For Mid-Month Start 


(Continued from Page 1) 


clear whether he would actually 
conduct the auto investigation 
himself or leave it to the man he 
licked for the chairman’s job — 
Senator Joseph C, O’Mahoney, 
Wyoming Democrat. 


This year’s antitrust probe will | 
look into auto parts distribution | 
and marketing policies, a subject 
touched on very lightly during O’- 
Mahoney’s “study” of General Mo-| 
tors last session. 

Kefauver said that he will work 
closely with O’Mahoney on the sub- 
committee, and permit the fiery | 
Wyoming legislator to continue as | 
chairman in his investigations of | 
the meat packing industry and oil | 
price increases. | 

Some members of the antitrust | 
staff, he added, would be assigned | 
fulltime to O'Mahoney. 

* > 


7 EFAUVER, however, will hold} 


* | 


the reins in hearings on his 
“good-faith” bill for gasoline 
dealers. This measure has been | 


most 
field. 


It would eliminate from the 
Robinson-Patman Act the defense 
that a seller had discriminated in 
price among his purchasers solely 
in good faith to meet the price 
of a competitor. There’s some 
lively support for the measure on 
the House side, too. 

It wasn’t clear which senator 
would conduct hearings on the pre- 
merger notification bill, which O’- 
Mahoney handled last session. 

But early statements by Kefauver 
sounded as though there would be 
enough work facing the subcom- 
mittee to keep at least two chair- 
men busy all year. 

He said, among other things, that 
his probers would undertake an in- 
vestigation of the extent of eco- 
nomic concentration, “industry by 
industry.” 

This is a large order, even though 
it will probably exclude the car pro- 
ducers, who were well investigated 
on that score during the last ses- 
sion. In addition, the Tennessee 
lawmaker said he will look into 
recent price hikes in the price of 
newsprint. 


important in the antitrust 





Insurance Fraud Tied 


To N. Y. Car Sales 


NEW YORK. — Installment buy- 


of millions of dollars in insurance 


sedan. $1,225; Custom (8) 2-dr., 
$890*; Main (8) 2-dr., $875. °54 


Ranch Wagon, $920, $875*, $790. ‘53 





Ranch Wagon, $750; Custom (8) 4- 
dr., $605*, $540*, "52 Custom (8) 2- 
dr., $405; 4-dr., $340, °49 Custom 
(8) 4-dr., $250. 
LINCOLN—’53 Capri 4-dr., $775*. 
MERCURY—'55 Monterey 4-dr., $1,- 
400*; Hardtop, $1,370*, $1,325* (ps); 


Montclair 4-dr., $1,350*, 
Hardtop, $1,005*. 
top, $630*; 4-dr., 
Hardtop, $465*. 
NASH—’'54 Ambassador Country Club, 
$875*; Statesman 4-dr., $530. 
OLDSMOBILE—’'57 (98) conv., 
(ps). "56 (S&) 
(ps), "55 98) 


’54 Monterey 
"53 Custom Hard- 
$550°, $450°. '52 


$3,505* 
Super Holiday, $2,135* 
Holiday, $1,730* (ps), 
$1,800*; (88) Holiday, $1,650°; 2-dr., 
$1,505*. '54 (98) Holiday, $1,510*; 
(88) Super Holiday, $1,450* (ps); De- 
luxe conv., $1,240*. °53 (98) Holiday, 


$815*; (88) Super 4-dr., $725*. ’52 
(98) 4-dr., $420*, °50 (88) 4-dr., 
$300°*. 


PACKARD—’55 Panama Hardtop, $1,- 
450*. '53 Clipper 4-dr., $500*, 
PLYMOUTH—’57 Belvedere (8) 4-dr., 
$2,190*. '55 Belvedere (8) conv., $1,- 
265*, "54 Belvedere 4-dr. $610. 
PONTIAC—-'56 Star Chief (8) 
$1,730*. °55 Star Chief (8) conv., 
$1,445*; Chieftain (8) 2-dr., $1,020. 
"54 Chieftain (8) station wagon, $1,- 
105. ‘53 Chieftain (8) Catalina, 
$760*, $740* (ps); 2-dr., $575* (ps). 
"52 Chieftain (8) 4-dr., $325*, $205*. 
‘51 Silver Streak (8) 2-dr., $290*. 
MISCELLANEOUS —- °'54 Ford %-ton 
pickup, $545. °52 Chevrolet %-ton 
pickup, $505. '48 Willys pickup, $115. 


2-dr., 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 40, 41, 42, 43 





overcharges, the State Insurance 


| Department said last week. 


As reported a month ago, U. S. 
Senate probers already are inves- 
tigating such overcharges on a 
national level. It is alleged that 
the overcharges may total at least 
$25 million. 


As the current congressional ses- 
sion got under way, Senator A. S. 
Mike Monroney told AUTOMOTIVE 
News that the insurance investiga- 
tion is first on the agenda of his 
auto marketing practices subcom- 
mittee. 

The New York department listed 
the main abuses as overcharges on 
collision insurance and selling time 
| buyers a package of mostly non- 
essential items coupled with a 
travel- -emergency credit card of 
“highly dubious value.” 


In the case of collision insurance, | 


many persons have wrongly been 
| placed in Classification 2, which 
covers male operators under 25 who 
pay the highest rates. 

In the “insurance package” cate- 
gory, the report exonerated Gen- 
eral Motors by inference, also no 
companies were mentioned by name. 
GM does not sell a package. 

An official of the State Insur- 
ance Department said the abuses 
date back as far as 1951, although 
the department has been investi- 
gating them for only about two 
years. Since 1951, he said, install- 
ment buyers of cars have paid 
between $5 million and $8 million 
in excessive charges. 

It was estimated that some 300,- 
000 persons were victimized last 
year. 

While nothing can be done about 
reimbursing persons who bought 
the package deal, effective steps 
have been taken to halt that and 


other malpractices, according to 
Leffert Holz, insurance superin- 
tendent. 


He added that departmental ac- 
tion on collision insurance over- 
charges has so far forced refunds 
of $1,013,926 to policyholders. 


27 Dealers Listed 
As Finalists for 


Retailer-of-Year 


NEW YORK.—A total of 27 auto 
dealers are among the 623 finalists 
in the Brand Name Retailer-of- 
the-Year competition, according to 
the Brand Names Foundation, Inc. 

Winners of plaques and certifi- 
cates of distinction will be an- 
nounced by March 11, the founda- 
tion said. Awards will be presented 
May 3. 

Dealers among the finalists are 
Sherry Motors, Appleton, Wis.; 
Aiken Oldsmobile Co., West Los 
Angeles, Calif.; Ferris Miles, Red- 
wood City, Calif.; Marcus Motors, 
Inc., Denver; Arcade Pontiac Co., 
Washington; Elkes Pontiac Co., 
Tampa, Fla.; Dearing Chevrolet Co., 
Savannah, Ga.; Kelley-Williams Mo- 
tor Co., Inc., Kansas City, Kans.; 
Koster-Swope Buick, Inc., 
ville, and West End Chevrolet Co., 
Waltham, Mass. 

DeNooyer Brothers, Inc., Kalama- 
zoo, Mich.; Bill Daniels, Inc., De- 
troit; Hansord Pontiac Co., Min- 
neapolis; Randolph Light, Inc., 
Minneapolis; Bill James Chevrolet 
Co., St. Louis; Ben Lindenbusch 
Studebaker, St. Louis; Trinity Mo- 
tors, Newton, N. J.; Cooper Motors, 
Inc., Baldwinsville, N. Y., and Bob 
White, Inc., Columbus, O. 

Robert C. Martin, Grant’s Pass, 
Ore.; Altman Cadillac Co., Inc., 
Charleston, S. C.; Sanders Chevrolet 
Co., Watertown, S, D.; Smith Bros., 
Austin, Tex.; Texas Motors, Galves- 
ton, Tex.; Lewis Motor Co., Mar- 
shall, Tex.; Freed Motor Co., Salt 
Lake City, and Kline Chevrolet 
Corp., Norfolk, Va. 


Pavone Robbed of $450 

GREENVILLE, Pa. Larry 
Pavone (Buick) has reported that 
he was held up in his dealership 
showroom here by two armed men 
and robbed of $450. The pair es- 
caped, Pavone said, in a car driven 
by a third man. 
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Heading for Daytona— 


Vicki Wood, Detroit housewife and 
mother who holds the 1955 and 1956 
Women's National Speed Trial Champion. 
ships, sits in the 375-horsepower Chrysler 
300-C which she will drive Feb. 12 at 
Daytona Beach, Fia., in the Flying Mile 
competition during NASCAR Speed Weeks. 
Mrs. Wood drove Chrysler 300s to aver- 
age speeds of 125.838 m.p.h. in 1955 and 
136.081 m.p.h. in 1956 to win her cham- 
pionships.— 


Wholesalers Spur 
Sharp U.C. Gains 


Early-Spring Boom 
Seen Shaping Up 


‘Continued from Page 1) 
1957 should not keep up. Some say 
1957 may be an even better year, 
with the price factor on new cars 
channelling additional buyers to 
the used-car field. 

Among retailers, who view the 
wholesale trade as a _ sensitive 
barometer of what to expect in 
the short-term future, last week's 
market upturn was encouraging. 

As noted, price increases were 
recorded by each model on AvrTo- 
motive News’ index. Not since mid- 
February of 1955 had each model 
on the index scored a price gain. 

Last week’s adjustments affected 
average prices as follows: ‘57s, up 
$12 to $2,432; ’56s, up $22 to $1,764; 
55s, up $13 to $1,289; 54s, up $13 to 
$898; 53s, up $8 to $609; '52s, up $9 
to $394; "51s, up $2 to $266, and ‘50s, 
up $2 to $200. 

* & = 
fen new average on 57s was the 
highest price that current mod- 
els had reached since they were 
first incorporated in the index early 
in November at $2,416. 

The overall average of $981 was 
$11 higher than it had been a 
month earlier. The gain from the 
previous week was $10. It was the 
largest weekly increase since last 
Aug. 20, when the overall average 
went up $17. In only two other 
weeks of all of 1956, did the 
weekly gain exceed $10. 

Spirited buying last week drove 
the sales ratio at a group of repre- 
sentative auctions to a new high 
for the year—70.1 percent. 

Typical comments of auction op- 
erators last week included the fol- 
lowing: 

“We would class this week’s sale 


as a record-breaker.” 
” + a 


ODAY’S sale was extremely ac- 
tive in spite of what would 
appear to be impossible weather 
conditions.” 

“Prices climbing upward and 
bidding very active, with lots of 
action on every car.” 

“Market almost back to normal.” 

“Weather cold—sales were steady 
and prices good.” 

“Buyers from all over the coun- 
try ... were out to do business... 
Any nice auto, any make, any year, 
sold at hot prices.” 


Canadian Sales U p6% 


For 11 Months of ’56 

OTTAWA. — Dealer sales of all 
types of motor vehicles in the first 
11 months of 1956 totalled $2,372,- 
149,000, a gain of 6.8 percent over 
the corresponding 1955 period, ac- 
cording to Canadian Government 
reports. 

Dealers in all provinces except 
Manitoba reported increases in dol- 
lar volume. Manitoba slipped 1.8 
percent, Oil-rich Alberta recorded 
the greatest increase as sales 
climbed 17.3 percent to $230,419,000. 





“ ..an excellent sales tool” 


a says MR. WILLIAM CLAYHAN, President, Danbury ‘*During the ten years we have used 
Motors, Inc., Ford dealers of Danbury, Connecticut (COMMERCIAL CREDIT PLAN, we have 
found it to be an excellent sales 


tool. It gives us complete control 
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of our financing and has cemented 
customer relations with its fine 
treatment of our customers. These 
benefits plus COMMERCIAL CREDIT’S 
fast service and good reputation 


have been a great help to sales.” 
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Commercial Credit dealers 
are successful dealers 
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Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 
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of COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 .. . offices in principal 
cities of the United States and Canada. 
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Gimmick Tieins Fadi 


AUTOMOTIVE NEWS, FEBRUARY 4, 1957 


Away... 


Dealer Ads Stressing Price 


Sisson factory officials may 
question the value of price ad- 
vertising, there appears to be no 
question whatsoever at the dealer 
level, 

Dealers feel that price is their 
greatest weapon in luring the 
undecided buyer into the show- 
room. Accordingly, their local 
ads emphasize price, downpay- 
ments, monthly charges and 
tradein allowances. 

But, despite the accent on price, 
current ads are remarkably free of 
the gimmicks that have appeared 
in recent years, Dealers now seem 
to be advertising cars rather than 
free vacations, jewelry, luggage 
and home appliances, 


= ” = 
A FEW makers have begun 
national price-advertising cam- 
paigns. Pontiac was not among the 
earliest, but Rice Pontiac, Inc., 
Pittsburgh, decided to get the jump 
on its factory. 

It spotlighted a Chieftain two- 
door sedan for $2,463.39 includ- 
ing delivery and handling and 
Federal excise taxes. The factory 
might use this figure should it 
decide to enter the national 
price-advertising arena, since it 
is the cost of Pontiac’s price 
leader. 

Rice noted that the figure did not 
include state and local taxes and 
optional equipment. National ads 
inserted by other makers have car- 
ried the same explanation. 

Two days after Rice’s ad ap- 
peared, a Pittsburgh rival, Down- 
town Motors, asked: “What JS the 
price cf a '57 Pontiac? Advertised 
prices sure are confusing . .. At 
Downtown Motors, the true meas- 
ure of value is money difference.” 

* 


WENTY suburban Chevrolet 
dealers in the Pittsburgh area 
combined for an ad in which they 
promised “low neighborhood 
prices.” They quoted figures for a 
Bel Air two-door sedan and a One- 
Fifty utility sedan. 
Elsewhere, dealer advertising 
looked like this: 
San Antonio — Ledlow-Tindall 
Pontiac spoke of ’57 Pontiac 


Edsel Assembly 
To Start on Coast 


In Late Summer 


LOS ANGELES. — Ford Motor 
Co.’s assembly plant at Milpitas, 
Calif., will handle West Coast pro- 
duction of the Edsel, it was re- 
vealed last week. 

Richard F. Krafve, Edsel general 
manager, said production would 
start late this summer. 

Contrary to subsequent published 
reports that the introduction date 
of the Edsel would be moved up, 
the timetable for Edsel remains 
unchanged, a divisional spokesman 
said last week in Dearborn. 

There is a possibility, the factory 
source said, that the Edsel might 
also be assembled on the Coast in 
one or more of Ford’s three as- 
sembly plants in the Los Angeles 
area. 

Krafve said Edsel expects to sell 
up to 15 percent of its total out- 
put on the West Coast. 





Cases Summed Up 
In Truck Suit 


PHILADELPHIA. — Both the 
truckers and the railroads last 
week presented summations to U. 
S. District Judge Thomas J. Clary 
following completion of 14 weeks of 
testimony in the Pennsylvania 
trucker’s suit to prove that the 
Eastern railroads tried to put them 
out of business. 

The railroads countercharged 
that the truckers violated the same 
antitrust laws they cited against 
the railroads. The railroads were 
able to admit in evidence charts, 
newspaper articles and interoffice 
eommunicationsg between the 
truckers and their public relations 
organization. 

The truckers, who led off the 
fight, are asking triple damages 
amounting to $250,000,000. Nearly 
2,000,000 words of testimony have 
been recorded. 








demonstrators at “savings of over 
$1,000.” Mentioning recent trade- 
in allowances, the company said, 
“We recently gave $1,160.35 just 
to retain the goodwill of one cus- 
tomer.” 

Ranger Pontiac Co, countered 
with, “We will beat any advertised 
deal in San Antonio on a ’57 Pon- 
tiac—past, present or in the future.” 

* + = 

ALLAS — Four Buick dealers 

dusted off a hardtop promotion 
used in recent years. They men- 
tioned the difference in monthly 
payments for a Buick hardtop and 
the hardtops of Car “C,” Car “F” 
and Car “P.” 

Signing the ad were Orand Buick 
Co., Strayhorn-Lacey Buick Co. 
Town North Motors, Inc., and Ken 
Pruitt Buick Co., Garland, Tex. 

LOUISVILLE — Louisville Mo- 

tors (Ford) tried a do-it-yourself 
angle, “Save $25 extra on your 
new car,” the company said. 
“Tear paper off the bumpers. 
Clean and polish the chrome. Put 
the mats down and snap on the 
hub caps.” 

It continued, “We have to move 
68 new Fords in the next three 
days . Disregard all previous 
offers we or anyone else have made. 
Please see us today.” 

* * 


KRON — C. M. Jones Buick, 


Cuyahoga Falls, O., said, “$2,485 | 





New Plug Okay 
For Future Cars, 
Auto-Lite Reveals 


TOLEDO. — Principles embodied | 


in the latest spark plug design with 
projecting ceramic nose are adapt- 
able to requirements of future en- 
gines, with compression ratios 
ranging as high as 12 to 1. 


This disclosure was made last 
week by Paul Atwell, ignition engi- 
neer of Electric Auto-Lite Co., who 
also revealed that prototype engines 
of the future—experimental models 
of advanced design with compres- 
sion ratios of 11 and 12 to 1—were 
used by both Auto-Lite and inde- 
pendent laboratories during the 
past year to test the company’s 
Power Tip spark plug. 

Speaking at a press conference 
held to review results of the first 
year’s field experience with the new 
type of spark plug, Atwell noted 
that the main feature of this new 
design is a projected nose that ex- 
tends the gap inward toward the 
center of the combustion chamber. 
The result, he asserted, is “more 
effective initiation of combustion,” 
and increased horsepower. 


Highlight of the “Power Tip an-| 


niversary” conference was a tour 
of Auto-Lite’s spark plug manufac- 
turing facilities in Fostoria, O. 

W. E. Blank, vice-president and 
director of marketing, announced 
“Auto-Lite has filmed the entire 
story of Power Tip to show service- 
men from coast to coast how and 
why the Power Tip operates hotter 
at slow speeds and colder at high 
speeds to give top performance and 
economy at all speeds.” 
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| corrections 





will put you behind the wheel of a 
Buick for 1957 on our once-a-month 
sales.” 

At Kemp Bros., a sale of 85 new 
1957 Mercurys was announced. 
“Just come in an make us an offer,” 
the company said, “We doubled our 
orders for 1957 cars in January, 
but you know what the weather 
has been for the last two weeks. 
Our stock is at an alltime high...” 

In a used-car push, City Chev- 
rolet said, “These cars are sell- 
ing at next year’s prices!” 

New Or.eans — Courtesy Dodge- 
Plymouth declared, “We must sell 
600 Dodges and Plymouths in 60 
days during ‘Operation 600.” A 
40,000-mile, three-year guarantee 
was offered. 


The ad continued: “Dodge buyers | 


attention! The factory-suggested 
list price on a new Dodge is $3,- 
234.49. But now during ‘Operation 
600,’ our price is $2,189 delivered 
in New Orleans.” 
* * * 

HARLESTON, W. Va. — “Twice 

as much for your car” was the 
pitch of Tag Galyean (Dodge- 
Plymouth). 

The company said, “Using the 
official ‘Market Report,’ (the Blue 
Book of the auto industry), Tag 
will give you twice the value of 


your '51, 52, 53 or '54 Dodge, Plym- | 
|outh, Ford or Chevrolet. (Compar- | 
ithe way for a full-fledged investi- | 


able deals on other makes.)” 
HOUSTON — Johnston Motor 

Co, (Ford) also used the must- 
sell approach in offering 300 new 
cars. The ad mentioned “36 

months to pay ... as low as 
$43.50 a month with $300 equity 

. +. Save $850 by choosing a car in 
our stock.” 

Nuacara Fatis, N. Y.—Whitworth 
Motors, Inc., declared that its “’57 
Ford Custom tudor is smashing all 
sales records.” Terms of $250 down 


and $14 a week were listed. 
= * * 


Bait Ad Corrected, 
Chicago BBB Says 


CHICAGO, — Mid-State Motors | 


(Ford) has published “appropriate 
in three metropolitan 
dailies admitting baiting and cer- 
tain advertising inaccuracies,” 
according to the Better Business 
Bureau. 

The corrections involved ads al- 


legedly used as bait to sell more} 


expensive cars. 


From June 1 to Nov. 30 last year, | 


the Chicago BBB checked 44,850 
auto ads and made 649 bait and 
shopping investigations, Action was 
taken on 571 ads, and 18 corrections 
were published and/or telecast, 


Buffalo Dodge Dealers 


Hold Used-Car Show 


BUFFALO.—The second annual 
used-car show sponsored by the 
Erie County Dodge Dealers Assn. 
was held in Memorial Auditorium 
here. 

About 150 cars were displayed 
by 10 association members. Lam- 
bert J. Wischerath, used-vehicle 
manager from the Dodge regional 
office in Syracuse, said attendance 
was approximately 10,000. 


why 


Celebrating Spark Plug Anniversary— 


Anniversary celebration calls for cake cutting by J. P. Falvey, president, Electric 
Auto-Lite Co., during a banquet in Toledo attended by automotive trade paper edi- 
tors. Congratulatory letters in background are from firm's distributors and dealers 
adding their ‘enthusiasm to celebration of the first anniversary of the Auto-Lite Resistor 
spark plug with ‘Power Tip.” With Falvey are Auto-Lite vice-presidents, from left, 
Robert Tweils, spark plug division; W. E. Blank, marketing, and L. H. Middleton, engi- 


neering. 


|Leaders in Oakland (Calif.) Area— 


Exchanging congratulations after being 


| Calif.) Motor Car Dealers Assn., from left, 


elected officers of the East Bay (Oakland, 
are L. L. Ball (Dodge-Plymouth), left, Oak. 


| land, vice-president, aud Charles Giguiere (Ford), Berkeley, president. Looking on is 


Tom Ray jr. (Pontiac), Oakland, outgoing president. 


Unions, Senate 


Clear Way 


To Probe Labor Rackets 


By Joseph M,. Callahan 
Staff Writer 


4 pa AFL-CIO officials and 
Senate leaders last week cleared 
gation of “criminal activities” in 
labor and industry. 

In Washington 


quick and favorable 

LABOR 

Paoey would create a 

special eight-member 

Senate committee to conduct the 

inquiry. The resolution was offered 

by Senators John L. McClellan and 

| Lister Hill, chairman respectively 

of the Government Operations and 
Labor committees. 


|Council of the AFL-CIO voted 
almost unanimously to bar from 
office any officer of its unions who 


hide racketeering. 

The only negative vote was 
cast by Dave Beck, president of 
the Teamsters, whose union is the 
principal target of both the 
Senate and the AFL-CIO actions. 


was drafted by AFL-CIO President 
George Meany, was considered as 


unions to cooperate with public 
agencies investigating racketeering 
or face explusion from the parent 


union. 
* x + 


Ultimatum Rejected 

OWEVER, Teamster officials 

rejected the ultimatum, declar- 

ing, “Any officer or member of our 
organization shall have the same 
right as any other American citi- 
zen to invoke the privilege of the 
Bill or Rights without, by such act 
alone, subjecting himself auto- 
matically to trial or disciplinary 
action by our union. 

“The action taken by the Exec- 
utive Council of the AFL-CIO 
with respect to these matters 
does not in any way alter our 
position. The charter grant under 
which the international brother- 
hood operates, guarantees us au- 
tonomous rights in the conduct 
of our internal affairs.” 

Earlier, a number of Teamster 
officials had declined to answer 
questions posed by a committee 
headed by McClellan on the 
grounds that the committte did 
have the proper authority and on 
the grounds of the Fifth Amend- 
ment. 

James R. Hoffa, vice-president of 
the Teamsters, said in advance of 
the AFL-CIO resolution that the 
Teamsters would ignore any such 
policy. 

Asked if the Teamsters might 
pull out of the AFL-CIO, Hoffa 
said, “We’re going to stay in and 
fight it out — you can’t get any- 

where fighting from the outside.” 
* * * 


U. A. W. Favors Action 


;2s AFL-CIO policy statement 
produced jubilation among 
UAW officials, including President 





action was promised | 
on a resolution that | 


In Miami delegates to the mid-| 
winter meeting of the Executive | 


invoked the Fifth Amendment to| 
i 


The AFL-CIO resolution, which | 


an ultimatum to the 141 AFL-CIO) 


Walter Reuther, who had sent a 
resolution to the Executive Council 
supporting a broad probe of rack- 
eteering in labor and industry. 

| McClellan made it clear that the 
| $350,000 investigation he plans was 
|aimed at racketeering wherever it 
|might appear in industry—not just 
in the unions. 


He said the investigation was 
urgent, judging from the pre- 
liminary hearings conducted by 
his committee as well as events 
outside the Senate, 

After a year of negotiations and 
ja week of talks, the AFL-CIO 
| Executive Council still was unable 
to settle a major jurisdictional dis- 
pute between the Industrial Union 
Department and the Building 


Trades Department. 
* = * 


Factory Work Involved 


a dispute involves which 
department will handle con- 
| struction inside and around indus- 
‘Continued on Page 8, Col, 2) 


AMC Stockholders 
Meet Wednesday 
In Detroit Plant 


DETROIT. — Stockholders of 
American Motors Corp. will meet in 
the firm’s Detroit headquarters at 
11 a.m. Wednesday (Feb. 6) to elect 
directors and consider proposals by 
dissident holders. 

Sol A. Dann, a Detroit attorney 
who led a minority group of stock- 
holders against the Studebaker- 
Packard merger with Curtiss- 
Wright, is now heading a group 
proposing: 

That annual meetings be held 
hereafter in Detroit, New York, 
Chicago, Cleveland or Kansas City, 
instead of Baltimore, where the cor- 
poration is incorporated. 

Dann also said his group expects 
to ask why over $1 million was paid 
to officers and directors last year 
while AMC was losing over $30 
million. 

AMC’s proxy statement reveals 
the following aggregate remunera- 
tion to top officials in 1956: George 
Romney, president, $126,102.04; Roy 
Abernethy, vice-president of auto- 
motive distribution and marketing, 
$68,958.41; Charles T. Lawson, ex- 
ecutive vice-president of appliance 
division, $60,100; A. E, Barit, con- 
sultant, who headed Hudson Motors 
before consolidation with Nash- 
Kelvinator, $50,000.04; Howard A 
Lewis, consultant, now retired, $44,- 
552.01, and Roy D. Chapin jr., vice 
president and treasurer $36,657.08. 

The proxy also shows Romney as 
the owner of 3,700 shares of AMC 
stock, with other officers’ holdings 
as follows: Chapin, 10,755; Lewis, 
1,000, and Bernard A. Chapman, ex- 
ecutive vice-president and general 
manager of the appliance division, 
1,000. Chapin has an option to buy 
2,500 shares at $8.61 and 7,500 shares 
at $5.82 by 1966, while Abernethy 
has options on 2,500 shares at $8.61 
one on 750 shares at $5.82 before 
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more used cars . . . make more profits for you . . . eliminate costly 
“after the sale” repair losses . . 


. and make more satisfied 
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@ Increases your sales volume . . . melts @ Creates new business. Satisfied customers 
, customer resistance . . . insures quicker, mean recommendations and repeat business. 
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ben The Nationwide Auto Warranty Service 








122 Brighton Avenue, East Orange, N.J. @ ORange 2-4000 


Limited number of District Managerships still available. Inquiries invited. 
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\L GUARANTEE 


IRON-CLAD WARRANTY 


provides for payment in full for the follow- 
ing mechanical repairs, parts, and labor: 


MOTOR 
Pistons Valve Lifters Camshaft 
Pins Valve Stems Crankshaft 
Rings Valve Guides Bearings 
Valves Valve Springs Timing Gears 

Oil Pump 

CLUTCH 

Disc Pressure Plate Release Bearings 
REAR AXLE 
Gears Bearings 


STANDARD TRANSMISSION 
Gears Bearings within Housing 
AUTOMATIC TRANSMISSION 


Gears Bearings 
Electrical Mechanism within Transmission 


STEERING 


Front Axle Assembly 
(except Alignment and Adjustment) 


BRAKES 
Masterbrake Cylinder 


MAIL COUPON TODAY! 


Wheel Cylinders 


Registered-Tested Cars, Inc. 
122 Brighton Avenue 
East Orange, New Jersey Date ......... 


Gentlemen: 


We are interested in the RTC Plan. Without obligation, 
kindly forward full details about the RTC Auto Dealer 
Franchise Plan. 


Dealer 
Title 
Address 


City & State 


. 
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Attraction at Cincinnati Show— 

Ford Motor Co.'s “Mechanical Man,” playing host at the Cincinnati Auto Show, 
draws ‘an apprehensive smile from one of the attractively gowned models personifying 
the “Fashion-on-Wheels” theme of the six-day exhibition. The show is the first to be 


held in Cincinnati since 1936. Because of 


the show's success, George Hagen, show 


chairman and president of the Cincinnati Automobile Dealers Assn., said another show 


would be held next year. 
Ss —S 





Small Dealers 
Begging for 57s 


Call Big Operators 
Factory Favorites 
(Continued from Page 2) 


the other town, only a few miles 
away, was in the Memphis zone. 

Two dealers in the towns were 
almost identical in territory, One 
received three cars per month and 
the other, with a similar market 
potential received 16 cars per 
month. These cars permitted the 
latter dealer to expand his sales) 
efforts over into the territory of! 
the three-car dealer, who was un-| 
able to get cars. 

All dealers blamed factory dis- 
tribution and most of them said) 
that they thought the factory was) 
filling the orders of the volume 
dealers first and then shipping the 
small dealers after the buyer has 
gone. 

One dealer said that the way it 
works is that, for instance, a big 
city dealer, has a line of credit 
with a finance company for say 
$100,000, and he is about bought 
up to that amount. 

The finance man thumbs over 
his papers and sees that the buying 
is out of step with sales. He sends 
out the word that no more credit 
is to be allowed until the dealer 
reduces his inventory. 

The dealer stops volume buying 
and the zone manager- -noticing the | 
halt — thumbs over the list of 
smaller dealers and sees where 
Dealer B in Podunk has had but | 
three cars a month when he has a 
potential of 16, and he has been 
getting only three cars a month for 
five months. 

He jumps up and shouts: 

“Heré. Ship this slob 75 units 
at once.” 


Firestone Names 
Waugh, Kemerer 
To New Posts 


AKRON.—W. D. Waugh has been 
appointed president of Firestone 
International Co. by Harvey S&S. 
Firestone jr., chairman, Firestone 
Tire & Rubber Co. He succeeds 
Samuel Broers, who retired after 40 
years with the company. 

Firestone also announced the pro- 
motion of W. E. Kemerer to vice- 
president of Firestone International. 

Waugh has been managing direc- 
tor of the company’s Port Elizabeth 
(South Africa) subsidiary since 
1942. He began his career at Fire-| 
stone in 1927 as a timekeeper. 

Broers, a native of Holland, joined 
the Akron rubber firm in 1914 and 
in 1919 became Firestone’s first 
European sales representative. In 
1922 he was called back to Akron 
to reorganize the company’s export 





department. 


Auto Show in Seattle— 


The Seattle Auto Show was staged for 


oil companies and related businesses, and 
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People Attending to See Cars... 


Glamor-less Shows Paying Off 


By W. C. Lockwood 
Staff Writer 

panera here departed from 

traditional methods in staging 
the 1957 auto show and the move 
apparently met with public ap- 
proval, according to Boyce Tope, 
executive vice-president, Detroit 
Automobile Dealers Assn. 

Meanwhile, encouraging reports 
were received from shows held 
elsewhere in the nation. 

Tope said that the total attend- 
ance at Detroit’s 1957 auto show 
was 113,796, a 54 percent gain over 
1956. It also topped the total of 
107,902 reported in 1955. 

Day-by-day attendance for the 
nine days were reported as follows: 
Opening Saturday, 10,351; Sunday, 
20,832; Monday, 6,621; Tuesday, 7,- 
939; Wednesday, 8,378; Thursday, 


11,534; Friday, 12,672; Saturday, 16,- 
666, and closing Sunday, 18,803. 
This year the dealers shunned an 
elaborate and expensive stage show 
and 


shifted the locale from the 









10 days in the Seattle Civic Auditorium, 
occupying two levels of the huge building. Shown is a view of the upper level. In 
addition to the new cars on display, the show featured exhibits by automotive firms, 


for the first time in several years, a stage 


show. Members of the show committee included S. Ll. Savidge jr., chairman, Arvid 


(Continued from Page 6) 


trial plants. The building trades| 


Andresen, Levis Green, Harry Baker jr., Joe Schwab and Don Riach. 


encountered considerable op posi- 


tion. 
* * * 


want complete jurisdiction over! 800 Workers Laid Of 


this work but the industrial union’s | 


won't agree to this. 

Meany has submitted a peace 
proposal providing for arbitration 
of disputes concerning in-plant 
construction but the building 
trade unions say they won't arbi- 
trate what they consider to be 
rightfully theirs. 

Unless there is a clear solution to 
this problem, there is little chance 
of merging local and state AFL 


and CIO organizations by Decem-| 
ber, the deadline set by the parent | 
body. 


Meany also recommended that 
boycotting by one union of 
materials manufacturer by mem- 
bers of another union be halted im- 


mediately. This recommendation | 





FTC, Tire Dealer 


Approve Ad Order 

WASHINGTON. — The Federal 
Trade Commission has approved a 
consent order prohibiting Hiram B. 
Hundley, a Washington tire dealer 
doing business as Ben Hundley, 
from using bait advertising or other 
false claims to sell his merchan- 
dise, 

The order contained nine pro- 
hibitions. Among the false adver- 
tising charges in the FTC com- 
plaint was one against a claim that 
a 6.70-by-15 Fisk tire regularly 
selling for $30.10 was on sale at 
$13.95. The complaint alleged that 
the so-called regular price is far in 
excess of the price normally 
charged. 


I AST week Chrysler Corp. of 
4 Canada announced that ap- 
proximately 800 hourly workers in 
its car and truck plants in Wind- 
sor, Ont., will be laid off indefi- 
|nitely. This was about 10 percent 
| of the work force, 
Ron W. Todgham, Chrysler of 
| Canada president, said, “A combi- 
| nation of circumstances which have 





AMC Employes Agree 


To End 8-Day Strike 

KENOSHA, Wis. — Assembly 
| of Nash, Hudson and Rambler 
| Cars was to be resumed today 
at the American Motors plant 
here, following a 1,747-251 vote 
last week by UAW members to 
| end an eight-day strike against 
| the company, 

Under the settlement, the com- 
pany is permitted to furlough 
workers for two days or less 
without regard to seniority. In 
addition, the union agreed that 
in the future the company would 
| be required to give workers a 
24-hour notice of layoff only when 
possible, 

AMC agreed to give four hours 
pay to each of 80 workers laid 
off without a 24-hour notice last 
spring. The settlement was 
largely on the company’s terms. 

The strike idled 5,000 workers 
at the Kenosha assembly plant 
and 1,500 workers at the body 
plant in Milwaukee. Production 
at this plant will be resumed 
tomorrow (Feb. 5) because of an 
anticipated slight delay in the 
proper fiow of parts from sup 
pliers. 














Way Cleared for Labor Probe 





very good,” 


Michigan State Fairgrounds to the 
Detroit Artillery Armory. 
* * * 


a exhibitors reported many 
sales,” said Tope, “and said 
they gained hundreds of legitimate 
prospects. Several dealers com- 
mented that people seemed far more 
willing to give names and addresses 
than showroom shoppers.” 

Tope said that many of the deal- 
ers expressed the belief that those 
who came were qualified, that is, 
they came and paid their way be- 
cause of an interest in automobiles 

-not entertainment. 

Some dealers felt that a stage 
show attracts many who are not 
interested in the cars and many 
who are unable to buy. 

The armory’s floor space was 
triple that of the previous location. 

“Many of the exhibits that were 
used in New York and Chicago 
were brought here,” Tope said. 
“That would have been impossible 
last year. The show was ‘dressed 
up’ and more attractive.” 

ca * * 

N CINCINNATI, the first auto 

show held there in 20 years 
proved to be more successful than 
the Cincinnati Automobile Dealers 
Assn, had hoped. 

During the six days of the dis- 
play—Jan. 21-26—more than 65,000 
visited the exhibits. When attend- 
ance topped 50,000, the CADA said, 
the show entered the ranks of major 
exhibits. 

“Public response to the show was 
CADA officials said, 





Chicago Sets Jan. 4-12 


For Auto Show in 58 


CHICAGO. — The Golden An- 
niversary automobile show will 
be held here Jan, 4-12, 1958, ac- 
cording to Edward L. Cleary, 
manager. The dates for the 50th 
annual show were set by the 
board of directors of the Chicago 
Automobile Trade Assn. 

Cleary said the early January 
dates were chosen because the 
period “has met with record- 
breaking success. Attendance 


the total of the 1955, 1956 and 
1957 events was about 23,000 less 
than 1,500,000. 





developed during a period of excep- 
tionally high demand for this com- | 


pany’s products has compelled | 


Chrysler of Canada to curtail pro- 
duction of passenger cars and 
trucks.” 


He said the cutback was neces- 
sary because of the current Gov- 
ernment policy of credit curtail- 
ment and by the uncertainty 
which prevails in the auto bus- 
iness because of possible changes 
in the forthcoming Federal bud- 
get. 

On the dealership front, the 
National Labor Relations Board 
has announced that employes at 
Begole Chevrolet in Buffalo had 
voted 11-10 against representation 
by Local 375 of the Teamsters and 
Local 1053 of the Machinists. The 
management victory was an- 
nounced after the “untangling” of 
four challenged votes. 

The Buffalo Automobile Dealers 
Assn, reported that “Word comes to 
us from various sources that the 
unions will make a continuing 
effort to organize dealer employes 
in this area.” 


Dealers to Meet 


May 9 in Tacoma 


TACOMA.—The 1957 annual con- 
vention of the Washington State 
Automobile Dealers Assn. will be 
held here May 9-11 in the Winthrop 
Hotel. James M. H. Gilchrist of 
Gilchrist Motors (DeSoto-Plym- 
outh), a past president of the 
WSADA,, has been named chair- 
man of the local convention com- 
mittee. 

It is reported by Fred K. Eells, 
association manager, that Benson 
Ford will be a top speaker on the 
program. 













































“and exceeded our own expecta. 
tions with interest surpassing our 
early estimates.” 

On Monday, opening day, more 
than 10,000 attended. “It rained 
all day Tuesday, yet people stood 
in lines a half-block long to get 
in,” said George Hagen, CADA 
president and show chairman, 
“We had to open a fourth en- 
trance.” 

Mrs. Erdie Turner, CADA secre. 
tary and show manager, said: “The 
results of the show have been 
worth all our efforts.” 

* * * 


| rca representatives praised 
the Cincinnati event, too. “One 
even went so far as to say that ‘it 
was better than the show in Colum. 
bus (O.) and the one in Detroit,’” 
said W. J. Sander (Ford), CADA 
committeeman. 

“All dealers are talking about the 
show,” said Mrs. Turner. “Their in- 
terest in a show next year is high 
and they are talking of what they 
are going to do at next year’s. 

“Response should result in 
higher sales for the next six 
months,” she said. “Now we have 
a nice mailing list and dealers 
have a lot of prospects.” 

Adults paid 90 cents admission, 
while children were admitted for 
45 cents. 

* ke ” 
es attendance figures at the 
St. Louis show have been re- 
ported as 88,691. Officials said that 
11,519 attended on the last day. a 
Sunday. 

St. Louis dealers reported that 
many sales were closed during the 
show. 

Pittsburgh’s 1957 show drew 
105,413, the largest number of vis- 
itors of any held in the city, W. A. 
Winterhalter, co-chairman has re- 
ported. 

Winners of “Me and My Pet” 
contest will be announced later, he 
said, This was a photographic con- 
test of children and their pets sub- 
mitted before the show opened. 

Entries ran into the thousands, 
Winterhalter said. Of those, 16 were 
chosen by a panel of newspaper, 


| radio and television personalities. 
this year was 494,411, Cleary said | 


Also taking part as a Pittsburgh 
exhibitor this year was the Greater 


|Miami Beach Assn., which staffed 


a booth devoted to motels in the 


| Florida winter resort area. 


A full-page newspaper advertise- 


| ment was carried by the association 
|to tie in with the auto show dis- 
|play. A coupon was used inviting 


readers to clip and send it in for 

“free literature” on the Miami 

Beach winter vacations. 

* * * 

Qnows closing yesterday (Feb. 
3) were at Houston and Ogdens- 

burg, N. Y., the first after nine 

days. The latter ran three days. 


Saturday (Feb. 2) saw shows 
close in Rochester, N. Y. (nine 
days), and New Castle, Pa. (four 


days). Omaha's 1957 edition opened 
the same day for a nine-day run. 

Today (Feb. 4) Denver’s show 
opens for six days and one starts 
Friday (Feb. 8) in Lowell, Mass., 
for three days. The next day, Sat- 
urday (Feb. 9), will see the kickoff 
of Milwaukee’s annual show for an 
eight-day run. 

Lester P. Hartung, general 
chairman and president, Milwau- 
kee County Automobile Dealers 
Assn., said that again a car will 
be given away each day. 

The North Augusta (S,. C.) Cham- 
ber of Commerce has sponsored an 
automobile show in old city hall. 
Ten dealers from North Augusta 
and Augusta, Ga. each had two 
cars on display. 

“The purpose of the show was to 
give prospective buyers a chance to 
see all the models at once,” said 
James Scroggins, chairman, “The 
show has worked with great suc- 


cess.” A record crowd attended. 
* * E 


Dealer’s Wife Robbed 
While He’s at Show 


ST. LOUIS. — Mrs. Charles J. 
Schneider, wife of the president- 
treasurer of Charles Schneider Mo- 
tors, Inc. (Pontiac), 4231 Grand 
Ave., was terrorized by two robbers 
in their home while Schneider was 
attending the automobile show. 

They bound Mrs. Schneider and 
robbed the home of $16,000 in furs, 
jewels and cash. She freed herself. 
The robbers have not been found. 











Planning for tomorrow « Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry's most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 
EXAMPLES 


Bendix Power Brakes 


! 


and developing new and better products to meet the 
needs of the years ahead. 

It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG. U.S. PAT. OFF. 


BENDIX Sivrsion SOUTH BEND torana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


by. 


AVIATION CORPORATION 


Bendix Power Steering 


BRAKES e POWER STEERING e@ POWER BRAKING e@ CONSTANT VELOCITY UNIVERSAL JOINTS e HYDRAULIC REMOTE CONTROLS 
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11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
7 2. Every lar of ine and oil taxes, collected by states and federal 
governments. to the building and maintenance of highways; 

. Guard precepts of individual freedom, which made the U. S. A. 
eee —— its citizens more of the better things of life than anywhere 
else in the world 
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dol 
gave 


Capsule Comment 


Moving to increase effectiveness of National Vehicle 
Safety Check, auto and tire makers are lending 19 experi- 
enced men to assist the Inter-Industry Highway Safety Com- 
mittee this year. 

Manpower well employed. 
as > * 


Buick, DeSoto and Chrysler divisions have launched na- 
tional price advertising campaigns, designed to bring more 
buyers into the medium-price class. 

Is this the answer to customers’ confusion? 
> * +. 

Auto shows in various cities continue to pack in the 
crowds, reports show. 

And, since many of the shows lack expensive stage 
presentations, it appears the people are coming to see the 


new cars. , 
. * * 


Torsion bar or air suspension? That’s the big debate going 
on among auto engineers working on cars of the near future. 
No matter which way it goes, the motorist is in for a 
better ride. Aa 


New-car sales of 8,500,000 annually by 1965—with some 
peak years of 10 million—are predicted by Kiplinger Wash- 
ington Letter in its annual population report. 

The forecast is based on the growing population, plus 
anticipated better roads and higher income. 
* 7 - 

The chain “bird-dog” auto selling scheme is reported to 
have gone underground in the Midwest, with 5,000 persons in 
one town of 15,000 trying to sell a car to one another. 


How silly can you get? 


Events 


Dealer Conventions 


March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 


March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans, 
April 4-5—Illinois Automotive Trade Assn., 

Leland Hotel, Springfield, Ill. 

April 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 
Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 
June 6-7 — Oregon Automobile Dealers 

Assn., Multnomah Hotel, Portland. 
June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 
Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 


Savannah. 
a 


Auto Shows 


Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 8-10—Lowell Auto Show, Memorial 
Auditorium, Lowell, Mass. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond, Calif, 

Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memorial Bldg., 
Syracuse. 

Feb. 18-2i—St. Petersburg Auto Show, Gay 
Blades Autotorium, St. Petersburg. 


Feb. 19-21 — Altoona Auto Show, 
Mosque, Altoona, Pa. 


Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 
Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 
March 2-l0—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 
March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fla. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Colli- 
seum, Lubbock. 

March 29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 

Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

e-s @ 


Jaffa 


General 


Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 


March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 


March 7-10—9th Annual Pacific Automo- 
tive Show (jobber sponsored regional), 
Civic Auditorium, Seattle. 


March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers' Assn., Windsor Hotel, 
Montreal. 


March 13-14—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 


March 25-27 — American Society of Tool 
Engineers, Technical Meeting and Con- 
vention, Shamrock Hilton Hotel, Hous- 
ton. 

Apr. 4-7—\4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bldg., Fair Park, Dallas. 

Apr. 25-27—International Automotive Ex- 
position (southeast jobber sponsored), 
Dinner Key Auditorium, Miami, 

Mey 9-12 — Midwest Automotive Trade 
Show, Kiel Auditorium, St. Louis. 

May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, . Boston. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, Bal. Harbour, 
Miami Beach. 


30 Years Ago... 


Automotive Cartoon 


Of the Week 


gloerlyss 


"What you need is a ‘lift.’ Now, here's my brother's 
card — he sells cars down on automobile row." 


Letterbox 


‘Interior Shame ..... 


2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


U. C. Dealer Speaks 

I am in 100 percent agreement 
with R. Biagden (Jan. 21 issue). I 
am ashamed of some of the ’55 and 
later models that have anywhere 
from 20,000 on up and the interior 
trim looks like it may have been 
dragged behind for at least half 
the miles, 

I handle used cars only, and it’s 
hard to buy a good clean used ’55 
or later model that the seats don’t 
look like burlap or have been 
covered with covers. I take pride 
in my cars and we try to buy the 
cleanest, but it’s almost impossible 
to buy one that doesn’t require seat 
covers. 

This has stuck in my craw for 
some time, and I’m ready to add 
my two cents to keep this ball roll- 
ing. I suppose it won’t do any good, 
but if the retail buyer would come 
back on his dealer on this.problem, 
and the dealer put some pressure 
on the engineers, designers, etc., I 
know we would all benefit by it and 

| the new car dealers and the used- 


The Big Stories 


Despite several poor months near the close of the year, car pro- 
duction in the U. S. set another record. Total car production for 1926 
is given as 3,765,048, as compared with 3,696,311 in 1925. Truck pro- 
duction was 494,377, as compared with 478,396 in 1925. Total produc- 
tion was set at 4,259,425, as compared with 4,174,707 in 1925, a gain 


of 84,718, 


Motor vehicles registered in the U. S. totalled 22,273,643 during 1926, 
according to the annual statistical review of the motor car.industry 


by B. F. 
2,044,618 over 1925. 


Goodrich Rubber Co, The report shows an increase of 


Production of automobiles in Canada during 1926 reached a record 
of 205,116 units, an increase of 26 over the total for 1925 and 55 per- 


cent above the figure for 1924. 


The value of all automotive exports from the U. S, and Canada 
during 1926 increased about $2 million over the preceding year, the 
Department of Commerce announced. Exports amounted to almost 
$376 million, of which this country’s share was $337.5 million. The ex- 


ports included 379,580 automobiles, 


—From the files of Automotive News. 


car dealers (which any new-car 
dealer knows is his right hand) 
would certainly be closer than ever. 

The upholstery in the cars today 
may be fancier and have the 
“metallic buildup story” but, 
brother, watch out! If the manu- 
facturers cannot sell with the new 
cars a good durable long-wearing 
upholstery, why not send the new 
cars out without the seat uphol- 
stered and let us install a good set 
of seat covers? 

I think, nine times out of 10, the 
cover I handle will last longer and 
look better than the upholstery on 
some of these “dream cars.” 

To sum this all up, to hell with 
the horsepower. Let’s get the fac- 
tories to spend some of the money 
appropriated to economize engines 
(12-15 miles per gallon) on some 
real hard-wearing durable uphol- 
stery, and you might mention 
spring sag if you’re going to men- 
tion anything. Let’s all lower the 
boom—we can get it if we all ask 
for it. — A. M. (Snow) Maxon, 
Maxon Motors, Minden, Neb. 


* * * 


Dealer Protests 


In reference to the edition of Jan. 
21, on Page 37, you give a story en- 
titled, “Deal That Led to Killing.” 

You state in this story that the 
customer was interested in a Nash 
Rambler. I am sure that if you will 
check into this story, you will find 
that it was not a Nash Rambler, 
but a Hudson Rambler. 

I think this is an injustice to the 
Nash dealers and this story should 
be corrected. — Rosert D. MiERLey, 
Mierley Motor Co., Altoona, Pa. 


x * * 


Got a Bar? 


Will you please advise if you 
know of anyone selling a drinking 
bar that would fit under the front 
panel of a 1957 Cadillac Eldorado? 
—C. Decker, Decker Motor Co. 
(Buick), Rogers, Ark. 


(Enprror’s Note: Can a reader 
help?) 
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expected to pass quickly, authorizes 


an extra $65 million for SBA’s bus- 
AUTOMOTIVE WASHINGTON iness loan fund to carry it through 
mn . > the fiscal year. If it fails to become 
Infl t P l M t law, SBA would simply have to go 
a 10n erl u es out of the money-lending business 

for five months. 
During December, five auto 


Depression Worries _ Dune Docembst, Sue aa 


The largest to a car retailer was 


By Willi = for $175,000, and went to a dealer 
 d , lien Une a in Buffalo. The smallest went to a 


Kansas dealer, who received a 


r SPITE of the worries expressed by Secretary of the} direct Government loan of $5,600. 
Treasury George Humphrey over the advent of a depres-| Testifying before a Senate Bank- 
sion that “would curl your hair” unless Federal spending | ing subcommittee, Barnes admitted 
slowed down, the President’s chief concern is still inflation. | that his three-yeartold agency was 


‘ ° . ; operating in the red, but he said it 
It is still the chief concern of the Federal Reserve Board, too, | Voulg have to charge interest of 


O_O . 
and there are many rumors* around 9 percent in order to break 
around Washington that a) foreseen increase in loan applica-|even. The law forbids SBA to 








new boost in the discount rate | tions. charge more than 6 percent on a 
is not far away. At present, it is| During the first half of this business loan. In practice, SBA 
3 percent. fiscal year — which ends June 30 — —_ about 5% percent, 

The FRB has already used its) — SBA received 3,337 business |~ "°° °° 
A number of SBA’s services, he 





other method of restricting credit| loan applications, more than : : ; 
by soaking up excess banking funds| double the 1,503 received during explained, have nothing to do with 
through the recent sale of $250 mil-| the same period a year ago, | ™#king loans and bring in little or| Lundigan Meets Nixon— 
lion worth of Treasury bills. This | Normally, loan requests fall off |° Tevenue. Bill Lundigan, Chrysler Corp.'s TV host for “Climax!” and “Shower of Stars,” is 
move may not be enough to halt} oor fall eo but — pe ae congratulated by Vice President Richard M. Nixon and Mrs. Nixon following his per- 
inflation. Aer zs Fond as y rise | sarten uae Ce en oe aD! formance as master of ceremonies at the Inaugural Festival in Washington. Lundigan 

Dr. Winfield W. Riefler, assistant | a ain Gia eon qreitins Seem 'AUTO-| and the Vice President also appeared on the same program “America's Dedication to 
to FRB Chairman William McC.| The emergency bill, which was| MOTIVE NEWS WANT ADS! Are You? | Peace,” and met again at the Inauguration Ball in the Mayflower Hotel. 
Martin, said in an address the other | 

day that infla-| 
tionary develop-| 
ments “are now| 
sufficiently wide-| 
spread to furnish| 
unmistakable evi- | 
dence that the| 
mechanics of the} 
spiral of inflation | 
are at work.” He| 
added that the) 
spiral is still an 
William Uliman “infant.” 
+ * > 


The Long Haul | 


Ir. FRB economists are right, then 
the sale of Treasury bills will| 
not be enough to halt inflation over | 
the long haul. Sooner or later, the 
discount rate will have to be 
boosted again, even though the} 
action will bring a hail of protests 
2 from housing groups, smal] busi- 
ness supporters, and Congressmen | 
(like Wright Patman, Texas Demo- 

















ir crat) who are already gunning for 
: Chairman Martin with both barrels 
* loaded. 

The action would also draw 
w-car strong support for tax relief for 
sand) small businessmen, the theory 

being that if the little fellow 

over. can’t afford to borrow money, he 
today should be permitted to save some. 
> the As it now stands, the President 
but, hopes that management and labor 

lanu- will start taking some steps on 
new their own to try to halt inflation. 

aring In his economic message, he laid 
new particular stress on the duties of 

phol- management in this regard, saying 
d set that he would examine fourth- 


quarter corporate profits with great 
, the interest. 








and The President’s message men- 
y on tioned tax relief for small business, 
buf that was about all. Any relief 
with granted, he added, should be made 
fac- without seriously hurting the Gov- 
oney ernment’s tax income. Since that’s 
ines impossible, most interpreters as- 
ome sumed that the President would 
hol- not push very hard to cut small 
ion business taxes this year. 
aene 2. -@ 
the Money: Please Rush 
ask A BILL to grant emergency funds 
KON, to the Small Business Adminis- 
tration sailed through the Senate 
Banking and Currency Committee 
in record time, after SBA Chief 
Wendell B. Barnes told senators 
Jan. that he would run out of money to 
en- lend by early this month. 
ag.” Congress had voted to give 
the Barnes’ agency a total of $150 mil- 
ash lion to lend to small businessmen, 
will but the money pinch caused an un- 
find 
ler, Aluminum Output Rises 
ms 7 Percent During ’56 s : 
ud ff NEW YORK. — The Aluminum Talk about action—that’s exactly what you get (@es 
aluminum production in the U. 8. ea 
rose 7 percent during 1966. ‘The when you sell Quaker State Detergent Additive! Si 
total for last year was 3,358,861,- Palette 
251 pounds in WSS, Cleans and restores motors to full rina | | 
you poun . 
Ss oS ened Soe eer 
ont me reco mon when . ° 
io? 303,248,010 pounds of aluminum ; ! 
of a gon Dae ae en eo hurry. Builds business fast! 
ter of 1956, 885,561,928 pounds 
Were produced, making it the all- 


aT 





time record quarter. 
S QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. - MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 











PORCELAINIZE 
TAKES A 


BIG STEP FORWARD! 















Requires ONLY ONE APPLICATION 
Needs only ONE BUFFING 
Is Easier and Quicker 


Makes a more effective CONTACT with 
the PAINT SURFACE 


oo nae 


Produces the SAME outstanding 
PORCELAINIZE results 





Improves lustre and durability of modern 






type paints 


pS RRR 


LESS LABOR ... MORE PROFIT 















It’s hard to believe...the World Standard for Fine Automobile Appearance, 
PORCELAINIZE, comes to you with the same unsurpassed lustre, smooth- 
ness, and color protection...it comes with the season after season endurance 

. but, it is now applied with less labor, less effort, and MORE PROFIT. This 
great step in advance is for application . .. it should find more and more use in 
your beauty department. 


NOTHING CAN COMPARE WITH PORCELAINIZE IN DURABILITY, 
BEAUTY AND SATISFIED CUSTOMERS. 


.... the Worl 





gives you these important advantages 


It’s easier to spread over the paint surface. 


One application places as much PORCELAINIZE in contact with the paint surface 


as two applications formerly did. 


Performs perfectly on the modern new paints. 


Reduces the required buffing time of Porcelainize Liquid by half. 
(Buffing of cleaner, where necessary, remains the same). 


By a very simple change in one of the physical 
properties of PORCELAINIZE, but a change requir- 
ing extensive experimentation and testing, the 
workability of PORCELAINIZE has been greatly 
increased. 

This change has in no way altered the chemical 
composition of PORCELAINIZE. Nor has it effected 
its unsurpassed ability to produce its brilliant lustre, 


fast and thorough application. 





New and Improved PORCELAINIZE is iden- 
tified by a new and improved bottle, modern 
in styling, distinctive in design, and featur- 
ing an easy, sure grip, increased stability, 
sturdier construction, and perforated cap for 


and its remarkable color restoration and retention 
powers. PORCELAINIZE continues to produce a 
tough paint surface which protects car beauty 
through all weather, and lasts season after season. 

PORCELAINIZE, as you know it, hasn’t 
changed. But the new, improved PORCELAINIZE 
can now be applied faster and easier...and more 
effectively. 


...or contact your local factory office. Let 
your “Mr. Porcelainize” demonstrate the new 
method of application and show you how the 
new and improved Porcelainize will produce 
the same outstanding results with less labor 
and greater profits. 


PORCELAINIZE 


FREEMAN & FREEMAN, INC. 
DENVER, COLORADO 


dStandard for Fine Automobile Appearance 
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Across the Nation... 


Auto Dealer Changes 


Nalley Chevrolet, Inc., has opened 
at 2555 Stewart Ave., S. W., in At- 
lanta. Souvenirs were given away 
at a grand-opening party. 

* + + 


Rockwood Takes Ford 


Rockwood Motors, Ltd. has 
opened as a Ford dealership in Lan- 


derson Willys Co, and will con- 
tinue to handle Willys Jeeps and 
commercia] vehicles. Heading the 
company are W. M. Anderson and 
W. M. Anderson jr. 


* * * 


British Ford Deal 


| John S. Green jr. 


Stuart Motors, 4801 S. Division, 


G i ich. 
easter, New Brunswick. rand Rapids, Mich. has been 


formed in 1921 as a partnership by 
Reinhard E, Vetter and his wife, 
Francis. The partnership was termi- 
nated when Vetter died in 1955. 
New officers are Mrs. Vetter, Neal 
B. Schroge, her son-in-law, and 
George M., St. Peter, 


* + * 
Green’s Adds Packard 
Green’s Garage (Studebaker), 509 
Broad, Augusta, Ga., has added a 


Packard franchise. The company 
is owned by John S. Green sr. and 


* > * 


DeSoto Exclusive 
Fairmont Motor Sales, a DeSoto 
exclusive, has opened at 383 Smith- 
field, Pawtucket, R. I. Albert Cor- 


3 


Gibbs Adds Studebaker 
Russell Gibbs Motors, a Packard 
dealership at 1606 Main St., Lynch- 
burg, Va., has added the Stude- 


baker franchise. The owner is J.| 


Russell Gibbs. 


* * * 


Ellis Adds Dodge 


Howard E. Ellis, Lima (O.) 
Chrysler-Plymouth dealer has been 
awarded a Dodge franchise and has 
reorganized his two dealerships. 
El-par Motors, 550 W. Elm, now 
will handle Chrysler and Dodge 
cars, and Par-Ell Plymouth Sales, 
Inc., 512 W. High, will handle Plym- 
outh cars and Dodge trucks. 


* * * 


Grentner Takes DeSoto 

Grentner Brothers, 1799 S. W. 
Eighth St., Miami, is a new De- 
Soto exclusive. The company, 
owned by Charles J. and John 
Grentner, formerly was a Pack- 
ard dealership. 


* ° * 


Hebel Takes Buick Deal 


Howard Hebel, Jefferson City,| 


Co., has taken over the Buick fran- 
chise in Eldon, Mo., formerly held 
by Eldon Equipment Co. and its 
owner, Ernie Kallenbach. 


Jones Adds Packard 
Stewart Jones Motors (Stude- 
baker) of 925 Fifth St. North, St. 
Petersburg, Fila., has also signed a 
Packard franchise. 


2 Sign Nash-Rambler 


Mart’s Auto Sales, Bismarck, N. 
D., and Duckstad Implement Co., 
Montevideo, Minn., have been 
named Nash-Rambler dealerships. 


Morrison Takes Volvo 


Morrison Motor Co. 2911 N. E. 
Union, Portland, Ore, has been 
named distributor for the Swedish 


Volvo line of cars. 


« * - 


Sheller Buys Share 


Ed J. Dearing has sold his inter- 
est in Dearing-Allen Motors (Nash- 
Hudson), Portland, Ore. to Lee 
Sheller, formerly shop foreman for 
the dealership. Lee Allen is the 
other principal in the firm, 


Hudson for Anderson 
Andersen Motors Co. is a new 





awarded a franchise for six British- 
made Ford cars, The firm will han- 
dle Anglia, Prefect, Squire, Consul, | 


| tellesso is proprietor, and Fred 
| Breggia is general manager. 


Zephyr and Zodiac. 


* * * 


Friendly Dodge Opens 


president, 
? . * 


Name Change 


| Blackman-Waters 


Ridgewood, Sebring, Fla. 


* > * 


New Home for Rice 
| Rice Oldsmobile, Inc. held a 
| three-day “Grand Opening” cele- 
bration at its new location, Bluff- 
ton Rd. and Brooklyn Ave., 
Wayne, Ind. The dealership is 





2503 S. Calhoun. 


2 > * 


Blenke Bros. Moves 


Blenke Bros., Inc. (DeSoto- 
Plymouth), South Bend, has moved 
from 747 S. Michigan to a new 
dealership building at 4033 S. Michi- 
| gan. Stanley J. Blenke heads the 
firm, which also operates in Knox 
}and Valparaiso, Ind. 

> > > 


Holley Adds 2 Outlets 


Claude S. Holley, a dealer in 
Beaumont, Tex. for many years, 
|has recently acquired dealerships 
jin Port Arthur and Orange, Tex. 
| All the dealerships handle Chrysler- 
Dodge-Plymouth. 


* > * 


Hudson Outlets Add DeSoto 


Hutchinson Motor Co., Hutchin- 
son, Kans., and Five Points Motor 
Co., Garden City, Kans. have been 
granted DeSoto franchises, Hutch- 
inson Motor Co. has been a Hudson 
dealership for 47 years. Both firms 
| will continue to handle Hudson and 
Rambler. 


> > > 
Ballard Folds 
Ballard Motors (Dodge), Sanders- 
ville, Ga.. has announced that it 
is discontinuing business. 


* > * 


Donald Bohn Joins Deal 


Donald Bohn has joined his 
brother, Richard, as a partner in 


Dick Bohn Ford, Inc., 1900 Frank- | 


lin, Gretna, La. 
+ * > 
New Name for Vetter 


Vetter Chevrolet, Inc., is the new 
name of a dealership on RFD No. 1, 
Mount Calvary, Wis., 





DeSoto for Policemen, Fireme 


ya 


nn 


DeSoto has announced heavy-duty conversions of its $-25 Firedome and S-26 Fire- 


Friendly Dodge Motors, Inc., has| 11 Franchises 
opened at 6322 Chef Mentour High- 


way, New Orleans. G. C. Grady is 


Jim Blackman Ford, Inc., is the! Bros. Sales & Service, Mt. Pleasant, 
new corporate name of the former| Mich. (Carl A. Archey and Edward 
Ford Co. The|E. Archey, 
dealership is located at 300 N.| Motor Sales, Inc., Utica, Mich. (Roy 
|R. Carkner, president); Ed Goldie, | 


which was 


Dodge Awards 


Addition of 11 new Dodge dealer- 
ships, four of them exclusives, has 
been announced by Lee F. Des-| 
mond, sales vice-president, 

New exclusive dealers are Archey 


partners); Carkner 





Inc., Cleveland (Edward G. Goldie, | 
president), and Hiport Motor Co.,| 
Higginsport, O. (Raymond and 
Edna Cox, partners). 


Dodge-Plymouth agreements) 


|have been signed by Cooke Motor | 
Fort| Co. Scotland Neck, N. C. (Robert | 


| Way con-| Glenn Cooke, owner); G & L Mo- 
tinuing to operate a used-car lot at} 


tors, Jefferson, Ia. (Glenn I. Par-| 
ker, president); Hauser Motors, 
Kingfisher, Okla. (Fred G. Hauser, 
owner); Snider Motors, Chariton, 
Ia. (R. Harold Snider, owner), and 
Briggs Motors, Sutter, Calif, (Fred 


|C. Briggs, owner). 


Matlock Motor Co., Taylorsville, 
N. C. (T. L. Matlock sr.. cwner), | 
has been signed as a Dodge- 
Chrysler dealer, and Wilson Auto 
Sales, Inc., Wilson, N. C, (Merton 
E. Robinson, president), will 
handle Dodge and DeSoto. 


* * * 


Burden Sells to Partners 


Ora Burden has sold his interest 
in Beloit Motor Co., Inc. (Buick- 
Pontiac-GMC), Beloit, Kans. to 
Lester Hansen and John Kindscher, 
who have been coowners and ac- 
tively in charge of the business. 

> > > 


Renault Appoints Dealers 


Renault of France, manufacturers 
of the Renault automobile, has ap- 
pointed the following Renault 
dealers: Foreign Motors, Inc., 1608 
S. Nevada Ave., Colorado Springs; 
and W. J. Wallis Bukc, Inc., 511 
West Third, Alliance, Neb. 


Marshall Buys Deal 


Sam Marshall has purchased Wil- 
loughby Motors, Inc. (Ford), Cleve- 
land. 





Marwick Opens Ford Deal 


Town-Country Ford is a new 
dealership located temporarily at 
13010 Highway 71, Grandview, Mo., 
and at 11109 Highway 71, Hickman 
Mills, Mo. The new deal is headed 
by Al Marwick, who has had 10 
years experience as a Ford dealer. 

> . * 


Turner-Frisby Open Deal 


Turner-Frisby Motor Co., 11008 
Truman Rd., Independence, Mo., is 
a new Mercury dealership. The new 
firm is headed by Bob Turner and 
Clay Frisby. 


” * * 


Pontiac Names 2 Deals 


Fox Motor Co., Bozeman, Mont., 
headed by Harvey Fox, and Harry 
Carlson Co. Little Falls, Minn., 
headed by Harry Carlson, have been 
appointed Pontiac dealerships. 


* * + 


Rudd, Jenkins Buy Deal 


W. L. Rudd and Bob Jenkins 
have purchased May Chevrolet Co. 
at Lancaster, Tex. The firm will be 
known as the Bob Jenkins Chevro- 
let Co. 


* * * 


Bentley Buys Into Deal 


Philip Bentley, former partner in 
Bentley Bros. Oldsmobile, Hunts- 


Automotive News-Reel 





Moore, Turner Open New Showroom— 


Moore-Turner Chevrolet has moved into this new $350,000 showroom-garage in 
Houston. Owned by Homer Moore and W. C. Turner, the new plant has 27,000 square 
feet of floor space. 


Barton Adds Second Showroom— 


Barton's Pavilion, a new and used-car showroom, has been added to the facilities of 
Borton Auto Co. (Oldsmobile) in Spokane. The building, formerly used by the firm's 
service department, has 12,000 square feet of floor space. The dealership is operated 


| by James R. Barton, president, and his brother, Ray, who is vice-president. 


Courtesy Chevrolet Builds New Plant— 


Here is a drawing of the new plant Courtesy Chevrolet is building in Phoenix, Ariz. 
Utilizing about six acres with 433 feet of frontage, the building will boast 30,000 
square feet of floor space and will house a new-car showroom, offices, service facilities 
ond a parts department. Surrounding the building will be an area of 100,000 square 
feet where new and used cars and trucks will be displayed. The firm is headed by R. 
Mitchell McClure, president, and E. J. Fitzgerald, secretary-treasurer. 
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villa; Ais. tine puechaasd hal? tater. Dealer Accent on Parking Space— 


est in Lee Motor Co, there from “Parking by the acre—not by the foot,” is a merchandising slogan used by Cum- 
Louis Lee jr. The firm will be| ming Perrault, itd., Mercury-Lincoln-Meteor dealer in Montreal. The firm, in business 
known as Lee-Bentley DeSoto-| 29 years, has moved to new facilities at 6435 Upper Lachine Rd., which it tells cus- 
Plymouth, tomers is “easily reached without a traffic snarlup.” 


flite four-door sedans for use by police and fire departments. Each is available with 
a six-item special package containing heavy-duty torsion bars, rear springs ond 
shock absorbers, a 70-ampere battery, and two-tone grey and two-tone blue viny/ 
trims. The cars will be available through Comet Coach Co. and Memphis Coach Co., 
both of Memphis, and Armbruster & Co., Ft. Smith, Ark. 
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Cites GM Pact at NADA Parley 2% 


Factory-Dealer Gains 
Reviewed by Curtice 


Eprror’s Note: Following is the 
text of an address delivered by 
Harlow H. Curtice, General Mo- 
tors president, at the 40th annual 
NADA convention in San Fran- 
cisco. Curtice spoke Jan. 29. 

* * * 


Toward a New Era 
Of Dealer Progress 


AM glad to have this opportunity 

to address the 40th convention 
of the enfranchised automobile} 
dealers of America. 

You are members of one of the 
most important industries in our| 
nation’s economy. As a group you) 
are responsible 
for the distribu- 
tion at retail of 
the automobile in- 
dustry’s produc- 





tion. The prod- 
ucts which you 
sell and service | 
at retail represent 
substantial in- 
vestments on the 
part of your cus- 
tomers. They play 
a most important 
role not only in the daily lives of 
the people of our country but in 
our nation’s economy as well. 

It was with these thoughts in 
mind that I accepted the invita- 
tion of your officers. I realized 
that it entailed a serious respon- 
sibility. Since then I have per- 
sonally devoted considerable time 
and study to an appropriate pre- 
sentation to this convention, 
During the course of my business 
career, all of which has been spent | 
in this great industry — and with| 
one company in the industry, dis-| 
tribution policies and the entire 
subject of factory-dealer relations| 
have been of major concern to me. 
Almost necessarily then, my talk} 
today represents a discussion of 
distribution policies and practices | 
from the General Motors viewpoint, | 
Since I became president of Gen- 
eral Motors, I have addressed my- 





H. H. Curtice 





Spokane Buyers 
Prefer V-8s 
In ‘Hot’? Ranges 


SPOKANE.—Spokane car buyers 
for the most part are showing a 
preference for more powerful V-8 
engines. 

Several dealers have noted a 
growing demand for their highest- | 
horsepower engines, including the| 
special souped-up engines made by | 
most manufacturers. 

On Chevrolets, it is noted, sales | 
are running about 88 percent V-8 
this year, and the 220-horsepower 
engine is the largest seller. Account- 
ing for one percent of sales is the 
245-horsepower engine. 

Ford dealers noted sales running 
about 90 percent V-8, with about 
30 percent of total in the 245- 
horsepower class. 

On Dodge, the D-500 accounts for 
10 to 12 percent of total volume. 
Dodge buyers prefer V-8s by a ratio 
of 20 to 1, 















With Studebaker 50 Years— 


self to these subjects in two major 


| talks to our dealer organization, On 


March 16, 1953, I addressed a group 
of General Motors dealers in Chi- 
cago. My subject was “Partners 
in Progress.” On March 2, 1956, I 
delivered a talk by closed-circuit 
telecast to all General Motors 
dealers and to all members of our 
wholesale organization. My subject 
then was “A General Motors 
Quality-Dealer Program.” 
* + * 


N THESE two talks I set forth 

very clearly my philosophy with 
respect to the distribution side of 
this wonderful business. 

Now, I want to compliment you 


on your convention theme — “Serv- | 
Key to Success.” | 


ing the Public - 
This is a platform that both we as 
manufacturer and you as retailer 
can stand on. 


It has always been my belief | 


that the good job we do for our 
customers is fundamental to all 
the progress we have ever made 
or can ever hope to make. The 
customer provides the strong 
bond that truly cements our part- 
ner relationship. 

We have a wonderful opportunity 
for constructive accomplishment. 
But we shall lose that opportunity 


responsibility. We must be guided 
by it in everything we do. As 
Charles F. Kettering so well 


| ph it, the businessman who} ad i 
mal cueetan of manufacturing | Policies as well as the provisions of 


goods or rendering a service never 
forgets that his job is to run 
errands for the customer. 
Another way of phrasing your 
theme would be -— 
Public—Key to Profits.” Both of us 


lasting profits. 
I shall have more to say later on 
this subject of the essential mutu- 


|ality of our interests. Now I want 


to review some events of the past 
year that are related to those in- 


| terests. 


‘Looking Back to °55 


EGINNING in 1955 the automo- 
bile industry was exposed to 


| considerable criticism and publicity 
| concerning its practices and its 
activities. Some of these matters) 


received undue emphasis and might 


be classed as irritations, Some were | 


explainable on the basis of facts 
and circumstanes. But the fact that 
not all of the criticism was justi- 
fied is no longer important. 


It became apparent that there} 
| were conditions which required 


attention and correction, and I 
think I am being fair when I say 
that both manufacturers and 
dealers were involved in varying 
degrees with respect to various 
issues. 

Over the years it had been our 
practice to keep General Motors 
distribution policies, the admin- 
istration of those policies and the 
provision of the General Motors 
selling agreement under continu- 
ous review with a view to im- 
provement where possible. In 





Fifty-year Studebaker dealership award to Mosehart & Keller Automobile Co., Hous- 
ton, is presented to H. W. Schleeter jr., center, president, by Arthur G. Ackert, Stude- 
baker-Packard Dallas zone manager. At the ceremonies were, from left, E. W. Skinner, 
dealership general managr; J. W. Frye, S-P district sales manager; Schleeter; Ackert, 


and William V. Schleeter, dealership secretary-treasurer. 








| individually and in groups, I sched- 
|uled a meeting of the General Mo-| 


“Serving the)! 


are interested in profits. Both of | importance than policies and docu-| 
us recognize that effective service | : ; 
to the public is the only source of | practices in the field. 


greater security for our dealers. 





still others were general. All were 


7 Security Improvements 


|N. C. Independents Chat with Governor— 


Shown here with Gov. Luther H. Hodges of North Carolina are top officials of the | 
| North Carolina Independent Automobile Dealers Assn. at the association's winter busi- 
ness meeting. From left are James C. Little, Raleigh, general counsel; Hodges; E. M. 


Stafford, Charlotte, president; Charles W. 


Ralph L. Johnston, Fayetteville, secretary-treasurer. 





Barbee, Raleigh, executive secretary, and 





line with this practice I immedi- 
ately initiated an intensive study 
of our policies and their admin- 
istration. 

In addition to talking to dealers | 


tors Dealer Council to get the bene- 
fit of its advice and recommenda- | 
tions. The Council met with us on| 
Feb, 8 and 9, 1956. 

Every point made by the council 
was considered by the corporation | 


— and deserve to lose it— if we fail | and appraised in relation to the) 


to measure up to our obligations to} 
our customers. This is our foremost | 


proposals we had prepared over a 
period of several weeks. As finally 
presented, ovr revised policies and 
new selling agreement received the | 
council’s unanimous and enthusi-| 
astic indorsement. Many of the| 


the new agreement went consider- 
ably beyond the recommendations 


of the council. | 
+ > > 


_ represented progress, but I 
recognized that of even greater 





ments were the administrative 


So that there would be no mis-| 
understanding on the part of | 


| dealers or factory representatives, I | 


arranged to address both groups 
by closed-circuit television on 
March 2. Thirty-nine meetings were 
held simultaneously to accommo-| 
date all of our dealers and all of 
our sales personnel. My nationwide 
audience on that day included 1,- 
500 members of our wholesale 
organization and 19,500 owners of | 
dealerships. 

To this audience I explained in 
detail the changes in our policies | 
and the changes to be incorpo- 
rated in our revised selling agree- | 
ment, I also expressed my views | 
on the very important subject of | 
factory-dealer relations. 

Our new distribution policies, as| 
well as the provisions of the selling | 
agreement, were made effective as| 
of March 1, 1956, and the necessary | 
documents were prepared and exe- 
cuted as expeditiously as possible. 

Some of the changes and addi-| 





Others were economic changes and 





to the benefit of the dealer and, we} 
believe, to the ultimate benefit of | 


the retail customer, 
+ = - | 


Seven _ specific improvements 


dealt with security: 

1. We offered three types of 
agreement as to term — a five-year, 
a@ one-year or a continuing agree- 
ment. You may be interested to 
know that 22,802 of the agreements 
selected by the dealers, or 98.7 per- 
cent, were for the five year term. 

2. We gave a dealer the right to 
nominate any qualified person 
active in the dealership to succeed 
him upon his death or if he is in- 
capacitated. 

3. We made it possible for either 
of two operators to continue a 
dealership alone following the 
death or withdrawal of the other. 

4. We provided that a widow 
could retain a financial interest 


|tial assistance in disposing of a 





in a dealership for a period of at 


the dealer. 

5. We provided that termination 
on the death of a dealer would be 
deferred for a reasonable period of 
time to permit an orderly liquida- 
tion of the business. We also agreed 


to assist, if desired, in the disposi- 
tion of the premises. 
6. We agreed to provide substan- 


business in the event of termina- 
tion or nonrenewal, including the 
repurchase of parts, accessories and 
special tools. 

7. We spelled out the basis for 
evaluating a dealer’s obligation with 
respect to sales performance. 

* * * 


oo new selling agreement con- 
tained five major changes of 
economic benefit to our dealers, as 
follows: 

1. We increased the parts obsoles- 
cense allowance from 2 percent to! 
4 percent of annual purchases, 

2. We increased the carryover al- 
lowance from 4 percent to 5 per-| 
cent and made it apply to all new 
cars of the preceding model year 
remaining in stock when new 
models are announced. 





3. We agreed to assume the 
entire cost of warranty adjust- 
ments by increasing the reim- 


Sebring Auto Race 
Only One of Kind 
In North America 


SEBRING, Fla. — The Florida 
International 12-Hour Grand Prix 
of Endurance, to be run here 
March 23, is the only auto race on 
the North American continent in 
which winners score points toward 
the international sports car cham- 
pionship. 

Thus, it ranks with other races 
such as the Mille Miglia in Italy, 
the LeMans race in France, the 
Swedish Grand Prix and the Tour- 
ist Trophy Race in Great Britain. | 

The 5.2-mile Sebring course is 
laid out on an old air base. There 
are sharp turns, sweeping bends, 
long straightaways and one hairpin 
turn. 

The starting field will be limited 








to 65 cars. There will be entries 


tions affecting the selling agree-|from England, Scotland, France, 
ment had to do with assuring| Italy, Germany, Venezuela, Puerto 
Rico, Cuba and the U. S. 


Laid 


bursement on labor to 100 per- 
cent of the dealer’s flat rate. 

4. We increased from 30 to 90 
days the period within which pur- 
chased parts may be returned. 

5. We increased our contribution 
to cooperative advertising funds to 
50 cents for each dollar contributed 
by dealers. 

Numerous general changes were 
made. We simplified the language 
of the selling agreement and elimi- 
nated unnecessary clauses that 
caused irritations. An important 
clause was added providing for 
maintenance of a high standard of 
ethics in advertising. 

* * ef 


Sales and Distribution 


. ADDITION to the changes in 
the selling agreement, I dis- 
closed important changes in sales 
and distribution policies. Let me 
enumerate them: 

1. I announced that an impartial 
umpire would replace the Dealer 
Relations Board to pass upon 
appeals by dealers from decisions 
of General Motors divisions, The 
umpire’s rulings are binding upon 
the divisions, but dealers still have 
their historic legal right of recourse 
to the courts, 

2. I directed our wholesale 
organization to inaugurate a new 
era of “sell” not “tell” in factory- 
dealer relations, 

3. We defined the standards that 
would apply in the selection of new 
dealers. Moreover, we decided that 
for the balance of 1956, new ap- 
pointments would be limited to re- 
placements only. 

4. We made provisions for elected 
divisional dealer councils at the 
zone, regional and national levels. 

5. We provided for absorption by 
the factory of costs of new-car 
direct-by-mail programs. 

. * * 


6 WE agreed to share equally in 
* costs of sales contests and 
owner magazines. 

7, We eliminated warehouse 
charges on cars delivered through 
warehouses. 

8. We improved our sight-draft 
collection procedure to insure that 


|drafts would not become payable 


until cars had been received. 

9. The practice of alloting new 
cars in relation to turnover which 
had crept into some areas was 
eliminated. The inclusion of demon- 
strators as a part of new-car stock 
was discontinued. 

10, We made available to 
owners of dealerships desiring in- 
surance protection for their bus- 
inesses a new, low-cost group life 
insurance program to supplement 
the group life insurance program 
for owners and employes of 
dealerships in effect since 1931, 

More than 60 percent of eligible 
dealers have taken advantage of 
the new program, which provides 
policies up to $100,000 without med- 
ical examination. Claims paid have 
amounted to $4 million since the 


| program’s inception last March 1. 


This compares with nearly $18.5 
million paid out to date under the 
original insurance program. 

* = * 


A Continuing Program 
T IS MY conviction that our new 
distribution policies and revised 


selling agreement represent a real 
(Continued on Page 49, Col. 1) 





At Automotive Old Timers Meeting— 


Among those attending the meeting of the Philadelphia Metropolitan Council of 
Automotive Old Timers were, standing, from left, Charles S. Snyder, AOT vice- 
least five years after the death of | president; Richard MacMeekin, general manager, Philadelphia Auto Trade Assn.; 
Raymond P. Scott, PATA president; William F. Connolly, regional manager, Electric 
Auto-Lite Co.; Julia Driscoll, AOT secretary-treasurer and PATA recording secretary; 
Pat Thornton, president, Thornton-Fuller Co.; Frank E. Tighe, AOT director and editor, 
Motor Age. Seated: Dr. Allen T. Bonell, vice-president, Drexel Institute of Technology; 
John B. White (Ford), president, Pennsylvania Automotive Assn.; R. A. Harp, AOT 
president; and Leslie Peat, AOT executive secretary. 
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Sales Conditions in Various Areas... . 


Auto Market Reports 


Rhode Island 


A drop of nearly 25 percent in 
new -car registrations in Rhode 
Island was recorded in 1957, com- 
pared with the total for the preced- 
ing year. 

For the 12-month period, new-car 
registrations aggregated 26,048, as 
against 35,249 in the same period in 
1955, a decrease of 9,201. New-truck 
registrations last year totalled 2,648, 
a drop of 224 below the 2,872 regis- 
tered in 1955. 

New-car registrations for 1957 
were made up as follows: Ford, 
5,822; Chevrolet, 5,757; Plymouth, 
2,472; Oldsmobile, 2,309; Buick, 
2,199; Pontiac, 1,489; Mercury, 
1,207; Dodge, 837; Cadillac, 698; 
Chrysler, 609; Nash, 553; Stude- 
baker, 400; DeSoto, 328; Lincoln, 
213; Hudson, 188; Packard, 123; 
Imperial, 79; Rambler, 43; Willys, 
40; Clipper, 29; Continental, 9, 
and miscellaneous, 644. 

New-truck registrations for the 
year were: Ford, 910; Chevrolet, 
843: International, 398; Dodge, 194; 
GMC, 171; Mack, 93; White, 58; 
Diamond T, 44: Studebaker, 26; 
Reo, 19; Divco, 15; Willys, 16; Auto- 
car, 12, and miscellaneous, 73.— 
(Thomas L. Forbes.) 


+ + * 


Indianapolis 

Total new-car registrations by 
franchised dealers in Indianapolis 
during 1956 has been placed at 27,- 
079 units. This figure is 12,502 units 
under 1955. 

Ford led the new-car field with 
6,631 registrations for the 12-month 
period, with Chevrolet in second 
spot with 5,893 units. 

Other registrations included 
Buick, 2,635; Oldsmobile, 2,431; 
Pontiac, 1,983; Plymouth, 1,805; 
Mercury, 1,250; Dodge, 1,005; Cad- 
iMac, 709; Chrysler, 613; DeSoto, 
555; Studebaker, 362; Nash, 327; 
Volkswagen, 178; Hudson, 165; | 
Lincoln, 149; Packard, 149; Jag- 
uar, 68; Imperial, 39; MG, 28; Tri- 
umph, 26; Willys, 20; Mercedes, 
14; Porsche, 8; Continental, 7; 
Morgan, 6; Hillman, 3; Morris, 
2; Borgward, 2; Citreon, 1; Kaiser, 
1; Riley, 1, and DKW, 1. 
New-truck sales for the year| 

reached 2.796 units. In 1955 the total 
was 3,402. Leadership in this field 
was maintained by Chevrolet with | 
781 sales. Ford was second with 719 
units and International Harvester 
third with 549 units. 

Other totals were Dodge, 189; | 
GMC, 179: White, 158; Reo, 53;| 
Diveo, 51; Willys, 46; Studebaker, | 
26: Autocar, 7; Diamond T, 7; 
Volkswagen. 7; Mack, 6; and mis- 
cellaneous, 16.—(C. L. Kern.) 

> > > 


Eldon, Mo. 


New-car sales are sailing along 
merrily in this gateway town to the 
Missouri Ozark playgrounds, but! 
used cars are dragging their feet. | 

The anticipated drop in new- | 
ear sales after the initial show- | 
ings of the new models failed to 
materialize, but best news is that 
dealers are making more profit | 
by letting the no-profit deals walk | 
out the door, Shoppers looking 
for offers like last year’s $25 over 
invoice are certain to be disap- 
pointed here. 

Even though some dealers report 
thin profits last year, repossessions | 
are virtually non-existent. One| 
dealer reported one last year. Oth-| 
ers had similar records. 

Employment is climbing again as 
a shutdown factory resumed work. 
Farmers are doing better.—(L. H. 
Houck.) 








* + . 


Buffalo 

Finance company executives here 
reported new-car sales have not 
been making a good showing so far 
this year. 

One of the banks here reported 
that the dollar volume of its auto 
lending business in January was 
running 24 percent below a year| 
ago. 

An auto finance company re- | 
ported its financing in December 
was the worst in years and that 








| cles were sold. In the same week in 


lused trucks were retailed 


bad winter weather and higher 
price tags on new cars. 

One finance executive said he 
looks for considerable business this 
year from the purchase of late- 
model used cars rather than new 
cars.—(George E, Toles.) 


San Antonio 

With registrations totalling 20,471 
vehicles, 1956 turned out to be a 
record year for San Antonia deal- 
ers. The figure tops the previous 
sales record of 19,938, set in 1955. 

Of the 20,471 vehicles, 18,375 were 
new cars, compared with 17,148 in 
the banner year of 1955. 

December registrations alone 
amounted to 1,569 new cars and 
166 new trucks, compared with 
1,474 new cars and 130 new trucks 
in the previous month. 

By make, December new-car reg- 
istrations were: Ford, 481; Chevro- 
let, 387; Plymouth, 143; Oldsmobile, 
123; Buick, 113; Pontiac, 100; Dodge, 
46, Mercury, 45; Cadillac, 39; Chrys- 

ler, 23; Studebaker, 13; DeSoto, 11; 
Rambler, 10: Nash, 9; Imperial, 8; 
Lincoln, 7; MG, 2; Hudson, 1, and 
miscellaneous, 8. 

New-truck registrations in De- 
cember were: Chevrolet, 66; Ford, 
46; Dodge, 19; International, 19; 
GMC. 7: Mack. 5, and White, 4.— 
(J, H. Reed.) 

. 


+ * 


Cincinnati 
Motor vehicle sales in Hamilton 
County (Cincinnati). O., during the 
week ended Jan. 17, amounted to 
1,516 units. This represented a de- 
crease of 6 percent from sales in 
the previous week. when 1.520 vehi- 


1956. a total of 1.564 units were sold. 

In the week ended Jan. 17, some 
645 new cars and 61 new trucks | 
changed hands, compared with | 
667 new cars and 53 new trucks 
in the previous week. 

A total of 778 used cars and 32 
in the 
week ended Jan. 17. compared with 
836 used cars and 64 used trucks in| 
the week ended Jan. 10. | 

Repossessions during the week | 





|ended Jan. 10, totalled 46 compared | 


with 70 for the previous week.— 
(Frank Kappel.) 


* * > | 


St. Louis 


New-automobile sales in the St.| 
Louis area continue to drag consid- | 
erably behind the comparable period | 
of last year. 

Total registrations reported by} 
local automobile dealers’ associa- 
tion for the week ended Jan. 11,| 


|show 720 passenger cars re 


with 934 for the like period last) 
year. Truck registrations fell from | 
98 to 34. | 
A number of prominent dealer- | 
ships are reported to be changing | 
hands, but few closings have been | 
consummated. With the reduced 
volume in this intensely competi- 
tive market, the profit outlook is 
not too bright. 

Used-car sales are slowing up and 
prices are softening. 

Traditionally, the spring demand 
makes its appearance about the 
first of March and little, if any, im- 
provement in the profit picture is 
anticipated before that date-——(Sam 
X. Hurst.) 


* * * 


Dallas 


A total of 4,061 new cars were 
registered in Dallas during Decem- | 
ber, compared with 3,586 in the pre- | 
vious month. 

Ford broke into the lead with 
1,194, compared with 1,149 for Chev- 
rolet. Oldsmobile was third with 361 

and Buick fourth with 284. There 
was a virtual dead head for fifth 
place, with 242 for Plymouth and 
241 for Pontiac. 

Other registrations were: Cad- 
illac, 128; Dodge, 122; Mercury, 
121; Chrysler, 40; DeSoto, 34; 
Nash, 29; Studebaker, 26; Lincoln, 
25; Imperial, 12; MG, 11; Volks- 
wagen, 11; Rambler, 9; Hudson, 
5; Porsche, 4; Renault, 3; Jaguar, 
2; Alfa Romeo, 1; Austin, 1; Con- 





1; Packard, 1; Prefect, 1, and Tri- 
umph, 1. 


a month earlier. By make they 
were: Chevrolet, 163; Ford, 100; In- 
ternational, 72; White, 45; Dodge, 
12; GMC, 7; Mack, 2; Autocar, 1; 
Diamond T, 1, and Reo, 1.—(Ruby 
Fenoglio.) 


+ * + 
Pittsburgh 

New-car registrations in the 
Pittsburgh area in the third week 
of January made “an exceptionally 
strong recovery” from the low levels 
reported in the first two weeks of 
of the year, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The bureau’s index of general 
business activity in the week 
ended Jan. 19 rose to 114.4 percent 
of the 1947-49 average, compared 
with 111.3 percent in the previous 
week, 

Pittsburgh's steel mills operated 
at 99 percent of practical capacity 
during the week.—(Leon M. Leffing- 
well.) 





* * + 


Vancouver, B. C. 

New-car sales for the Greater 
Vancouver (B. C.) area last year 
were 5 percent above the 1955 total. 
Up to the end of November, new- 
car sales were 9 percent ahead of 
the previous year, but December 
sales dropped 22 percent below De- 
cember, 1955, thereby reducing the 
percentage for the 12-month period. 

December, 1956, sales totalled 1,- 
350, compared with 1,734 cars sold 
in December, 1955, 

During 1956, dealers in the Greater 
Vancouver area sold 20,164 cars. 
The 1955 total was 19,152. 

While both General Motors and 
Ford in December lost about 2 
percent of the market they held | 
in November, Chrysler products 
gained 6 percent. 

Independents maintained their 

slim position at just over 2 percent, 





| 


“Tch! Muffed that sale — guess 
I’d better take the afternoon off 
to see my psychiatrist!” 


but British cars were down from 
16 to 14.5 percent. Volkswagen also 
dropped fractionally, from 4.9 to 
4.7 percent. 

Most popular makes retained 
their positions with the exception 
of Plymouth, which moved from 
sixth to fourth place, and Pontiac, 
which went from fourth to third 
spot. Ford moved into second posi- 
tion. 

Here are the leading sellers with 
their percentage of the market: 

Chevrolet, 18.8; Ford, 12.4; Pon- 
tiac, 11.3; Plymouth, 9.2; Meteor, 
7.9, and Dodge, 6.2—(F. H. Fuller- 


ton.) 
+ 


Paducah, Ky. 





Most dealers in Paducah, Ky., are | 
short of new cars and are taking | 


back-orders, but few will promise 


| delivery on definite dates. 


New-car sales have been good 
ever since introduction of new 
models and inventories are de- 
cidedly low. 

Used-car sales are reported 
splendid by a number of dealers, 

but others seem to have large 
stocks of used cars. Some dealers 
have been out buying used cars 
because of low tradeins on new 


Meeting the Practical Problems... 
Case Histories of a Salesman 


Epitor's Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

x . = 


Dear Ed: 


WENT over to another dealer- 
ship to visit a salesman friend 
of mine who recently changed 


Armstrong Expands 


CINCINNATI. — Armstrong Cork | 
Co. has leased a new office and| 
warehouse building at 1057 Meta. | 
The 17,500-square-foot structure is | 
occupied by the district offices of 
the company’s Industrial division 
with W. H. Weaver jr, as district | 
manager. 





| Aluminum Styling Aid— 


jobs, It was in 

the opposition’s 

camp, but being 

a salesman 

amongst sales- 

men, I 

made to feel 

right at home. 

The thing 

that impressed 

Me most was 

how Joe El- 

mont had ac- 

climated him- 

self so completely and so fast. 

When I walked in he was up to 

his neck in papers, messages and 

pending deals. He even had a 

live “up” he was working on 

which looked like a pretty good 
one to me. 


When I finally had a chance to 


George W. Walker, left, styling director, Ford Motor Co., receives from Abraham 
tinental, 1; Hillman, 1; Mercedes, | Reynolds, executive sales director, Reynolds Metals, one of several anodized aluminum 
| color plaques developed by Reynolds. With them is Robert H. Maguire, center, Ford 


| chief advanced stylist. Mounted on each 


plaque are nearly 200 chips of various 


Truck registrations in December | colors and finishes designed for use in car interiors. They will be used by Ford as a 


| tinued 


was 


| 





——e, 


cars, due to the inability to de. 

liver. 

The economy here is solid, with 
high employment in industry, con. 
struction and agriculture. Some 
large new buildings are planned, 


Repossessions are normal, with 
one dealer reporting a fraction of 
one percent for the past five years, 
Open accounts are being paid rea. 
sonably near due dates and general 
credit seems to be no problem, — 
(L. H, Houck.) 


* * 


* 
Cairo, Ill. 

Lusty, bustling Cairo, featured in 
newspaper headlines for years, hag 
become somewhat more docile 
since the brawling crews that built 
atomic plants have gone over the 
horizon, 

One dealer reported a shortage of 
cars and said that while buying 
power was down, profitable deals 
were being made for what new 
cars he could get. His new-car in- 
ventory was probably at an all- 
time low. 

Used-car sales are low and stocks 
are normal. 

Repossessions for the area are 
decidely up and reflect the pre- 
vious high activity in which low 
downpayments and balloon notes 
were features of almost all deals. 


One dealer reported that all the 
leading finance companies accepted 
balloon note paper for a year and 
a half or more. Another dealer said 
that he started trimming the credit 
almost a year ago and felt that 
if he hadn't started then that he 
would be in bad shape now. 


During the balloon note heyday 
dealers were also taking house or 
side notes for short downpayments 
and this practice has been discon- 
in most cases. No finance 
companies were reported taking 
balloon note paper at this time by 
dealers. 

A dealer who had a good year 
in 1956 predicts a hard year for 
1957 and blames cross selling for 
a lot of the selling troubles.—(L. H., 
Houck.) 


sit with my former sales buddy 
(who was never known to be a 
real gone hotshot), I said, “Joe, 
what's going on here? You look 
like you need a helper and a sec- 
retary. How could all this happen 
to you in the short period of 10 
days that you've been here?” 
a > 7 

“IDERT,” he said, “When I hired 

in here the boss came up 
with a terrific idea and backed it 
up with an incentive. Here's 
what he said, ‘Joe, like any other 
dealer we've had our share of 
turnover of salesmen. These men 
who have left us in most cases 
have left our customers too. 

“‘Of course, we have sent 
them cards and letters as we do 
all the others but what these 
people need badly is a personal 
eall from us—yes, you and us. 
rll prepare a list of these 
people giving all the facts to 
guide you. Get on the phone 
with them; write them an pay 
them a visit personally. 


“*Tell them we have assigned 
you to service their account, You 
are their new salesman and 
because you want to get 
acquainted you've been author- 
ized to give them not only a 
grease job but a car wash too. 
And all they have to do is come 
in to meet you—their new sales- 
man.’ 

* * * 
‘=. you ask me how come 
I’m so busy in my new job 
so soon. Well, the answer is in 
what I just told you plus a nice 
fat bonus for each new customer 
I bring back to the fold.” 

Well, Ed, I actually saw it 
working. It was bringing those 
old customers back and while 
they were there the salesman 
had his opportunity to go to 
work. Properly handled, more 
cars would be sold. 


January business has been poor. 
Finance men blame the unusually 


amounted to 404, compared with 378 | visual aid for those concerned with the application of colors in aluminum interiors. | —Bert Simons. 
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DELCO RADIO, developer of industry's highest power transistor, now gives you— 


An Auto Radio 
That Outperforms 
All Other Makes! 


MOST POWERFUL TRANSISTOR IN AUTO RADIOS— 


it's the only one that outweighs in performance the parts it replaces! 


New Delco Radio Delivers— 


1. Greater Power Output 
2. Broader Tonal Range 
3. Longer Service Life 

4. Greater Fidelity with— 


5. Less Battery Drain 


Operating on much less battery current than conventional tube-type 
sets, the new transistor-powered Delco auto radio provides you with 
more performance and sales advantages than any other transistor or 
non-transistor auto radio. 

Because it utilizes low voltage—without vibrator or rectifier—this remark- 
able new unit works free of the high electrical pressures and strains 
normally encountered in auto radios. As a result, all the parts in the 
entire system last longer and work more dependably. 

Delco Radio’s new transistor-powered unit, already in hundreds of 
, Sapent of tig werd and gmc sae | gives ae See pleasure 

ee ee without distracting background noise heard over o radios. 

PRINTED CIRCUITS FOR GREATER QUALITY AND DEPENDABILITY T Liens ane emother “frat” for you Siti Dales Tiaiin—ehees wae 


No other auto radio makes such extensive use of these thin tantly bei ted to hel tisf 
advanced construction techniques that increase quality and nal a Hhetesy. deere OF Fe ay eae Ca 


dependability. 
P A General Motors Value by D = . Cc O R A D : O 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 
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Lynn F. Perrott, Portland, Ore., 
and Virgil Phelps, Akron, have 
been named district sales managers 
for Four Wheel Drive Auto Co. 

Perrott will head a territory com- 
posed of Washington, Oregon, 
Idaho, Alaska and British Colum- 
bia. Phelps’ territory is Ohio, Ken- 
tucky, West Virginia, 12 counties in 
western Pennsylvania and 12 coun- 
ties in western New York. 

* + * 


Pontiac Retains Nichels 


As Field-Test Consultant 


Ray R. Nichels, of Highland, 
Ind., has been retained as & con- 
sultant to handle safety, endur- 
ance and performance tests in the 
field for Pontiac. 

Nichels has been connected 
with auto and tire performance 
and safety tests for 19 years and 
has handled cars at the Indian- 
apolis Speedway since 1948. He 
also will supervise Pontiac’s par- 
ticipation in stock-car perform- 
ance events across the country. 

* * + 


Warner Appoints Dollar 


Ray Dollar has been named a 
representative for Warner Electric 
Brake & Clutch Co., Beloit, Wis. 
Dollar has been assigned to the 
Florida and southern Georgia area. 

7 * o 


Sealed Power Names 


Hesling .and Pickel 


Sealed Power Corp. has named 
Donald M. Hesling to head its new 
research and engineering division 
and Beryl T. Pickel to head its new 
manufacturing division. Both are 
vice-presidents. 

Previously, the activities of both 
were contained in the manufactur- 
ing and technical engineering divi- 
sion. Hesling formerly was vice- 


Cinndion Dealers 
Delay Car Orders 
Fearing Tax Loss 


HAMILTON, Ont. — Automobile 
manufacturers are reported to be 
concerned lest dealers’ reluctance 
to take deliveries of new cars in 
the pre-budget period develop into 
a creeping paralysis that would 
affect the nation’s economy. 

Dealers are reluctant to build up 
inventories now for spring business 
in the fear that Finance Minister 
Harris will announce a cut in the 
excise tax on cars when he offers 
the federal budget. 

Sums ranging from $150 to $300 
per car are involved, and the feeling 
in the retail trade is that either the 
government or the manufacturers 
should protect them against loss 
in the event of a tax cut. 

It is known that some dealers 
already have notified major manu- 
facturers they will take delivery of 
only the units they have sold be- 
tween now and the budget date. 

At its national convention in 
Montreal last September, the Fed- 
eration of Automobile Dealer Assn.’s 
adopted a resolution advocating 
holding off deliveries in the 45 days 
prior to the presentation of the 
federal budget, unless the govern- 
ment gave them assurance they 
would not suffer loss on excise 
taxes. 

The budget is expected to be an- 
nounced any time between Feb. 20 
and March 10. 


Branch Opened 
By Robert Bosch 


NEW YORK. — Robert Bosch 
Corp. U. S. representative for 
House of Bosch, Stuttgart, Ger- 
many, has opened its first U. S. 
branch. The branch is located in 
San Francisco. 

Among the House of Bosch prod- 
ucts are automotive electrical prod- 
ucts, diesel and gasoline fuel-injec- 
tion systems and power tools. 

Robert Bosch gasoline fuel-injec- 
tion units have received recognition 
in the U. S. in recent sports-car 
racing seasons. A Mercedes-Benz 
300 SL, driven by Paul O’Shea, was 
equipped with a Robert Bosch pro- 
duction fuel-injection system and 
with a Bosch ignition and electrical 
system. 


Auto Personnel 









president in charge of that division. 


He joined Sealed Power 19 years 


ago. Pickel, former general manu- 
facturing manager, joined the firm 
in 1925. 


* + + 


U. S. Names Christensen 


W. C. Christensen has been ap- 
pointed director of the U. S. De- 
partment of Labor’s newly estab- 
lished Bureau of Training and 


Apprenticeship. 
* 


Foy Joins Porter Board 


Fred C. Foy, president of Koppers 
Co., Inc., has been elected to the 
board of directors of H. K. Porter 


Co., Inc. 
+ * +. 


Loss and Brinn Elected 
To Waterbury Board 


Waterbury Lock & Specialty Co.| 


has appointed William Loss execu- 
tive vice-president and director. 


Also named a director was Law- 


rence E, Brinn, who will be secre- 
tary and general counsel. 
+ + 


Sun Tube Lifts Alexander 


Claude L. Alexander has been ap- 
pointed general sales manager of 
Sun Tube Corp. He has been with 
the firm since 1952. 

* * 


Hudson Appoints Rust 


Hudson Lamp Co., Kearny, N. J., 
has announced appointment of 
Philip S. Rust as sales vice-presi- 
dent. Rust formerly was general 
sales manager. 

> ’ > 


Becker Is Promoted 


Charles L. Becker jr. has been 
promoted to merchandising man- 
ager of the Textileather division of 
General Tire & Rubber Co., Toledo. 
Becker joined Textileather early in 
1955-and has been serving as man- 
ager of customer relations. 

> > > 
Orvis Joins Arvey 
dames E. Orvis has been named 
director of industrial and public 
relations of Arvey Corp., Detroit. 
> > = 


Girard Picks Pollow 


Marvin Pollow has been named 
general manager of Girard Chevro- 
let Co., Philadelphia. Jerry She- 
stack was appointed assistant gen- 
eral manager. 


ao > . 
GE Silicone Products 
Names Lauenstein, Daily 


Reorganization of the sales force 
of the silicone products department 
of General Electric Co. and the cre- 
ation of two new sales districts has 
been announced by T. C. Ohart, de- 
partment manager of marketing. 

The new district managers are 
Milton C. Lauénstein, Chicago, and 
Robert T. Daily, Los Angeles. 
General Tire Puts Crowe 


In Newly Formed Sales Job 


Barney L. Crowe has been ap- 
pointed manager of the newly 
formed Charlotte (N. C.) sales 
—— of General Tire & Rubber 

In his new position, Crowe, for- 
merly assistant division manager 
at Atlanta, will supervise sales of 
General tires, tubes, batteries, and 
related products in North and 
South Carolina and most of Vir- 
ginia. 

7 7 a 


Trailmobile Names Pfeiffer 


To Head Texas Plant 


Robert F. Pfeiffer, formerly as- 
sistant plant manager of Trailmo- 
bile’s Longview (Tex.) plant, has 
been appointed plant manager, ac- 
cording to William A. Burns jr., 
president. 

F. V. Roy, former Longview plant 
manager, will return to Cincinnati 
to become chief industrial engineer 
of Trailmobile Inc. 

. * * 


National Fibres Names 


Parkin Sales Manager 


DETROIT. — George W. Parkin 
has been named sales manager of 
the automotive sales division of 
National Automotive Fibres, Inc., 
Detroit. 

Parkin, former assistant sales 
manager of the division, joined 
National Automotive Fibres in 1939 
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as production planning manager. At 
one time he was manager of the 


firm’s Trenton (N. J.) division. 
* * * 


Sun Tube Ups McDonald 


W. D. McDonald has been ap- 
pointed sales vice-president of Sun 
Tube Corp. of Canada, Ltd. a 
subsidiary of Sun Tube Corp. of 
Hillside and Washington, N, J. Mc- 
Donald joined Sun Tube of Canada 
in 1950, 


* * * 


Porter Honored 


Laws was conferred on Frank M. 
Porter, president of the American 
Petroleum Institute by Hahne- 
mann Medical College and Hospital 
of Philadelphia. 


* * * 
| American Mirror Picks 


Schulz to Head Sales 


William E. Schulz has been 
named vice-president and general 
sales manager of American Mirror 
| Works, division of Barnet Mirror 
Corp., Bronx, N. Y. 

Schulz has some 20 years experi- 
ence in sales and sales executive 
work with Clay Adams Co., Inc.; 
Kidde Mfg. Co., Bauer & Black 
and Spool Cotton Co. 

* * * 
All-State Boosts Lutz 

Kenneth V. Lutz, general sales 
manager, All-State Welding Alloys 
Co., Inc., White Plains, N. Y., has 
been elected sales vice-president. 
| * = * 

Vickers Promotes Doe 

| Thomas B. Doe jr. has been ap- 
pointed manager of export sales 
|\for Vickers, Inc. Doe joined 
Vickers in 1938. 


. * = 
Davis Moves Up at Vickers 
Owen C. Davis has been elected 
treasurer of Vickers, Inc. He joined 


Vickers in 1946 as controller of the 
Tulsa winch division. 
7 * > 





Ford Promotes O’Brien 





John F. O’Brien has been pro- 
moted to assistant district sales 
manager of Ford division’s Boston 
sales district. 

. 


* = 


Goodenberger Named 


Harry T. Goodenberger has 
joined the auto tire sales depart- 
ment of Goodyear Tire & Rubber 
Co. 

* > > 
Kampmeier, Greenbaun 
Reassigned by Mack 

E, O. Kampmeier has been named 
Omaha district manager for Mack 
Trucks, Inc. He formerly was dis- 
trict manager in Indianapolis. 

Succeeding Kampmeier in In- 
dianapolis is H. P. Greenbaun, for- 
merly wholesale representative 
there. 

* - > 


Goodrich Promotes Stone 


Charles S, Stone has been named 
Pittsburgh district manager of B. 
F. Goodrich Tire & Equipment Co. 
He succeeds William H. Campbell, 
who has assumed new duties as 
manager of truck tire sales at 
Akron. 





Ohio Old Timers Select Officers— 


Walt R. Hamer, Columbus, left, who has retired as executive secretary of the Ohio 
Automobile Dealers Assn., poses with newly elected officers of the Ohio Chapter of 
Automotive Old Timers. Officers, from left, are George Llewellyn, Lorain, president; 
Charles A. Cronin, Cincinnati, vice-president, and Cliff Dunn, Curtice, secretary- 


treasurer. 


An honorary degree of Doctor of 


James Motors Sponsors Auto Show— 













The Hillsdale (Calif.) Automobile Show, sponsored by James Motors (Chrysler. 
Plymouth-Imperial), San Mateo, Calif., was held outdoors and featured, in addition to 
the 1957 models, a fashion show complete with strolling musicians. Joan Beckett, 
Miss California of 1957, is shown beside a Chrysler Saratoga on display at the show, 


Legislative News 





A comprehensive revision of Wis-| County has sold to speed up ex- 
consin’s motor vehicle laws has| pressway building. 
been recommended by the state; In Indiana, the Municipal League 
legislative council. | a approved a boost of the present 

Paul J. Rogan, state insurance | four-cent tax to six cents as pro- 
comanianionen, sala there never has| Posed by Gov. Harold W. Handley. 
been a comprehensive revision of | W. Vincent Youkey, executive 
the statutes and regulations. In 50| Secretary of the league, said that 
years, they have grown from two| Indiana cities will not demand a 
to 85 pages. larger share of the levy, but will go 

Rogan, who presented the report along with the present 15 percent 
to the council, headed the study — .- & -% 


committee which was authorized by Inspection-Law Changes 


the 1955 Legislature. . : 
Discussed in Denver 


Some substantive changes are in- 
volved in bills already recommended Possible changes in state laws 
to improve Colorado’s motor ve- 


by the legislative council, but the 

more controversial changes will be| hicle inspection system was dis- 
contained in 21 other bills to be| cussed at a meeting of the 
offered separately. | Independent Garage Owners of 

Changes already recommended in-| Metropolitan Denver. 

volve regulations concerned with David Walker, dealer adminis- 
passing, one-way streets and pedes-| tration supervisor of the State 
trian safeguards. One would put the| Motor Vehicle Department, ex- 
55-mile night speed limit in effect| Plained an inspection bill to be 
whenever use of headlights is re-| presented to the Legislature in 
quired by law, and another would| January. The proposed bill would 
require repair shops to keep rec-| raise the fee from 50 cents to $1 
ords of accident damage and to| or $1.50, Colorado law requires an 
make the records available to en-| auto inspection every six months. 
forcement officers. ee on 


Ilinois, Indiana 
Face Prospect of 
Gasoline Tax Hike | 


Gasoline tax hikes will be pro- 
posed in Illinois and Indiana at the| 
next sessions of their legislatures. 

In Illinois, unless the levy is 


raised from five to six cents per 
gallon, the highway department has 
indicated that there will not be 
enough money for work on the 
3,000-mile highway system not in 
the Federal aid program. 

Also, the state must pay $4 mil- 
lion into a sinking fund to meet 
interest and principal payments on 
$50 million in bonds that Cook 


Minimum Wage Sought 


A minimum wage law to cover 
all workers in Minnesota has been 
recommended by the State Indus- 
trial Commission in a report to the 
governor and the Legislature. 

* 


Vehicle Tax Eyed 


In an informal poll, Charlotte 
County (Va.) supervisors indi- 
cated that they may impose a $5 
license tax on automobiles and 
trucks in the county. It was 
estimated that the tax would 
yield about $20,000 a year. 


N. Y. Committee 
Urges Probe of 


‘Horsepower Race’ 


ALBANY. — The Police Advisory 
Board of the New York State Divi- 
sion of Public Safety has asked the 
Legislature to investigate what it 
called the “horsepower race” and 
the auto industry’s use of advertis- 
ing to promote sales “on the basis 
of increased power and speed.” 

The board asked that the study 
attempt to determine the effect of 
these things on the accident rate. 

Michael M. Prendergast, State 
safety director, said, “It is hoped 
that such a study would determine 
any remedial legislation which 
might be necessary to curb the 
horsepower race and/or the use of 
advertising which encourages 4 
speed-minded public.” 

He said the board also recom- 
mended legislation to allow police 
to use radar and other electronic 
timers to catch speeders, and 
adopted a resolution asking the 
State Education Department to 
study the possible use of television 
classes in police training. 

Another resolution recommended 
that police and civic groups refrain 
from “condoning or sponsoring” 
drag strips for hot-rod racing. The 
public is better served, it said, by 
high-school driver-training pro- 
grams and other methods designed 
to promote safe-driving habits. 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


In the prosperous 14-county Greater Philadelphia market, people 
spend $1,252,000,000 for cars and accessories each year. You 
can reach them in the home where the decisions to buy are made. 
Use the advertising columns of Philadelphia’s home newspaper— 
The Evening and Sunday Bulletin. And now your sales message 
can have the added impact of R. O. P. spot and full COLOR— 


evening and Sunday—seven days a week! 


The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. 
The Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets New York, 


342 Madison Ave. * Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 


In Philadelphia nearly everybody reads The Bulletin 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Hydropneumatic Spring 
Step Toward ‘Ideal’ 


HE ultimate in passenger-car 
suspension has been described 
as a system that automatically var- 
ies the spring rate and damping 
rate to suit road conditions. This 
was the opinion expressed last week 


$86,371 Grant Made 


UNIVERSITY PARK, Pa, — En- 
gineering Research and Develop- 
ment Laboratories, Fort Belvoir, 
Va, has given $86,371.60 to the 
Pennsylvania State University for 
research in engine low-temperature 
problems. 








at a meeting of the Society of Au- 
tomotive Engineers Detroit Section 
by Donald H. Iacovoni, research 
engineer, Ford Motor Co. 





Iacovoni said it is a step in the 
right direction. 

“With a low-frequency, critically 
damped system,” he declared, the 
hydropneumatic suspension “would 
provide a revolutionary ride by 
present-day standards—and, at the 
same time, pave the way for the 
ultimate in ride comfort: A hy- 
draulically operated, automatically 
controlled variable-rate system.” 

Although developments of the 
past several years attest to the 
industry’s intense interest in im- 
proving suspension system and 
progressing toward the ideal, the 
question of just what constitutes 
an “ideal suspension” still is a 
controversial subject. 

Judgment on this point continues 
to be subject to personal opinions, 


Because a large} with final resolution of the ques- 


mass is involved, 
Iacovoni sug- 
gested that a hy- 
draulic system 
would be applica- 
ble for the control 
source, Although 
he does not re- 
gard a hydropneu- 
matic suspension, 
in itself, as the 
“ultimate dream- 


D. H. Tacovoni car _ suspension,” 


tion complicated by “an inability 
to correlate human reactions or 
feelings to measured experimental 
data.” 
* * * 
JH] TOROSNEUMATIC systems, 
theoretically, offer some inher- 
ent advantages that may make pos- 
sible significant improvements in 
passenger-car suspension. 
Systems following the hydropneu- 
matic principle have aroused the 


turers, and several versions are 
known to be under development. 
The best-known production system 
of this type is that used on the 
French Citroen automobiles. 
Describing a typical hydropneu- 
matic spring, Iacovoni said that 
it consists of a piston and hy- 
draulic cylinder assembly con- 
nected to a pneumatic spring. The 
pneumatic spring contains an in- 
ert gas, separated from the oil by 

a rubber diaphragm. 

The oil, pressurized by load on 
the piston, serves as a medium for 
transferring pressure to the gas. 
All spring action results from com- 
pression or expansion of this gas. 

According to Iacovoni, one of the 
interesting features of this type of 
unit is its ability to incorporate a 
damping device within the unit, 
thus dispensing with the usual sep- 
arate shock absorber. 

Another attractive feature inher- 
ent in this type of suspension is the 
provision of a fixed, static ride 
height regardless of load. This fea- 
ture is provided by a displacement- 
sensitive hydraulic leveling valve. 

+ * = 
—— suspension experts 
disagree on some aspects of the 
“ride” question, it is generally rec- 











interest of American car manufac-| ognized that lower frequencies de- 


Van Bodies 


offer custom-built flexibility... 
at mass production prices 


Lightweight aluminum truck body. 


SELL THESE UNISTEEL FEATURES 
IN STEEL OR ALUMINUM VAN BODIES! 


os Sas ‘ 


it ner ee oe 8 


insulated body 


Coll your Unisteel distributor 
for full information. Or, 
write direct to Unisteel Body 
Company, Galion, Ohio. 


@ Offered in 9 to 22 ft. lengths, 
83 or 90 in. wide and 72 or 78 in. 


high at eaves (66, 


insulated bodies 


84 or 90 in. 


eave height at extra cost) 
@ Choice of sill, wheelhouse and 


@ Over 500 body combinations—all 
built from stock sections and parts 


@ Full selection of side and rear door, 
tailgate and accessory options 


@ Factory mounted or shipped 
knocked down—easily assembled 


@ Long life—all roof and side panels 
sprayed with insulator and sound 
deadener—all metal parts fully primed 


@ High strength, weight saving 
“ring-of-steel” construction for 
durability and maximum payloads 


@ Mass produced— prompt delivery 


UNISTEEL BODY COMPANY : Gaiion, onio 


ral purpose 





DIVISON OF HERCULES GALION PRODUCTS. INC. 


crease body disturbance and provide 
a more comfortable ride. 

However, when low frequencies or 
lower spring rates are used, some 
form of ride-leveling is neces 
to compensate for the large change 
of deflection under various stati¢ 
load conditions. 

Iacovoni said the hydropneumatie 
spring fulfills these requirements, 
Low rates and low frequencies, he 
said, “are easily attained with 4 
relatively small gas volume.” 

He cautioned, however, that, 
since the hydropneumatic spring 
is well-suited to low frequencies 
in the range of 25 cycles per min- 
ute, it becomes necessary to de- 
termine the actual feasibility of 
such a low-frequency suspension. 
This means that damping be- 
comes “a very important and vital 
factor.” 

Without damping, a very low fre. 
quency car will not maintain a4 
stable body position under dynamic 
conditions. Iacovoni remarked that 
the body would be displaced from 
its equilibrium position by very 
small forces. Susceptibility to dis- 
placement would cause excessive 
rolling and pitching of a very low 
frequency—which has a tendency to 
induce a form of motion-sickness 
in many persons. 

* * * 


._ floating sensation can be 
controlled through the proper 
use of damping, Iacovoni said. In 
his opinion, “critical damping” is 
needed to damp a low-frequency 
car properly. 

He defined critical damping as 
that value of damping which al- 
lows no oscillation when when 
the mass is displaced from equi- 
librium and released. The mass 
merely “creeps back to its equi- 
librium position.” 

Next, Iacovoni used basic mathe- 
matical relationships to explain how 

|critical damping can be attained 
| without the stiff and unpleasant 
ride characteristics commonly 
found in a highly damped car. 
| He also identified the two basic 
theoretical methods by which a 
| present-day car could be critically 
damped and recommended that, in 
practice, the best approach would 
be to decrease the value of critical 
damping reducing spring rate. 

Included in the analysis of hydro- 
| pneumatic suspension characteris- 
tics was a discussion of two prob- 
ilems to be overcome by develop- 
|ment programs. One of the most 
|important problems is attaining a 
satisfactory seal between the piston 
|and cylinder to avoid leakage and, 
|at the same time, keep friction at 
a minimum. 

Another is the still-unanswered 
question regarding dependability 
of this complex suspension sys- 
tem throughout years of service. 

Concluding his remarks, Iacovoni 
called the hydropneumatic system 

| “ideally suited for a low-frequency, 
critically damped suspension.” He 
noted that ride-leveling is accom- 
| plished easily, and that the system 
|lends itself to use of a central hy- 
|draulic arrangement from which 
| other accessories could be powered. 
> * > 
Styling Swings Chariot 
Ever-Lower to Ground 
jos of us who object to the 

way utilitarian qualities of 4 
car are being sacrificed for the sake 

of overdone styling effects have 
suspected that the much-admired 
“low silhouet” 





at ground clearance. 

A survey of AMA specifications 
for model years 1955, 1956 and 1957 
confirms this suspicion. Ten makes 
have less ground clearance this 
year than they had on 1956 models. 

The list of “lower cars” in- 
cludes Chevrolet, Pontiac, Olds- 
mobile, Plymouth, DeSoto, Chrys- 
ler, Imperial, Ford, Mercury and 
Lincoln. 

Dodge upped ground clearance 
from a low of five inches in 1956 to 
5.3 inches in 1957. However, in ’57, 
Plymouth — at 5.2 inches — is the 
only car with less ground clearance 
than Dodge. Next come DeSoto 
and Chrysler at 5.4 inches. 

For all makes of cars, figures 
used as the basis in this analysis 
were taken from official informa- 
tion on specifications. To evaluate 
fully the effects of production vari- 
ations on ground clearance, it might 
be interesting to see some data ob- 
tained by actual measurements of 
several hundred cars chosen at ran- 
dom in parking lots and as they 
stand at the curb. 
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Commercial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Truekin’ 


TR ee ee eT 


--- by Jack Weed 





peg guys out here on the west 
coast—I am writing this from 
my room in the del Coronado Hotel 
looking out on the blue Pacific 
while attending the 16th annual 
convention of the Truck Trailer 
Manufacturers Assn. — certainly 
must get some of their civic educa- 
tion in Texas. Everything is bigger, 
better and sunnier. 

For instance, Neil J. Curry, a 
native-born Californian and chair- 
man of the executive committee of 
the ATA, who gave the welcoming 
address to the biggest assemblage 
this TTMA group has ever had at 
a convention, started off with: 

“I'm glad that so many of you 
who build the trailers for our ‘on 
rubber’ transportation decided to 
meet here in the center of the 
truck business, where we have 
one truck for every 11 persons 
compared with one truck for 
every 21 persons as you have 
back east.” 

He brought a message that was 
designed to rock any one in the 
truck or trailer industry out of any 


Truck Dealer 
‘By Choice’ Cites 


Franchise Value 


JPACTORIES are realizing the 

folly of trying to build a good 
reputation with truck buyers 
through dealers who merely 
“peddle” their truck products, Mil- 
lar White (GMC), Oklahoma City, 
last week told the NADA conven- 
tion’s Truck Day. 

He said that, unless these so- 
called “captive” dealers get their 
truck house in order, the day may 





come when some manufacturer | 


will free them from the truck 
franchise. 

White, president, General Truck 
Co. said that the combination car- 
truck factories are giving allout 
support to dealerships that have 
demonstrated a willingness to sell 
= service truck products profita- 

ly. 

“It is reasonable to speculate that 
these factories might conclude it 
would be in the best interest of all 
concerned if only such kind of 
dealers handled their truck prod- 
ucts,” White said. 

> = * 
S°. HE advised the dealers to 
“wake up and make your move” 


before factory sales people get fully 
(Continued on Page 26, Col, 1) 


complacency they may have about 
current conditions in the industry. 
He said the rails have gathered to- 
gether the biggest budget they have 
ever had to fight not only trucks and 
buses but the airlines and eventually 
the privately-owned passenger car. 


Curry spoke especially about the 
Weeks Report, which he and many 
of the members of this association 
feel may get Presidential aid in 
being presented to Congress again 
in this session. 

* 


All Rail Men 


_ too few people know that 
this report was written, not at 
the request of any governmental 
body but actually was started 
nearly a year and a half before 
President Eisenhower was first 
elected. It was instigated, as I un- 
derstand it, by a group of 17 rail- 
road presidents who went to Wash- 
ington looking for relief from what 
they claimed to be constantly rising 
costs of operation that was then 
menacing the ability of the rail- 
roads to make money. 

I understand that five men wrote 


* * 


Drop in °56 Sparks 
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Sales Push Is Launched 


fgg year 1957 will be a “sell” 
year if the emphasis being 
placed by makers of trucks in the 
under-10,000-pound GVW classifica- 
tions on training and energizing 
retail salesmen carries through for 
any length of time. 


Last year’s sales figures—when | 


compared to a five-year average— 
seem to indicate that nothing 
was done to replace the farmers 
who dropped out of the light- 
truck market. 

Neither do the figures indicate 
that dealers who once held an 
area-average sale of light trucks— 
but stopped “sloughing” them off 
at little or no profit — have tried 


to maintain a sales average on 4a) 


profitable basis. 

If the industry is to come back 
to registration of a million vehicles 
in 1957, considerable work will have 
to be done in boosting sales efforts 
of dealer salesmen on light vehi- 
cles, providing of course farmers 
continue to stay out of the market 
for one reason or another. 

+ * * 
ALES trends for the 1956 11- 
month period over the 1956 10- 


| 


month period analyzed in AUTOMO-| 
Tive News a month ago show a con-| 


on retail selling of trucks, especi- 
ally in the under-10,000-lbs GVW 
sizes, it is hoped that registra- 
tions not only will come back to 
what they should be but that 
dealer profits will increase 
accordingly. 
| Profit will depend to a great ex- 
tent on how much time and effort 
| the dealer himself puts in the truck 
| end of his business, 

All sales managers and field men 


|agree that retail truck salesmen, | 


and all auto salesmen who try to 
make truck sales, must be given 
considerable training, not only 
where to look for sales, but how to 
sell, 
* * * 

NE of the biggest mistakes 

made by the average passenger 
car salesman in approaching a sale 


of a light truck, or any truck, is| 
not to take enough interest in the! 
prospect’s requirements even to be}! ~ 
able to talk the prospect’s language. | Shop”. 

And when neither salesman nor} 
dealer knows enough about the) 


other fellow’s business to under- 
stand what he is interested in haul- 
ing or how to tell him in language 
he understands, it is hard for either 
dealer or salesman to convince the 
prospect that their selection of 


the report, and that all of them tinued loss from 1955, although/truck and equipment is the right 
were railroad men or had railroad | some slight improvement has been | one for the job. 


connections, 

In the comparatively recent 
trend to take government out of 
business and to let business go 

| along with a minimum of govern- 

ment controls, the report was 

brought to light under the label 

| of the Weeks Report. 

| While the report was supposed to 
| be the concensus of thinking of the 
| President’s committee composed of 
| secretaries Wilson, Benson and 
Weeks, my informant feels certain 
| that neither Wilson nor Benson has 
ever seen it, to say nothing of read- 
ing it. 


i 


|made in certain areas and sizes. 
For instance for the nation, sales | 
of light pickup and panel sizes| 
showed a gain slightly less than} 
|5,000 units. The gain during 
| November, however for all under 
114,000 Ibs. GVW, was less than 8,- 
000 which, when compared with 
nearly a half million sales, isn’t a 
drop in the well-known bucket. 
But with emphasis being placed 





Top Trucks 


New-truck registrations for 11 
months, plus 19 states for De- 





It is claimed that the report, as 
|now being bandied about Washing- 
ton, is a watered down version of 
the original report written by these 
| five men. 

= 7 = 


Stifle Competition 


iw THIS is true, and my inform- 
| ant claims it is true, then the 
| entire automotive industry would 
| have had the jitters if some one 
|along the way had not caused the 
rewrite. 

| The report, as I understand it, 
|indicates that the “poor rails” are 
|in such a deplorable condition that 
the only way in which they can get 
back on a profitable operating basis 
is to throw off the stabilizing regu- 

(Continued on Page 24, Col, 1) 


cember: 


1956 Pos. Make 1955 Pos. 
1—285,032 Chev. 303,057— 1 
2—250,090 Ford 274,176— 2 
3—102,555 Int'l 
4— 77,695 GMC 
5— 54,151 Dodge 62,400— 5 
6— 21,631 Willys 25,128— 6 
7— 14,427 White 13,489— 7 | 
8— 12,363 Mack 10,197— 9 | 
9— 8,268 Stude. 10,246— 8 | 

10— 3,831 Dia, T 3,511—10 | 
1l— 2,839 Reo 2,896—11 
12— 837 Brockway  1,038—12 
11,178 Mise. 7 
Total All Makes 
844,897 886,209 


Further details on Page 46. 





Retail milk men who deal in 


nique that educators for years have 
used to get lasting impressions, 
Knowledge of product is needed 
by a truck salesman before he 
ean discuss a new truck intelli- 
gently with a prospective buyer. 
So the Dodge idea revolves 
around a “quiz” of 125 questions. 
A flap hides answers so that a 
salesman can test himself for one 
of 90 contests in which he will 
compete for merchandise prizes. 
Five prizes are being offered in 
each of the 18 national regions. To 
help the salesmen further prepare 
for the quiz contest, the salesmen 
are encouraged to study the Dodge 
truck sales manual and are pro- 


| vided with a slide rule device that 


| provides 


information on the fea- 


|tures offered in the 1957 line. A 


| 


plastic pocket piece also lists in- 
formation on the line. 

Ford is trying out the “work- 
Thoroughly trained and ex- 
perienced truck men have been 
taught how to teach others. These 
men now are in the field holding 
two-weeks programs of truck in- 
doctrination of part study and part 
work that not only takes in knowl- 
edge of product and how to sell it 
but also how to drive each type of 
vehicle so graduates will know how 
to put on good demonstrations. 

ad * . 


| 

| OR the present, the program is 
being confined to selected 
dealers. As it progresses, it is ex- 


points aren’t interested in how 
many tons a truck will haul, 


| neither is a dump truck operator 
| who thinks in yards nor a lum- 
| berman who thinks in board feet. 
| To be convincing to each, the 
salesman should talk his particu- 
| lar language. 

| All companies who build light- 
|model trucks are now in the field 
| with training programs for truck 
salesmen, endeavoring to get them 
|to know not only the product but 
| how to approach and interest pros- 
| pects. 

Truck factories know that part 


of the reason for the registration) 


loss last year is that far too few 
dealers and salesmen realize that 


94,840— 3 | truck buyers must be dug out of| 
77,351— 4 | obscurity. They just do not walk|to reach the 1955 and 1956 figures, 


|in and say they are in the market. 
| * * * 


had a truck salesman training 
| program continuously in operation 
|for a number of years. This year 
| they have five films that hit hard 
| on vocational aspects of truck sell- 
| ing. 

| Dodge has come up with a cute 
|gimmick that seems to have con- 
siderable merit. It is a modern 
| version of the old spelling bee tech- 


How to Make Profit on Trucks--M Caffrey 


eicHtT years ago at the San 

Francisco NADA convention a 
truck clinic was held that crammed 
the room with highly interested 
dealers who then were just begin- 
ning to experience some of the 
Woes of a filled pipeline as far as 
truck sales were concerned. 

From that date until last year’s 
convention in Washington, trucks 
received scant attention in the 
annual meetings, although more 
than one-half of the franchised 
dealer members had truck selling 
as one of their major problems. 

Just prior to the Washington 
Meeting, a new truck committee 
was formed with dedicated truck 
men as members. They both loved 

business and knew how to 
make money selling trucks. 


They whipped together a truck 


program that, while it was not, 
given the position on the program 
that many felt it deserved, did hold 
every dealer that attended the ses- 
sion until the last speaker was 
through. 

This year, the committee put 
together another good basic truck 
program and it commanded a good 
spot in the convention program, 

*” x om 


OHN L, McCaffrey, board chair- 
man of International Harvester, 
addressing NADA for the first time, 
told the dealers many truths about 
the truck business which many of 


them knew in an off hand way oui 


had not practiced in their own busi- 
ness. 

One of the things he told them 
was: “There is ample room for a 


give it away 
by carelessness, 
wild trading or 
sloppy business 
methods.” 

He said there 
was nothing mys- 
terious about the 
business of mak- 
ing a profit. “It 
takes only two 
things,” he said. 
These he listed as: 

1, Enough volume to have a 
reasonable chance for a satisfac- 
tory return, 

2. Controlled expenses to “keep 
a few pennies” from each dollar of 
volume. 





J. L. MeCaffrey 


* 8 * 


cCAFFREY commented that he 





profit in the truck business — 


believed he was the only head 


if a dealer doesn’t | 


| (*HEVROLET, for instance, has| 


| 


| 





(Continued on Page 25, Col. 3) 


Output Cutback 


Seen for Trailers 
‘Tight Money’ Cited 
At TTMA Meeting 


By Jack Weed 
Truck Editor 
ORONADO, Calif. — “Tight 
money” will determine produc- 
tion of the truck-trailer industry 
in 1957, but output is not expected 


according to George R. Davis, an 
official of the U. S. Department of 
Commerce. 

Davis, speaking at the 16th an- 
nual convention of the truck- 
Trailer Manufacturers Assn. here, 
hinted strongly that output may 
not reach the 70,000-plus total of 
1956, 

“The first six months of 1957,” 
he said, “indicate continued good 
overall production and sales. 
“Tight money” enters the picture 
through effect on expansion pro- 
grams of industry, Davis‘ said. 

* * * 


A. KEARNEY, sales vice- 
* president, Brown Trailers, 
Inc., was chosen president of the 


of the four largest motor companies | group for the coming year. He suc- 


who ever made his living, over a| ceeds C, L. Schneider, executive 
period of years, by calling on| vice-president for fleet sales, Frue- 


dealers or by selling. 

“In our company, sales work 
means dealer relationships,” he 
said. McCaffrey told the dealers 
that he estimated the amount of 
time he had spent with dealers 
would run “hardly less than 20,000 
hours, and it may well be closer 
to 30,000.” And it was time well 
spent, he said. 

McCaffrey told the dealers that 
International has had continuing 
sales contracts for dealers for 17 
years. “We don’t pat ourselves 

(Continued on Page 22, Col. 1) 


TRUCK NEW PRODUCTS 


Page 36 





hauf Trailer Co. 

Vice-presidents are: North- 
eastern, Harry Eyler, sales vice- 
president, Trailmobile, Inc.; 
southeastern, George Mercer III, 
vice-president, Great Dane 
Trailers; northwestern, P, M. 
Heinmiller, vice-president, Utility 
Trailer Mfg. Co., and, south- 
western, C. W. Alexander, sales 
manager, Lufkin Foundry & Ma- 
chine Co, 

Treasurer is Ralph Veenema, 
president, Veenema & Wiegers, Inc. 
M. B. Terry, president, American 
Brakeblok division, American 
Brake Shoe Co., is president for as- 
sociates and L, DuPont Yager, De- 
troit regional general manager, 

(Continued on Page 38, Col, 1) 


a alta 

























































ee ea ae tesa 





































ee a ee ee ee carrer tee er 
‘ € 


> 


7 ee eet 




























22 


McCaffrey at NADA... 








How to Profit on Trucks 


(Continued from Page 21) 
on the back for that,” he said. 
“It’s old stuff after 17 years.” 

McCaffrey said that International 
does not think that the contract is 
the most important element of its 
relationship with dealers. 

“The most important part of any 
contract,” he said, “is the attitudes 
of the men behind it.” McCaffrey 
said he holds the view that the 
dealer is a partner in a venture 
which should not only benefit—but 
must benefit both parties, 


* * * 


HE more than 4,000 Inter- 

national Truck dealers are one 
of the most valuable assets my 
company has,” he said, “We realize 
that they have to be nourished if 
they are to grow.” 

McCaffrey said a dealer needs 
four things. 

“In the first place, he wants a 
good product. And that word 
“good” means that the product line 
must be complete so that he can 


serve all potential customers in his| happens that a manufacturer who| making a profit,” he said. 









area and not just some of them. It 
means that the product must be 
well designed and carefully built, 
so that it will perform well for the 
customer and will keep on perform- 
ing,” he said. 

“It means that the product 
must be backed up with the right 
kind of service parts supply and 
the right kind of service aids, to 
keep it running. It means that 
the product must be styled com- 
petively and priced competively 
— quality considered — so that 
the dealer has a fair chance to 
sell it in his market.” 

The second thing the dealer 
needs and wants, McCaffrey said is 
a territory that gives him room 
to breathe in. “We don’t have 
closed territories, and I don’t think 
many manufacturers do, because 
we don’t want to limit an aggres- 
sive dealer in his efforts to do busi- 
ness,” he said, 

Nevertheless, even without 
closed territories, it sometimes 


© Wynn Oil Company 1956 





Continuous national advertising keeps your customers 
pre-sold! The February 16 issue of SATURDAY 
EVENING POST carries another great Auto-Medic ad 
featuring Wynn’s Friction Proofing for Upper Cylinder. 
Circulation figures show that it will be read by nearly 
SIXTEEN MILLION people. 


Throughout the entire year, Auto-Medic will appear in 
the nation’s top consumer magazines. He will prescribe 
Friction Proofing* products to the readers of the 
SATURDAY EVENING POST, LOOK and POPULAR 
MECHANICS. This campaign will reach a total audi- 
ence of over 272,800,000 readers — and each reader will 
be told to ask their service station attendant, new car 
dealer and garageman to add Wynn’s Friction Proofing 


Products to their car! 


Be sure you have plenty on hand. Stock, display, and 
sell the finest . . . Wynn’s Friction Proofing . . . the can 
with the red and black bull’s eye. 


Friction Precting ts Wynn's trademark for its exclusive metal conditioner which reduces friction between 


wis 
+ gating 


is hungry for volume puts too many 
dealers within a general area and 
thereby limits the potential for all 
of them,” he said. ; 
* * + 

HIS is not a one-sided question. 

Both dealer and manufacturer 
have legitimate interests that must 
be considered. The manufacturer 
wants all the sales he can get, The 
dealer wants as large a potential 
market as he can get it. 

“It is always possible to arrive at 
an answer that is fair and reason- 
able for both, but you can’t get that 
answer by legislation or by formula. 
It has to be worked out in large 
part through experience.” 

In McCaffrey’s view this is one 
of the places where a manu- 
facturer shows pretty clearly 
whether he is really interested in 
the welfare of his dealers. 

“And this also has a large bear- 
ing on the third thing a dealer 
wants and needs, which is help in 

“Your 


BULL’S EYE: 


TT 
Oak 
FRICTION 
PROOFING 

> ¢ 
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You can make more profit... 
When you sell the can with the 
red and black bull’s eye... 


WYNN’S FRICTION PROOFING 


... AND that’s fact... not friction 
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Follow Auto-Medic’s prescription for healthy cars and 
recommend all three—Wynn’s Friction Proofing for 
Engine with each oil change or every 1000 miles, Wynn’s 
Friction Proofing for Transmission every 5000 miles and 
Wynn’s Friction Proofing for Upper Cylinder with each 


tankful of gas. 


Be sure to ask your Wynn salesman for the new Upper 


Cylinder dispenser rack. 


Also available in Canada and everywhere in the free world. 


eZ ‘ lashes % ‘we 


} and sealing the surfaces. Manufactured by Wynn Oil Company, 1151 West Fifth Street, Azusa, California, U.S.A. 






Built for Towing Trailers— 


The 60-foot overall length in effect in most states regarding house trailers and the 
vehicle which tows them is met by this short C-100 Dodge pickup designed specially 
for that purpose. The truck features a 204-horsepower V-8 engine, four-speed trans- 
mission, dual rear wheels, rear axle from the C-300, a special large-capacity radia- 
tor and other components which permit the truck to pull a 45-foot house trailer. The 
short box hauls spare tires, tools and other equipment. 





| 
manufacturer can help you if you| profit, if you don’t give it away by 
let him, carelessness, by wild trading or by 

“Most important of all, he gives| sloppy business methods that let 
you room for a profit. Between the | the profit leak right out of your 
dealer’s net price and the suggested | business,” he said. 
list — in every line that I know | + * * 
about — there is ample room for a} ‘T SAID before that I was not go- 

ing to talk about the passenger 
|ear part of your business, and I’m 
not. Some of the things I have seen 
done in recent years in that busi- 
ness looked crazy to me, but I’m 
no expert on passenger cars so I 
wouldn’t know. 

“But I will tell you that some of 
the things I have seen done in the 
truck business were silly,” he said. 

The first thing McCaffrey noted 

is that many dealers who handle 
both passenger cars and trucks 
seem downright bored by the 
truck part of the business. In- 
stead of looking on it as a fine 
| potential profit maker, he said 
| they seem to feel that they have 
to take a few of the “darn things” 
just to keep the manufacturer 
happy. 
| “They aren’t interested in trucks, 
so they don’t bother to learn any- 
|thing about trucks or about their 
use. Naturally they don’t sell them 
intelligently. In fact, they often 
don't sell them at all — they just 
sort of give them away, like a one- 
cent sale in a drugstore or dish 
night at the Bijou Theater,” he 
said. 

“Can you imagine any sensible 
| man selling a $5,000 motor truck 
| and taking a trading profit of only 
| $100 or $150 because he is so eager 
| to get rid of it? And yet it happens, 
| Usually, that $100 or $150 won't 
|}even return the dealer his A and 
|H costs on the unit,” said McCaf- 
| frey. 







* ” x 


H® SAID it seemed a strange 
thing to him that— particularly 
in the big cities -— the same man 
|}at the same time can be an estab- 
| lished, well-set-up operator in the 
| passenger car part of his business 
but a curbstone dealer of the worst 
type in his truck business, He said 
it doesn’t have to be that way. A 
man can be good at both. Many 
International truck dealers also 
handle somebody’s passenger car 
line, he said. 

“There is a profit to be made and 
a good one, in the motor truck bus- 
iness and you don’t have to be a 
superman to do it. You just have 
to be interested in trucks and in- 
formed about trucks, so that you 
can perform a service to the cus- 
tomer by selling him the unit that 
will do his job most economically,” 
said McCaffrey. 

“Motor trucks have to be sold. 
Unlike passenger cars, nobody 
ever buys a truck because his 
wife saw such a pretty blue one 
parked by the grocery. Nobody 
ever buys a truck because the 
Smiths up the street just got a 
new 1957 truck. A truck is a bus- 
iness tool. It is bought because 
it can earn a profit and perform 
a service for the owner, and for 
no other reason on earth,” he 
said. 

However, McCaffrey pointed out 
that a truck customer will seldom 
hunt a salesman up. He isn’t a 
walk-in on the sales room floor. 

“You have to go hunting for him. 
In that respect the truck business 
hasn’t changed at all, in the more 

than 40 years I’ve been in it,” he 
said. 

“The good new days of today are 
a lot like the good old days, A good 
truck salesman can still be found 
(Continued on Page 23, Col, 1) 
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At NADA Convention... 


McCaffrey Tells How 
To Profit on Trucks 


(Continued from Page 22) 


at work in the early morning or 
jlate Saturday night, or almost any 
other time on the clock,” said Mc- 
Caffrey. goth 


“ST’S WORK, sure. But it is also 

fun. Most important, from your 
standpoint, it is profitable. Are you 
getting your share of the truck 
profits? Are you getting the profit 
you ought to have? If not, why 


not? Where's the leak? What are| 


you doing to plug it?” he asked. 

“So the third thing a dealer 
wants and needs is a profit, and 
help in making a profit,” said Mc- 
Caffrey. 

There is one more thing, in his 
opinion, that a dealer needs and 
wants and is entitled to: He 
wants to be given credit for hav- 
ing some sense. 

“In my company,” he said, “we 
make help available for a dealer 
who wants it. We make special 
training of many kinds available 
for dealers and for the employes 
of a dealer’s business. But we don’t 
try to cram every dealer into 
the same rigid framework or to 
make them conduct every part of 
their businesses in exactly the way 
that we would do it. 

“International Harvester is a 
very old business, you know. We 
and our predecessor companies 
have been in business now for more 
than 125 years, which is a long time 
for an American company. During 
every one of those years we have 
had to sell our goods through local 
merchants. Back in the last century 
they were called local agents. For 
many years now they have been 
independent dealers,” he said. 

7 * > 

HERE have been good times 

and bad. There have been 
times when we had to pull our 
dealers through and there have 
been times when our dealers and 
our sales organization pulled this 
company out of very deep trouble,” 
said McCaffrey, 

The company has had dealers 
whose capital was relatively small. 
And, he said, it has. had — and still 
does — dealers whose capital runs 
into the millions. 

“We have seen dealers start small 
and grow big — to their benefit 
and to ours. We have had — thank 
God — hundreds and thousands of 
dealers who considered themselves 
just as much a part of Harvester 
Company as anybody on the Chi- 
cago office payroll,” he said. 

“In our years in business, our 
company has made a good many 
mistakes, and I have been per- 
sonally responsible for my share 
of them. But there is one kind 


Diamond T Shows 
New Mixer Model 


CHICAGO. — Diamond T Motor 

Car Co. has developed a new model 
for cement mixer use with a front- 
end power takeoff. Designated 
Model 730, it has a six-cylinder 
valve-in-head engine rated at 174 
horsepower. The power takeoff is 
rated at 50 horsepower. 
_ Piston displacement of the engine 
is 451 cubic inches, and maximum 
torque is 388 pounds-foot at 1,600 
r.p.m. It utilizes a Clark 291V five- 
Speed transmission. 

Either Timken or - Eaton - Hen- 
drickson tandems may be selected. 
Tandems available have rated ca- 
Pacities of 34,000 and 36,000 pounds 
and GVW rating of 40,000 and 43,000 
Pounds. 





Chevrolet Dealers Elect 


Flohr in Philadelphia 


PHILADELPHIA, — R. T. Flohr 
has been elected president to lead 
the Chevrolet Dealers’ Assn. of 
Philadelphia through the coming 
year. 

Other officers are W. J. Degnan, 
vice-president; L. T. Brown, sec- 
retary, and G. W. Scheetz, treas- 
urer. Directors are A. F. Spaeth, 
J. A. Lafore jr., J. L. Doan, B. L. 
Bryner, F. C. Jacobs and E, A. 
Chariott. 





of mistake we have never made 
and I don’t think we ever will 
make. We have never thought 
we knew it all — and we have 
never thought, and we don’t think 
now, that we are bigger than our 
dealers,” he said. 

McCaffrey said his firm is not in- 
terested in dominating and control- 
ling dealers and it doesn’t expect 
its dealers to make any attempt to 
dominate and control the company. 

“The thing in which we are in- 
terested, and vitally interested, is 
the building of a genuine working 
partnership between the company 
and the dealer, each doing the job 
he is best qualified to do, each 
trusting and respecting the other, 
so that both of us may have a 
better business today and a better 





al 


The Old and The New— 


Forty-six years make a big difference—and that difference was the theme of the 
Ohio State Fair display of Perfection Steel Body Co., Galion, O. The IHC high-wheeler 
in the foreground is a half-ton-rated Auto-Wagon powered by a 20-horsepower, two- 
cycle engine. It stands beside a new six-wheel Internaticnal tractor-truck, model VF- 
200, mounting a 24-foot, 13 cubic-yard capacity Perfection rear dump semi-trailer with 


future tomorrow,” said McCaffrey. | telescopic hoist. 


The PERFECTION 
STEEL BODY Co. 


GALION, OHIO 








IH to Construct 
$5 Million Farm 
Research Building 


CHICAGO, — International Har- 
vester Co. is moving ahead with 
plans for the construction of a $5 
million Farm Equipment Research 
and Engineering Center near Hins- 
dale, Ill. 

The contract for construction of 
the 450,000-foot building, which will 
be International Harvester’s largest 
research facility, will be awarded 
next spring or summer, with com- 
pletion scheduled for the summer 
of 1959. 


The project was made possible 
by a change in the zoning ordi- 
nances of DuPage County, permit- 
ting the erection of research lab- 
oratories on land zoned for farm 
usage. 

The entire research and engi- 
neering organization of the com- 
pany’s farm tractor division will be 
housed in the new building, as well 
as a substantial portion of its farm 
implement research and engineer- 
ing groups. 


"insure a steady lift 
and even feeding 
to our elevator.” 


Perfection Hoists help sand hauler 
O. C. Warner, Lodi, Ohio, to keep 
his customers satisfied. Says his cus- 
tomer, Mr. Don Whitwright, V.P. of 
Best Ready Mix, Inc., “Perfection 
puts the lift where it will do the most 
good. It insures a steady lift and 
even feeding to our elevator.” To 
this, Mr. Warner adds, “We use Per- 
pection Hoists because of their dur- 
ability under heavy hauling.” Write 
for free technical advice on your 
application. 


OF PERFECTION HYDRAULIC HOISTS 
Company. 
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Truckin’ . . by Jack Weed 


(Continued from Page 21) 


lations set up under law by the 
ICC. 

As I get the picture, the rails 
want to return to an era of un- 
bridled competition and the abil- 
ity to set their own rates, not only 
regardless of competition, but 
also regardless of whether they 
could make money operating un- 
der those rates or could even 
operate without a loss. In this 
way, they hope to stifle all “for- | 
hire” truck and bus competition. | 

There seems to be no question in | 
any one’s mind at this meeting that | 
if this Weeks Report is taken seri- | 
ously by the Administration—and it 
is claimed the President made ref- 
erence to it in his address to Con- 
gress—it could result in an entire 
realignment of our land transpor-| 
tation systems and not for the bet-| 
terment of the automobile and 
truck industry. 

The type of thinking embodied in 
this report seems to have many im- 
plications. It indicates that the) 
rails would like to push the “for- 
hire” truck and bus lines out of 
business by a disastrous rate war. 
Such a war could easily make it 
uneconomical for many private 
firms to own and operate their own 
trucks. If successful, it could even- 
tually result in other measures be- 
ing taken that might even tend to 
hamper severely the use of passen- 
ger cars on trips that entailed going 
across state borders. 

* aa * 


Harder Fight Needed 


EIL CURRY said in his talk 

that watered-down versions of 
the already watered-down report 
are already being readied for intro- 
duction into state legislative ses- 
sions and that he had run into this 
very thing in Utah just the week 
before he spoke down here. 

While this report was kept out of 
Congress in the last session by the 
valiant efforts of ATA and other 
interested groups and while many 
think that it will be killed again 
before it gets to Congress in this 
session, all those acquainted with 
the activities.on Capitol Hill believe 
it will take even a bigger effort and 
harder fight to do it. 

These same dedicated men also 
see a reaction that could be just 
about as bad, even if the bill is 
buried again, and this is in get- 
ting the ICC to amend its regu- 
lations to permit the same thing 
to happen as asked for in the 
report, They point out that nine 
of the current 11 men on the ICC 
are all Eisenhower appointees 
and this nation could witness an- 

other shuffle similar to that which 
occurred in the Supreme Court 
during the Roosevelt administra- 
tion. 

While I have been living for the 
past few days with men who have 
more to lose if the government al- 
lowed this report to influence the 


Tough Competition 
Seen in ’57 for 


Trucking Industry 


ALBUQUERQUE, N. M. — The! 
trucking industry faces one of the! 
toughest competitive situations in 
its history in 1957, according to 
Neil J, Curry, executive commit- 
tee chairman of the American) 
Trucking Assns. 

Speaking at the convention of | 
the New Mexico Motor Carriers’ | 
Assn. here, Curry declared that the! 
truckers could claim a victory in| 
1956 over the railroads’ “attempts | 
to hamstring the trucking indus- 
try.” 

Members of the association ap-| 
proved a resolution backing present 
trucking legislation and calling it| 
“fair, equitable and in the best! 
interests” of the state. 

The resolution also supported the | 
“truck size and weight” law which | 
is expected to be an issue at this | 
year’s legislative assembly. 

Elected by the group were M, H. 
Romney, president; E. H. Reynolds, 
vice-president of the Amarillo area; 
Gurney Peoples, vice-president of 
the Fort Worth area; Robert H. 
Cutler, vice-president of the EI | 
Paso area; C. W. Burkett, vice-| 
president-at-large, and Arthur) 
Stern, treasurer. | 


standing of the ICC or the protec- 
tion of all of our transportation 
systems regardless of whether they 
are by rail, by highway, air or the 
waterways, I still can’t see such a 
great deal of difference between the 
situation as it confronts the trailer 
builders, most of whom are labeled 
as “small business,” than that which 
might confront the car and truck 
dealers who sell the power to pull 
the trailers. 

If small business is gobbled by 


The New Slim line 
SERIES 
Approved 
Class A-Type 1 
for any and 

all installations 


CYCLOSTAT 


— 


major builders, with the greatest 
number of retail outlets, now rep- 
resent the sizes of trucks that are 
used by the operators at whom 
most of the legislative barbs are 


| big business in a move, such as| groceries from the packers to the} 
|seems to be contemplated in this| wholesalers and from the ware-| 
| Weeks Report, then I can see a ter-| houses to the retailers in the small 
|rific shrinking in the number of| towns and cities, we could well see 
prospects for the purchase of trucks | an additional loss of truck buyers. 

that the dealer sells. | I have always felt that the car| aimed. 
+ * # and truck dealers of this country| It would take so little to do go 

, should interest themselves in the! much. 
8 a ae | attacks that are aimed at the en-| And right now seems a good time 
y** a lead-pipe cinch that, if the| tire trucking fraternity, privately| for the legislative committees of 
rails should get into the truck; owned as well as “for-hire.” The! the various state bodies to get their 
hauling business in a big way, they| dealers not only have shown that| feet wet in this rail-versus-automo- 
will not buy their power through they have great legislative strength, | tive-industry squabble that certainly 
dealers, It’s also a foregone con-| Ut there is no question but that| hasn’t diminished much during the 
clusion that if the rails should make | {PCY a el past decade or more. Maybe if the 
it unprofitable to truck farm prod-| ;, the aia cubemnaiind faduaiey a everywhere joined the fight, 
uce and livestock to market, to haul | - |the rails would realize that they 
feed and supplies, the farm market | And this is especially true now |had better put their money and 
igi : that dealers, handling only two | effort into improving their own 
for trucks will shrink alarmingly.| lines of vehicles, are limited to | service rather than fighting auto- 
If it becomes unprofitable to haul| the “small” truck sizes, All of the | motive competition. 
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Available in—‘“ST” series 
with double contact brass 
sockets, double filament 
bulbs and two wire leads 
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Class A, Type 1 turn sig- 
nal, stop and tail lamps 
—or signal and tail lamp. 
Also for stop and tail - - = 
temps. No. 38 double face, die 
cast chrome or baked cast chrome or baked 
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= |Farmers Drop Out of Light Market... 
Factories Push Sales Training 


(Continued from Page 21) 

pected that at least one man from 
every dealership will attend the 
course. The course even extends 
into fitting prospect to truck and 
fitting used truck to prospect, 

GMC’s program this year empha- 
sizes greater contact with more 


International Fleet Placed in Service— 


_ 


Ten International model DC-405-L tractors with sleeper cabs have been placed in ing up prospects, especially for 
service by Willolita Transports, Inc., St. Louis, truck leasing operation. The diesel- | lighter models. 
powered units are equipped with 175-horsepower Cummins JT-6-B engines. 
tractors replaced a fleet of gasoline-powered six-wheel units. 


The In addition, through service 





1957 SIGFLARE SYSTEM 


| prospects and employs direct mail, | 


: j 
telephone and other means of pick-| egition of the White-Autocar Cost 


Record Book has been issued by 
| White Motor Co. It 
|from company headquarters in 
training clubs, improvements in | Cleveland. 


line for ’57! 


the new line are being empha- 
sized and the current monthly 
training film featured light duty 
models. 


International, which has had one 


of the most consistent truck sales- 


Cost Record Book 
CLEVELAND.—The 35th annual 


is available 


Always creating — never imitating 
DIRECTIONAL SIGNALS ¢ SWITCHES « FLASHERS 
SIGNAL-STAT CORPORATION 
523-539 Kent Ave., Brooklyn 11, N. Y. 


No. 28 double face No. 27 single face No. 26 flange flush type 


No. 26D flange recessed 
lens 


man training programs down 
through the years, is putting special 
emphasis right now on the value 
of making more calls to develop 
more sales and prospects. Zone 
truck men aid dealers at the target 
level. 

Studebaker and Willys also are 
doing what they can to improve 
truck selling by dealers. Willys, of 
course, has a new model which 
helps center more attention on 
its line. However, having what 
amounts to specialized lines, Wil- 
lys isn’t confronted with the dealer 
and salesman indifference to trucks 
that most light truck makers face, 


Reo Introduces 
Three New Bus 
Chassis Models 


LANSING. — Reo Motors an- 
nounces the first of several new 
truck and bus models to be intro- 
duced during 1957, 

Launched last week were three 
models in a forward-control transit 
type bus chassis ranging from 24,- 
000 to 29,000 GVW. These new bus 
chassis will be available in a selec- 
tion of wheelbases from 185 to 235 
inches and will provide a range of 
features not found in previous 
models. 

These include an 80 inch width 
track front axle, rated at 9,000 to 
11,000 pounds; 60 inch progressive 
type springs, both front and rear; 
and full depth frame for the entire 
length of the chassis, 

Reo will offer a choice of eight 
engines, ranging from a 140 horse- 
power six cylinder to a 235 horse- 
power V-8. These will include gaso- 
line, L. P. gas and diesel fuel types. 
Gasoline engines will be the Reo 
Gold Comet 140, 170, 207 and 235 
horsepower. L.P. gas engines will 
be the Gold Comet 142, 160 and 220 
horsepower. The diesel engine will 
- the Cummins JT-6-B, 175 horse- 





power. 

Frame height of the chassis is 
unusually low, permitting easier 
entrance for small children and 
making these models particularly 
| suited to school bus use, it is said. 

Production is under way on these 
models and specification sheets and 
further information are available 
from Reo Motors, Inc., Lansing, 
| Michigan. 


15-F oot Trailer 
Hooked to Semi 


DENVER. — A new concept in 
combined pickup, delivery and line 
haul trailer operation has been de- 
veloped by Ringsby Truck Lines, 
Inc., to facilitate freight shipment 
via its Rocket Schedule. 

The main feature of the new 
unit is a 15-foot trailer—known as 
the rocket booster—that is hooked 
behind a regular semi-trailer for 
line service. 

The rocket booster is also 
equipped with a fifth wheel attach- 
ment, making it possible to use 
the trailer for city pickup and de- 
livery operations with standard 
tractors. 





Vermont Buys 12 Trucks 


MONTPELIER, Vt. — The State 
Highway Board has authorized pur- 
chase of 12 trucks, including pick- 
ups, dumptrucks and front-end 
loaders. All contracts went to 
dealers who met specifications and 
submitted the lowest bids. 


N. M. Governor Urges 
Cut in Weight Limits 


SANTA FE, N, M.—A reduc- 
tion in truck weight limits was 
recommended by Gov, Woodrow 
Wilson Mechem in his message to 
the Legislature. 

“We should reduce our truck 
loading limits to 18,000 pounds 
for a single axle and 32,000 
pounds for a tandem axle,” he 
said, “to help prevent road dam- 
age, produce uniformity and meet 
the levels suggested by Congress 
and the Western Assn. of High- 
way Officials and engineers.” 
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Dealer “By Choice’ Speaks : es 


Value of Truck Franchise Cited 


(Continued from Page 21) 


aroused about the value of a truck | 
franchise. 

“Take the steps,” White said, “to 
make yourself an outstanding and 
successful truck dealer in your 
market. Begin today to put the 
truck end of your business in 
order. 

“Let your factory know you are 
running both your car and truck 
departments with equal energy, 
sales effort, parts and service 
facilities and profits for your 
good, for the factory’s good and 
for the good of the industry,” 
said White. 

He told the dealers at the Truck 
Day meeting that in 12 years he 
and his partner, Paul Welhener, 
have increased net worth more 

than 15 times and have taken the 
original investment out of the bus- 
iness more than 30 times over. 

White said that when they 
started they had a GMC franchise 
and a net worth “hardly big enough 
to pay for two Cadillacs today.” 

+ > * 


HIS was done in the 12 years 

“without any silver spoons, gei- 
ger counters, money marriages or 
special luck factors.” 

White said it was accomplished 
because he and his partner believed 
in the truck business and liked it. 

“We worked at it then as we 
do now because we know of no 
better automotive money-making 
opportunity in the country than 
a franchise to operate in the 
healthiest, wealthiest and fastest 
growing industry in the U. S.,” 
said White. | 

He said that in 1956 truck dealers | 
by choice reported net operating | 
ratios three times better than the} 


NADA national car-dealer aver- 


ages. | 
White said it was hard for him| 
to understand why dualled car- 
truck dealers “throw away their 
truck-profit opportunities.” 
2m > > | 





H® ADDED that they even throw | 
away some of their car profit, 
to boot. 

“I say this advisedly, but until | 
somebody finds a way to eliminate| 
a cost factor called ‘overhead’ then 
the sales of truck inventories at, or 
near, invoice cost are really ‘loss’| 
liquidations being paid for out of 
ear profits,” White said. 

He said the truck business is} 
growing and is now the largest em- | 
ployer of labor, next to agriculture, 

More to the point, he said, at 
a car-dealer convention was the 
fact that it was growing faster 
than the passenger car business. 

“You can all remember when the 
ratio of cars to trucks on the road 
was eight to one, then dropped to 
five to one and now a four to one 
ratio doesn’t seem far away,” said 
White. 

He noted that there were almost 
seven million vehicles built in 1956 | 
and about 1,103,000, or 18 percent, | 
were trucks. However, he said, the| 
dollar volume paid to truck dealers | 


was about $5 billion, or 30 percent. 
. * . 


ET,” he said, “50 percent of the 

trucks delivered to customers 
were sold by captive dealers at in- 
voice net cost.” 

White told the dealers that P. O. 
Peterson, of Mack, has predicted 
that the 10 million trucks on the 
road now will be doubled by 1975 
and that this figure was confirmed 
by Robert F. Black, of White. 

“Even greater optimism about 
the future growth of our indus- 
try has been expressed by Philip 
J. Monaghan, GMC general man- 
ager,” he said. 

“He recently forecast that the 





USED CAR DEALERS 
We can supply you with 


CHEVROLETS 


FORDS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
oll cors clean 


As Near As Your Telephone 
EMKAY, INC. 


6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 46969 
Ask for Ben Geller 


| truck market in the next 20 years is 


going to be bigger and richer than 
anyone has dared hope — and that 
trends indicate a truck population 


|in 1975 of near 30 million,” White 


said. 
For 1957, White enumerated the 
various indications of truck growth 


| including a 10 percent increase in 
household goods moving, 10 percent 
increase in local cartage and at 


Maryland Plans 


Truck Seminar 


BALTIMORE, — A seminar on 
motor-truck transportation will be 
held Apr. 8-12 at the University of 
Maryland. 


The course will be the tenth 


yearly program for fleet super-| 
visors. Students will study accident- | 
reduction campaigns, insurance| 
techniques, highway safey and| 


public and industrial relations. 
A certificate of achievement will 
be awarded to graduates. 


least a 15 percent increase of mili- 
tary goods. 
* * * 
rPYRUCK leasers are looking for 
another big year, he said, as are 
truck-trailer manufacturers. 

“Now it only makes good sense 
| to supply this market at a satisfac- 
tcry profit to the selling dealer. 
Further, the parts and repair bus- 
iness on trucks currently in use is 
a tremendous item as compared to 
| passenger-car parts and repairs,” 
said White. 

He said that a dual car-truck 
| dealer, selling one-fourth the 
number of trucks as he does pas- 
senger cars, has a potential of 
three times the parts dollar 
volume and over ten times the 
repair order dollar volume in his 
truck repair shop as compared to 
his passenger-car repair order, 

“This growth of our business is 
sound and stable for the simple 
reason that trucks have come to be 
| a fundamental part of our national 
| (Continued on Page 27, Col. 1) 





4, 1957 
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Tractor With ‘Penthouse’ Sleeper— 


This White-Freightliner chassis, the WF4864DD dual-drive tractor with a Cummins 
NHHT diesel engine, is one of six basic models in the new Spacemaker series. The 
cab on the tractor is 48 inches deep and features a deluxe “penthouse” sleeper above 
the driver cab. The unit has a 188-inch wheelbase and is capable of carrying an 
8'%4-foot dromedary box and pulling a full 35-foot trailer for a total of 43% feet of 
loading space within 50 feet overall length. The series is available in a variety of 
wheelbase lengths. 


EXCHANGE “DEAD WEIGHT’ FOR AS MUCH AS 


380 Ibs. of 


SAVE UP TO 700 LBS. HERE! 
TDA Lightweight Tandem Driving Axles 














Wake Up,’ He Urges... 
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Of Truck Franchise 
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msconomy,” he said, “Trucks are not 
ght on whim. They are money- 
ing tools and the need for them 
constantly, steadily expanding.” 
White said trucks are bought to 
e money. He said that trucks 
inter-city service commonly pile 
p mileage at the rate of 100,000 


es a year. 
= * * 


Or four years and more, these 


trucks roll in the money- 


king interest of the original 


a 
Sener,” White said. “Think what 
Ethis big mileage put on by the 
Soriginal owner — and he is your 


customer — means in profit- 


“a@ble parts and service volume. 
"Think what this ‘means in freedom 
"from a used-vehicle trading prob- 
"Jem every year.” 


White said that his company’s 
parts and service: profits have 


SAVE UP TO 280 


absorbed from 95 to 122 percent of 
entire overhead. 

The used-truck trading ratio is 
usually less than one to one, he 
said, and dollar value inventory 
is relatively low. 

“These are not the only reasons 
why we like the truck business,” 
he said. 

White said trucks are “big-ticket” 
merchandise. Smallest models list 
for $2,000, over-the-road units at 
$12,000 and heavier off-the-road 
units range up to $20,000 or more. 

* = +. 


- A you don’t have to sell them 
one at a time. Our customers 

are growing bigger. They take 
several units at a time,” he said. 
White told the dealers that fleet 
accounts can be developed into reg- 
ular customers worth from $50,000 
to $100,000 sales volume a year. 


New Autocar Planetary Truck. 


This is Autocar’s new 15-ton planetary rear axle dump truck. Equipped with a 10- 
speed transmission and a planetary-gear rear axle, it is the first in a projected” series 
of off-highway giants. It comes equipped with a 10-cubic-yard scoop-end rock body, 
with a double-acting hydraulic hoist providing a 70-degree dumping angle. 





Truck know-how and good truck| department gets kicked around so 

service also pays off in better profit| often? 

margins, he said. “Every exclusive truck dealer and 
Why is it, he asked, then that 


CHOOSE THE PROVEN WEIGHT-SAVING 


COMBINATION OF 


NEW TDA® TANDEM DRIVING 


AND TRAILER AXLES! 


Used together, Timken-Detroit® lightweight tan- 
dem driving and trailer axles weigh almost % ton 
less than other axle combinations of the same ca- 
pacity. This means up to 980 extra pounds of bonus 
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TDA Axles are the choice of America’s leading 
truck manufacturers. For complete information, 
contact your original equipment dealer, vehicle 
dealer or branch today! 
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dealer by choice has been forced to} 
among car dealers the truck | give this question a lot of thought. | 
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And with good reason,” he said. 
For, said White, when a truck 
manufacturer pushes a franchise 
on a dealer who doesn’t want it, 
doesn’t know how to use it and 
doesn’t want to learn about it, the 
whole industry is hurt. 
* * 





* 


ou. lone captive dealer who 
distrusts his product,” said 
White, “or who doubts his ability 
to sell it at a profit can temporar- 
ily upset a local market just by 
publicly advertising his predica- 
ment,” 

He said such things forced him to 
conclude that there was nothing 
wrong with the truck business but 
the short-sightedness of the people 
in it. 

White said there are four dis- 
tinctions between a car and a 
| truck operation and any car- 
| minded dealer should know them 
| to make a success of truck opera- 
| tions. 
| First, a salesman must not be 
confused by being allowed to accept 
an order for trucks at dealer cost, 
but always being required to bring 
in a passenger-car order on a 
profitable basis. 


iz * * 


a, trucks require a larger 
” investment in tools, shop equip- 
ment and parts because a larger 
volume will be attained and it takes 
a bigger investment to handle it. 

Third, a commercial credit 
operation will be necessary. Cus- 
tomers will be business firms 
accustomed to doing business on 
open account, 

Fourth, sound credit policies 
must be followed and it is even 
more important that in the car 
business, said White. 

“It seems to me,” he said, “that 
attention to these four factors 
should not be a tough chore for 
any man who is sound and smart 
enough to become a successful car 
dealer.” 

Another speaker on the truck 
program last week was G. Herbert 
True, associate professor of mar- 
keting at Notre Dame's college of 
commerce. He discussed the “truck 
route to profit.” 





Trucking Firms 
Merge in West 


MENLO PARK, Calif. — A con- 
tract for purchase of Arizona Ex- 
press, Inc., by Consolidated Freight- 
ways, Inc., for $575,000 has been 
concluded. The transaction is sub- 
ject to approval by State and 
Federal regulatory commissions. 

Arizona Express operates within 
that state and between Los Angeles 
and Arizona points. Consolidated’s 
plans call for it to continue to oper- 
ate as a unit from headquarters in 
Tucson. 

In another merger action, Pacific 
| Motor Trucking Co., highway sub- 
| sidiary of the Southern Pacific Rail- 
|road, announced the purchase of 
| Pacific Freight Lines. Pacific Mo- 
|tor Trucking now owns some 5,000 
| vehicles, including the 1,500 ob- 
| tained from Pacific Freight. 


| Five Distributors Named 


For Triumph Sports Car 


Standard- Triumph Motor Co., 
Inc., New York, has announced 
five new distributors for the Tri- 
umph TRS sports car. The distrib- 
utors include: 

Genser-Forman, Inc., 2950 Hud- 
son Blwd., Jersey City, N. J.; Jar- 
rard Motors, Inc., 913-1018 W. 
Garden St., Pensacola, Fla.; For- 
eign & Sports Cars, Inc., 172 
Shrewsbury S8t., Worcester, Mass.; 
European Motors, Inc., 7079 Gra- 
tiot Ave. Detroit, Mich, and 
United Auto Sales, Inc., 2427 
Reedie Dr., Wheaton, Md. A sixth 
distributor is Cal Sales, Inc., 1957 
144th S8t., Gardena, Calif. 
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“Who'd be a 
dealer’s wife?’ 


**T would and I am! And here’s what it means. 


“My husband is up early and out of the house every day of 
the week. He sometimes sees customers on the weekends, 
so we're never sure of a ‘quiet Sunday dinner.’ Because 
he’s a good organizer and interested in our community, 
he’s concerned with Charity Drives, Boy Scouts, and the 
Civic Improvement Committee. Right now he is leading 
our local high school ‘Safe Driver Training Program,’ and 
he probably attends more luncheons and committee meet- 
ings than anyone else in town. 


“In short, he’s a very busy guy, and our life reflects it. But 
he’s never too busy to go to church with the children and 
me, though I do wish he’d stop trying to sell the pastor a 
new car. He has time for our children, too, although I have 
the feeling that when he tells them good-night stories, the 





fairy prince sounds suspiciously like a supersalesman. 


“And we manage to have a night out about as often as most 
couples. We have no problem with baby-sitters—they like 
Ca the ride home from our house in our new convertible. 


“Seriously, my husband’s enthusiastic about his work. He 

& loves it—and so do I. I even find myself doing a little 
3 selling at the garden club meetings. (So far, I’ve helped 
* to sell four wagons.) 


““‘Who’d be a car dealer’s wife? Me, of course—I like to 
think we’re helping to contribute to the community as a 
family. Frankly, I wouldn’t have our life any other way.” 


FORD MOTOR COMPANY 
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The Ford Family of Fine Cars 
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Highways and Safety... 




















ase thousand safety experts 
and accident prevention 
|workers from all over the nation 
will convene March 18-22 at New 
> | York’s 27th annual Safety Conven- 
tion and Exposition sponsored by 
ithe Greater New York Safety 
Council. 
They will discuss ways of 

reducing the annual accident toll 
| of 93,000 lives, a hundred times 
| that many disabling injuries and 
| 
| economic loss estimated at more 
| than $10 billion. 
| Supporting the accident-reduction 
leffort are 70 cooperating agencies, 
|including the Army, Navy, Atomic 
Energy Commission, Red Cross, 
branches of city and state govern- 
Adair Donates Training Car— |ments and business, civic and engi- 
neering organizations 

> = + 

a 1957 Chevrolet to J. J. Owen, principal, Shawsville High School, Shawsville, You | GIXTY-TWO separate sessions 
while Evans L. King, left, superintendent, Montgomery County (Va.) schools, looks on. | have been scheduled, covering 
The car will be used by the school in its driver-training program. ‘almost every phase of traffic, indus- 
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J. Adair jr., right, president, Adair Chevrolet Corp., Christiansburg, Va., presents 
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St. Paul distributor helps us provide,” says Joe 
Tobin, President of Hedlund Motor Sales 



































this way: loss of customer good will!” 


















































Wayne, Michigan « Richmond, California 
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a3 8,000 Experts Attack 
§ Nation’s Accident Toll 


trial, home, school and public 
safety. More than 200 addresses 
will be made and reports read by 
scientists, engineers, Federal offi- 
cials, law enforcement officers, edu- 
cators industrial, andinsurance 
executives and safety directors. 
New York City will officially 





"But Judge, the Saleman 
Told Him to Do It 


OSHKOSH, Wis. — Arrested 
while driving a car with Ohio 
license plates in Oshkosh, a mo- 
torist explained that a Toledo 
dealer had told him to take the 
car home and take his wife for a 
drive. 

Taking the salesman at his 
word, he drove to Oshkosh where 
his divorced wife lives, He later 
pleaded guilty to auto theft in 
Federal Court, Milwaukee. 





—says truck dealer Joe Tobin, Quincy, Massachusetts 


“A truck that’s fully equipped and ready to go tomer’s job needs, they come up with sound 
to work ... THAT’S what most of our cus- truck and equipment recommendations. This 
tomers want, and that’s what our Gar Wood- know-how pays off in customer good will.” 


Tobin is enthusiastic about his distributor’s 
service. “We've never been stuck for a 
Company in Quincy, Massachusetts. Tobin Gar Wood part . . . they've always got them in 
explains the services of his distributor, stock. And because Gar Wood is a quality 
Gar Wood - Boston Truck Equipment Company, product, we have few comebacks—never any 


“Gar Wood- Boston gives us valuable tech- You, too, can take advantage of this kind 
nical help. In the first place they’re familiar with of sales-making service just by calling your 
axle weight laws and other state requirements. GarWood- St.Paul distributor . . . headquarters 
But, perhaps more important, they really know in your area for the most advanced line of truck 
equipment application. After studying a cus- equipment on the market. Call him soon! 


GAR WOOD INDUSTRIES, INC. 


Plants in Wayne and Ypsilanti, Mich.; Findlay, Ohio; Mattoon, Il!.; Richmond, Calif. 








a, 


observe “Safety Week” over the 

convention period in welcome to 

the accident prevention workers 
and to emphasize individual] 
responsibility for safety. 

The Safety Council will hold, in 
conjunction with the convention, an 
exposition of latest developments in 
safety devices, protective equip. 
ment, demonstrations of psycho. 
physical tests and other aids to 
accident prevention. 

One hundred and fifty firms and 
associations will have displays. 

* * * 


\8,000 Safety Experts 
To Meet in New York 


Eight thousand safety experts and 
accident prevention workers will 
convene in New York for five days, 
starting March 18, in an effort to 
reduce the country’s annual acci- 
dent toll of 93,000 lives, 9.3 million 
disabling injuries and economic 
loss estimated at more than $10 
billion. 

The occasion will be New York's 
27th annual Safety Convention and 
Exposition, sponsored by the 
Greater New York Safety Council. 
Supporting the accident reduction 
effort are 70 cooperating agencies, 
among them the Army, Navy, 
Atomic Energy Commission, Red 
Cross, branches of city and state 
governments and business, civic 
and engineering organizations. 

+ . * 


Autos Flood California 


Automobile influx into California 
rolled to its second consecutive an- 
nual record in 1956, the Automobile 
Club of southern California has re- 
ported. Some 1,867,782 out-of-state 
cars, with 4,978,367 passengers, en- 
tered the state in 1956, compared 
to 1,762,681 cars, with 4,742,595 pas- 
sengers, in 1955. 





Inflation Spiral 
To Continue, 


Economist Warns 


BOSTON.—Those who have been 
feeling the pinch of inflation should 
brace themselves, the worst is most 
likely yet to come, according to 
John K. Galbraith, an economist 
writing in the February Atlantic 
Monthly. 

The monetary policy, familiarly 
known as the “credit squeeze,” ac- 
cording to Galbraith, encourages 
the large and the strong at the ex- 
pense of the small and the weak. 

He is inclined to doubt that the 
present “tight-money” policy will 
stop inflation. 

“The policy of tight money has 
been applied with increasing sever- 
ity for many months,” Galbraith 
wrote. “And the inflation has 
marched right along with the pol- 
icy. Prices are still rising.” 

He sums up inflation control as 
the ultimate test of the power of 
the general interest against the 
special interest. “For the moment, 
at least, the position of the special 
interest could scarcely be stronger,” 
he wrote. “It has managed to ban 
all the weapons by which inflation 
might successfully be attacked 
(such as direct controls).” 


Replacement Sales 


At Peak for AC 


FLINT. — Record high peace- 
time employment of 18,700. a new 
peak in replacement sales and 
sharp gains in military business 
were reported by AC Spark Plug 
division of General Motors. 

Joseph A, Anderson, general man- 
ager predicted that 1957 would be 
“another excellent year” for the 
division, with gains forecast in both 
commercial and defense sales. He 
said several “important new prod- 
ucts with large sales potential” are 
under development. 

Anderson said AC’s replacement 
sales in 1956 were 10 percent ahead 
of those for the previous high year 
of 1955. These lines include spark 
plugs, oil filters, fuel pumps and 
other accessories, Total AC divi- 
sional sales for 1956 were virtually 
the same as in 1955—“in fact, with- 
in about $100 of each other” — 
Anderson added. 

Mortemore Appointed 

TOLEDO.—Dick Mortemore, To- 
ledo race driver and truck special- 
ist, has been appointed truck sales 
manager of Johnson Ford Sales, 
Inc. He has been in the truck and 
equipment sales field 11 years. 
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Court D 


By Leo T. Parker 
Attorney at Law 

ptt persons realize that a U. S. 

patent is void if previously a 
similar invention was described in 
any newspaper or 
magazine, or 
patented in any 
country in the 
whole world, 

For illustration, 
in Robertz v. Gen- 
eral Motors Corp., 





228 Fed Rep. (2d) 
~~ 94, it was shown 

‘ that an inventor 

i A named Robertz 

/ obtained a patent, 

L. T. Parker No. 1,911,600, cov- 
ering a transparent automobile 


In subsequent litigation, Robertz 
asserted that the concept of mak- 
ing a transparent automobile hood 
came to him through observing a 
parked Plymouth car which 
attracted a number of observers 
because of the fact that its hood 
was provided with transparent win- 
dows for the purpose of making 
visible the engine underneath the 
hood. 

He noticed, however, that 
people who tried to see the engine 
through the small openings in the | 
hood gave up in digust because 
they could not actually see the 
engine. His thought was that it 
would be much simpler if the 
whole hood were made of trans- 
parent celluloid, 

The higher Federal court held his 
patent to be void because a prior 
German patent issued to Rumpler, 
No, 379,379, disclosed an automobile 
hood of such transparent material 
that the engine could be viewed. 

The court said: “The claimed in- 
vention of Robertz merely dupli- 
cated in transparent plastic the 
hood which was in use in 1932.” 
= + = 


Paint Spray Damage 


Lawsuits Affecting Dealers .. . 





a eerLy a higher court held 
that the operator of paint 
spraying equipment is liable where 
paint mist settles upon nearby au- 
tomobiles. Moreover, owners of 
several damaged automobiles may 
combine and file a single suit 
against the negligent operator of 
the paint spray equipment. 

For illustration, in F. M. Cooper 

v. Zimmerman Paint Co., 291 Pac. 

(2d) 657, the testimony showed 
facts, as follows: A company took 
a contract from a city to paint 
a water tower. When doing the 
spray painting job, 138 automo- 
biles were damaged by paint mist 
which settled upon them, 

The higher court indicated that 
the company fully is liable in dam- 
ages to the owners of the damaged 
automobiles. 

* = * 


What’s in a Name? 


MODERN higher courts consist- 
ently hold that a new com- 
pany is liable in damages if it 
adopts a tradename similar to the 
tradename of a competitor in the 
Same area. A few weeks ago the 





higher court held that an infringer 
of a trade or business name can 
avoid future infringement liability 
by discontinuing use of the infring- 
ing tradename. 

For illustration, in Western Auto 
Supply Co. v. Jack Banner, 288 S. 
W. (2d) 402, it was shown that a 
corporation has for many years 
conducted its business under the 
name of Western Auto Supply Co., 
and under the trade names of West- 
ern Auto Stores and Western Auto 
Associated Stores. 

In 1953 a company opened a 
store and began selling automo- 
bile supplies and accessories un- 
der the name of “Western Tire 
Auto Stores.” After considerable 

controversy the “Western Tire 
Auto Stores” changed its name. 
In subsequent litigation, the 
higher court held that the company 
thus avoided damage liability. The 
court said: “We find nothing in 
the instant record compelling us to 
hold that the alleged infringement 
fan not discontinued in good 


Mechanic Comes First 


GENERALLY speaking, a 
mechanic or serviceman who 
Performs repair work on a mort- 


ecisions 


gaged automobile has a lien sec- 
ondary to the holder of the mort- 
gage. 

However, a few weeks ago a 
higher court held that a service- 
man has a first lien if a clause 
in the chattel mortgage provides 
that the mortgagor will keep the 
automobile in good repair. 

For example, in Maulhardt 
Equipment Co, v. Coggins 288 Pac. 
(2d) 1073, it was shown that an 
automobile dealer made a contract 
with a purchaser of an automo- 
bile by the terms of which the 


latter gave the dealer a mort-| 


gage to secure payment of the bal- 
ance due. In this mortgage there 
was a clause by which the pur- 
chaser agreed to do all that was 
necessary to keep the mortgaged 
automobile in good state of repair. 
Later the purchaser took the au- 
tomobile toe a garage for extensive 
repairs. 

In subsequent litigation the 
higher court held that the garage 
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owner had a lien, superior to the 
mortgage, to secure payment of his 
repair bill of several hundred dol- 
lars. 


The court said: “The stipulation 
contained in the chattel mortgage, 
‘mortgagor agrees ... to keep the 
said mortgaged property in as good 
condition and repair as it now is, 
ordinary wear and tear excepted 
..., Places appellee (purchaser) 
squarely within the exception con- 
tained in the statute. 


“The term impliedly consti- 
tuted the conditional purchaser, 
the agent of appellants (automo- 
bile dealer) and clothed him with 
authority to do all that was 
necessary to keep the automobile 
in a good state of repair. It is 
the same as if the work and 
repair had been done at the | 
instance of appellant (dealer).” | 
For comparison, see Personal Fi- 
|nance Co. v. Flecknoe, 216 Ind. 330 
and Grusin v. Motor Car Co., 187 
N. E. 383. Here a mortgage con- 
tained a clause which provided that 
the mortgagor or buyer shall keep 
the automobile in good repair at 
his own expense. A good mechanic 
subsequently made repairs on the 














“I hired a basketball team to 
accentuate the low-slung look of 
our ’57 models—” 








31 


tion very similar to the mortgagee 
who has actual knowledge of the 
repairs being made and makes no 
objection thereto, The mortgagee 
should not be heard to say that the 


-l| lien of his mortgage is superior to 


the lien of the mechanic.” 
+” * a 


Maryland Court Defines 
‘Compensable’ Injuries 

ANNAPOLIS, Md. — Maryland’s 
State Court of Appeals has ruled 
that all injuries suffered in the 
course of employment are not com- 
pensable under the State work- 
men’s compensation act. 

It said workers may collect dam- 
ages only for accidental injuries 
and that the recovery will not be 
allowed when the position of the 
workman when injured “was a nor- 
mal incident of the work.” ‘ 

The decision affirmed a Howard 
county circuit court judgment that 
a worker was not entitled to com- 





the mechanic’s lien was prior to ‘ tn 4 
pensation for a back injury he said 
the properly recorded mortgage,/he suffered while working as a 


pipefitter for the Washington (D. C.) 


“A mortgagee who accepts a mort-| suburban sanitary commission, 
jae containing such a clause and 
automobile covered by the mort-| permits the mortgagor to continue 
gage. This higher court held that|to use the automobile is in a posi-| motive NEWS every week? 



















THIS TAG SELLS BATTERIES... 
WITH A PROFIT / 


New plastic discovery assures batteries of 
faster starting power ...and faster sales. 


The tag that Tom Henderson is holding fits on the 


battery post easily and quickly. 

It identifies a battery that uses the sensational 
new plastic discovery—separators with plastic 
ribs that deliver greater cranking speed even 


in winter. 


Tom Henderson, the famous cartoonist, 
is illustrating a series of Saturday Evening 
Post ads for new U. S. Sentinel Battery 
Separators that are sure to attract the 
attention of millions. Tell your suppliers 
to stock you with batteries that carry 
the U. S. Sentinel tag. 
exactly what car owners and truck 
operators will be looking for. United 
States Rubber, Rockefeller Center, 


New York 20, N. Y. 





Electrical Wire & Cable Department 


.. because that’s 





NEW PLASTIC RIBS GIVE 


GREAT MECHANICAL STRENGTH 












C5 United States Rubber 
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News to Note... 


Truck News in Brief 





MINNEAPOLIS. — A Minnesota; for $78,591 in Illinois license-plate 
tax revision program recommended | fees. The suits seek $39,865 from 
by Gov. Orville Freeman’s tax study! Freer Motor Transport Co, and 
committee included a proposal for} $38,726 from Emil Dust, The suits 
increased highway use taxes for all 
trucks except lightweight and local | Chicago. 
farm trucks. Pa noer ae 
Firm Buys 8 Trucks 


FREDONIA, Ariz.—Kaibab Lum- 
ber Co. of Fredonia has placed 
leight new Kenworth heavy-duty 
A A itrucks in service, according to 
Coldmobile Picks McKenna |Lewis T. Gerlach, general sales 
| BALTIMORE. — The Coldmobile | Manager of Kenworth. 

division of Union Asbestos & * 5 
Rubber Co. has appointed Carrol s : ~ 
McKenna here as distributor of its White Aids Safety 
| truck refrigeration units for Mary-| CLEVELAND. 
land and Washington, McKenna Business a manual of safe prac- 
|operates McKenna Transport} tices for truck operators, has been 
| Equipment Co. published by White Motor Co. 

>= 


* * + * * 


Legislative consideration of| 
a weight-distance tax for trucks) 
also was suggested by the com- 


mittee. 
* + * 








International Hauls Giant Tank— 


A 50,000-galion jet fuel tank makes up a king-size cargo for International model — ° | , ° 
CO-195-powered rig of Wood-Hopkins, Inc., contracting company of Jacksonville, Fla. Illinois Sues 2 Firms | Kentucky Tax Cards Still OK 
The giant tank, one, of the largest to be moved over the road, was transported from CHICAGO. — Secretary of State} FRANKFORT, Ky. — The Ken- 
Jacksonville to Miami. Tank is 77 feet long, 10% feet in diameter. Its capacity is| Charles F, Carpentier has sued two | tucky Motor Transportation De-| 
one-third larger than that of a standard railroad tank car. trucking firms licensed in Indiana| partment has ordered that weight- | 








ADD MILES 


to the life of your trucks! 


a By furnishing the right gear ratio for every operating 
condition, Eaton 2-Speed Axles permit engines to run 
in their most efficient and economical speed range. 


a 


The result is reduced stress and wear—longer life for 
engines and all power transmitting parts. Thousands 
of trouble-free, low-cost miles are added to vehicle 
life. In addition, operating and maintenance costs 
are held down. Trucks stay on the job, out of the 
repair shop—and are worth more on the trade-in. 
Eaton 2-Speed Axles pay for themselves over and 


EATON 


2-SPEED 












More than Two Million 


——__—_—_—_——. AXLE DIVISION | 
MANUFACTURING COMPANY | 


Eaton Axles in Trucks Today. 
CLEVELAND, OHIO ; 
| 


EATO 


@ PRODUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 
Motor Truck Axles * Permanent Mold Gray Iron Castings * Forgings * Heater-Defroster Units * Automotive Air Conditioning 
Fastening Devices * Cold Drawn Steel * Stampings * Gears * Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers | 








charge that both firms operate from | 


“Safety Is Our} 


|floor space and will 
|company’s present St. Paul branch 
| operation at 215 University. 


— 


tax-exemption cards issued tg 
truckers in 1956 are to be effective 
through Feb. 15, 1957, to allow time 
for the appeal of a court test in. 
volving the tax. 

* * * 


Truck Checks Increased 


| ALBANY, N. Y. — Tax Commis. 


sioner George M. Bragalini of New 
York has announced an intensifieg 
program of truck mileage tax en. 
forcement for 1957, including more 
on-the-road weighing of trucks, sur. 
prise roadblocks and a detailed 
audit of weight declarations made 
by truckers for registrations and 
truck mileage permits. 

* * + 


2 Carriers Fined $100 

OLYMPIA, Wash, — The Wash- 
ington Public Service Commission 
has announced $100 fines against 
Orville Kellmer Spokane for cper- 
ating without proper authority and 
against Automobile Transport, Inc, 
for operating without proper ident- 
ification cards and plates, 

* * a 


Mack Sells 11 Dumpers 


PLAINFIELD, N. J.—Mack 
Trucks, Inc., has annnounced the 
receipt of an order from the Ori- 
noco Mining Co. in Venezuela for 
11 new giant six-wheeled dumpers 
for carrying ore, 

+ 


* x 
IH Begins Construction 


Of New Minneapolis Outlet 


MINNEAPOLIS. — Construction 
has begun on a new International 
Harvester Co. truck sales and serv- 
ice branch building at W. Sycamore 
and Rice, according to E. P, O’Con- 
nor, district manager. 

The new brick and steel building 
will contain 15,106 square feet of 
replace the 


* * * 


New Terminal Cited 


CHICAGO. — Norwalk Truck 
Lines, Inc., and Gordon Transports, 
Inc., have received Terminal cita- 


| tion awards for excellence of their 
| recently completed terminal. The 
| awards, 
| Trucking Assns., were presented by 
|Thomas Coulter, 
| officer of the Chicago Assn. of Com- 
| merce. 


given by the American 


chief executive 


* . * 


Michigan Trucking Unit 


‘Elects New Officers 


LANSING.—Officers for 1957 have 


been elected by the safety and per- 
}sonnel division of the Michigan 


Trucking Assn. 

New chairman is Robert Oster- 
man, Detroit, who is director of 
safety and personnel for White Star 
Trucking, Inc., Lincoln Park, Vice- 
chairman is Jack Barense, Grand 
Rapids, director of transportation 
and safety, Associated Truck Lines, 
Grand Rapids. John W. Jacobson, 
Flint, is secretary-treasurer, He is 
director, accident control division, 
of F. J. Boutell Driveaway Co. 

- a = 


Lamb Purchased 


MENLO PARK, Calif.—Consoli- 
dated Freightways, Inc., has agreed 
to buy Lamb Transportation Co. 
for about $350,000 in stock. The 
transaction is subject to approval 
by State and Federal regulatory 


commissions. 
= ~ 


Buckingham Terminal 


SIDNEY, Mont. — Buckingham 
Transportation Co, Rapid City, 
S. D., has established a terminal 
here to give direct service from 
Minneapolis, Denver, Omaha, Cas- 
per, Wyo., Fargo and Minot, N. D., 
and intermediate points. 

7 + ~ 


Truck Chief in New Job 


PORTLAND, Ore. — George H. 
Flagg has resigned as manager of 
the Oregon Trucking Assn, to join 
the graduate school of business, 
Stanford University. He will make 
a special transportation study for 
the school. Robert Knipe, formerly 
assistant manager, has succeeded 
Flagg as head of the truck group. 


* 7 
British Columbia Firm 


Turns to Truck Logging 


VANCOUVER, B. C.—MacMillan 
& Bloedel, Ltd., one of the two rail- 
way logging operations in British 
Columbia, will change to truck log- 
ging by next September. 

The firm, which operates in the 
Franklin River area on Vancouver 
Island, said the change will cost 
about $1 million. 
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By Martin L. Whitmyer 

Staff Writer 
Newspapers, despite the popular- 
ity of television and the rebirth of 
radio, are at a record peak of pub- 
lic appreciation and loyalty, ac- 
cording to Ernest A, Jones, presi- 
dent, MacManus, John & Adams, 
Inc. 

Speaking before members of 
the Michigan Press Assn., Jones 
said the printed word appears to 
have a special authority lacking 
in other forms of communica- 
tion. ; 
“The fact that a newspaper is 

printed enhances all its social and 
moral functions for its audience, 
the researchers find,” Jones re- 
ported. “This accounts for the wide- 
spread reliance people place upon 
it. 

“This authority, the researchers 
say, is by no means confined to 
news or editorial columns. It 
spreads to all areas of the paper, 
the feature page, the sports and 
society pages and to the advertise- 
ments.” 

Television and radio, Jones be- 
lieves, should be given credit for 
stimulating and expanding the 
newspaper business through whet- 
ting the appetites of viewers and 
listeners for detailed information. 
“Every available measurement 
shows that appreciation of and loy- 
alty to the daily newspapers are at 
record highs,” he told the pub- 
lishers. 

“To my mind, and I believe the 
feeling is shared by many in the 
advertising business, television, 
radio and the newspapers com- 
plement each other,” he said. “As 
one advances all advance, I see 
no quarrel between them because 
the capacity of the public for en- 
tertainment and information ap- | 
parently is limitless and bounded 
only by the hours required for 
sleep.” 

By 1970, Jones estimates, the pop- 
ulation of the United States will 
exceed 200 million and present-day | 
college enrollment will have tripled. | 

“We are on the threshold of the | 
Golden Era of Communication,” he| 
said. “Never before will there have| 
been such a large and intellectually 
inquisitive audience. And never be- 
fore will the rewards for serving it | 
have been so great.” 

. = * 


Detroit Auto Show on TV 


A half-hour program from the) 
Detroit Automobile Show was pre-| 
sented by ABC Television Network 
on Jan, 27. 

Among the highlights of the show 
emanating from the Artillery Ar- 
mory was a parade of automobiles 
through the years, a special exhibi- 
tion on the first traffic light, allied 
industry exhibits and new Ameri- 
can and foreign models. 

The show, under the aegis of the 
Detroit Automobile Dealers Assn., 
covered the Armory’s 260,000 square 
feet. Fred Wolf and Leon McNew 
handled the commentary for the 
ABC-TV program. 


* * * 


ANA Meeting March 13-16 


The Assn. of National Advertisers’ 
spring meeting will be held at the) 
caencatend, Hot Springs, Va., March 
13-16, 

Robert J. Gunder, director of ad-| 
vertising & sales promotion at 
Hamilton Watch Co., is chairman | 
of the program committee. | 

* ” oJ 


Sealed Power Names Parkes 


Duane A. Parkes jr. has been 
hamed public relations director for} 
Sealed Power Corp., Muskegon, 
Mich. 

Parkes joined Sealed Power in 
June, 1956. Prior to starting with 
Sealed Power, Parkes was a district 
representative for a national fi- 
nance company. 

a 


* * 


Seiberling Gets Award 


Seiberling Rubber Co. is winner 
of an award for “advertising excel- 


Affecting Factories and Dealers .. . 


Auto Advertising 


|in which an underwater harpoonist, 





lence” presented by the Cleveland 
Advertising Club. 

Part of a program to promote 
Cleveland’s growth as a major ad- 
vertising center, the award honors 
the company’s national campaign 
to advertise its Sealed-Aire auto 
tire in 1956. 

The campaign featured a movie 











a knife thrower, and rifle and arch- | 
ery marksmen dramatized the| 
puncture-sealing qualities of the 
tire. Pictures and highlights from | 
the movie were featured in maga-| 
zine and newspaper ads, and radio| 
and television commercials. 
* * ie 


Kudner Ups Newman, Dean 

Paul E. Newman, vice-president | 
and executive director of the art) 
department, has been elected a di-| 
rector of Kudner Agency, Inc., and | 
Louis E. Dean, account executive | 
on General Motors, has been elected | 
vice-president. 

Newman joined Kudner in 1947; | 
Dean in 1941. 


> > * 


Special Edition in Atlanta 
The Atlanta Journal & Consti- | 
tution published a special 28-page 


automotive review section in con- | 
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junction with “open house” pro- 


motions by local automobile 
dealers. 
The special section included 


pictures of all makes of 1957 cars; 
features on styling, horsepower, 
local assembly plants, how to cut 
driving costs, the Atlanta Auto- 
mobile Dealers Assn. and speci- 
fications of all makes in a com- 
parative table. 
* + = 


C-E Opens Denver Office 
Campbell-Ewald Co. has opened 
an office in the Mile High Center 


in Denver. The office, which will 
handle Chevrolet advertising in that 


area, is headed by Richard H., Kat-| 


erndahl, who was transferred from 
San Francisco. 
* * > 


Record Year for Newspapers 
National advertising linage in 

newspapers established an alltime 

record in 1956, according to a joint 


announcement by the Bureau of} 


Advertising of the American News- 
paper Publishers Assn. and Media 
Records, Inc. 

According to linage measurements 
in the newspapers of 52 Media Rec- 
ords cities, a gain of 2 percent was 





Look 


truck package. 


He can come up with exactly the right com- 
bination—axle weights and load distribution, 
body capacity and overhang—to deliver the 


biggest possible legal payload in any area. 


Service like this giyes you genuine sales 
advantages. Fleet buyers want facts before 
they buy, all the facts, and you'll have them. 
You go in ready for action with a specific 
proposal that pinpoints the performance 


Tne HEIL co. 
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Auto Tape Recorder— 


Cousino, Inc., Toledo, has developed a 
new long-play, self-threading, continuous- 
tap cartridge which is said to provide more 
than an hour of recording time. 
its applications are recorder and play- 
back systems for automobile dashboards. 
The company previously introduced a half- 
hour cartridge. 





recorded over 1955, the previous 
high. 
Alltime peaks also were set by: 


general (all national advertising| General Electric Co. 


fo your 


promise faster delivery 


hoist units—now; (2) 


ers know and trust. 


Among | 


33 


other than automotive); retail; the 
department store segment of re- 
tail; classified and total (all linage 
categories combined). 

Although automotive showed a 
loss of 11 percent from the huge 
record figure of 1955, a gain of 8.6 
percent in general was sufficient to 
offset it and bring about the 2 per- 
cent increase in national. 

Retail linage also recorded a 2 
percent increase over 1955; depart- 
ment-store linage was up 0.6 per- 
cent; classified 2.9 percent, and 
total, 2.4 percent. 

* * * 


Chrysler Ups Pavone 

| Peter Pavone jr., formerly man- 
ager of special events for Chrysler 
| Corp.’s public relations department, 
| has been promoted to manager of 
institutional services. 

In his new position, Pavone will 
supervise the activities of the pub- 
lic relations department’s special 
| events, community relations and 
| educational services sections, 

Pavone joined Chrysler Corp.'s 

public relations department in 1952. 

| Prior to joining Chrysler, he was 
assistant director of public rela- 
| tions for the appliance division of 





HEIL distributor 


Count on the Heil distributor in your area for 
real help when you’re after fleet sales. Whether 
your prospect needs three dump trucks or 30, 
your Heil man can help you present a complete 


the fleet owner can expect from his trucks. 
And when you’ve made the sale, you can 


because your Heil dis- 


tributor can (1) supply stock Heil body and . 


provide fast, expert 


mounting service. What’s more, Heil is a 
manufacturer that contractors and fleet own- 


Let your Heil distributor help you go after 


their money. 


Factories: 


your next fleet sale with the facts and figures 
that will make your selling job easier and more 
effective. And most important, he can help 
you give your customers the most truck for 


MILWAUKEE 1, WISCONSIN 


Milwaukee, Wis., Lancaster, Pa., Hillside, N. J. 
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WASHINGTON, — The volume 
of intercity general freight trans- 
ported by truck during November, 
1956, was down 1.4 percent from the 
volume hauled during November, 
1955 and 10.2 percent from that 
hauled during October, 1956, accord- 
ing to the research department of 
the American Trucking Assns, 

Tonnages hauled during the first 
11 months of 1956, however, were 
up 3.6 percent over the same period 
of 1955. 

The data is based on the re- 
wee , search department’s regular sur- 

vey of Class I intercity common 
What, No Fringe on Top?— carriers of general freight. Unad- 

When Thomas L. Fenn jr., takes his family for a drive, it isn't always in one of the| justed monthly figures cover the 
new models from his showroom. Fenn, who owns Ryan Motors, Inc. (Chrysler), New-| operations of close to one-third 
buryport, Mass., has a fondness for antique autos, too, and this 1910 Chase is one of | Of all operators in this group. The 
three he owns. The ancient vehicle, a four-passenger surrey he obtained from the| 339 carriers included in the sur- 
original owner-builder, A. M. Chase, in 1953, has three cylinders, a top speed of 22| vey transported 4,261,364 tons of 
m.p.h He now values the car at $2,500. Fenn is shown with his wife and children, intercity general freight during 
Robert, 5; Thomas L. III, 7, and Carol, 9. November, 1956, compared with 


as , 
+ aie 




































Remember the Cyclops-eyed 
Garford, vintage 1913? Besides 
boasting the distinction of a sin- 
gle electric headlight, the Garford 
featured an electric starter, elec- 
tric horn, a 1-piece all-steel body, 
left-hand drive, a 3-speed trans- 
mission and a 60 H.P. long-stroke 
engine. Later, this car evolved 
into the Studebaker-Garford. 


But today it takes the 


CHROME OIL 


PISTON RINGS 
Preferred by more people than any other brand! 
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11-Month Tonnage Reported .. . 


. Truck Freight Rises 
3.2 Pet. During 1956 





4,322,937 tons in November, 1955, 
and 4,742,783 tons during Octo- 
ber, 1956, 

While November tonnages were 
down for the nation as a whole, 
only. three regions, the New 
England, Central and Northwestern 
showed declines from November, 


You Can’t Hardly 


Wreck Them No More 


BRANDON, Vt. — (UTPS) — 
When a 1956 luxury-class auto- 
mobile and a 1932 model collided 
here, the older vehicle received 
only a few scratches while the 
newer auto was extensively dam- 





The driver of the 1932 car was 
88-year-old Mrs. Julia E, Cook 
who had a 91-year-old man as a 
passenger. Both were shaken up, 
but otherwise unhurt, 








When Compression Ratios were 3 to 1 


---any good oil ring would do! 








PERFECT CIRCLE TYPE “98” 


RING 


to meet the exacting demands of 
modern high-compression engines 


Specifically designed for Universal application . . . 
today’s high-compression bottomless and conven- 
engines! tional grooves...all depths. 





Multiple tiny springs exert Provides maximum oil 
both side and radial drainage! 
pressure! 


Best for new engines... essential for worn engines 


PERFECT CIRCLE 


Perfect Circle Corporation, Hagerstown, Indiana * The Perfect Circle Co., Ltd., Don Mills, Ontario 
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1955. The remaining six geograpb- 
ical regions experienced gains for 
November, 1956, over 1955. Hizhegt 
gains were 85 percent in the 
Pacific Region, 5.4 percent in the 
Rocky Mountain and 2 percent in 
the Southwestern Region. 

During the first 11 months of 
1956, the 339 carriers transported 
47,111,570 tons of intercity genera] 
freight compared with 45,475,745 
tons during the comparable period 
of 1955, 

November tonnage figures by 
regions are as follows: New 
England, 25 carriers; 160,237 tong 
in 1956; 163,812 tons in 1955; down 
2.2 percent. Middle Atlantic, 66 car. 
riers; 616,999 tons in 1956; 611,33% 
tons in 1955; up 0.9 percent. Central 
115 carriers; 1,618,212 tons in 1956; 
1,702,857 tons in 1955; down 5 per. 
cent. 

Southern, 49 carriers; 664,465 
tons in 1956; 657,359 tons in 1955; 
up 1.1 percent. Northwestern, 19 
carriers; 367,871 tons in 1956; 
380,433 tons in 1955; down 33 
percent, Midwestern, 18 carriers; 
192,267 tons in 1956; 190,856 tons 
in 1955; up 0.7 percent. 

Southwestern, 18 carriers; 402,951 
tons in 1956; 395,135 tons in 1955; 
up 2 percent. Rocky Mountain, 10 
carriers; 51,745 tons in 1956; 49,112 
tons in 1955; up 5.4 percent. Pacific, 
19 carriers; 186,617 tons in 1956; 
172,039 tons in 1955; up 8.5 percent. 


In a preliminary report on its 
business in 1956, Aro Equipment 
Corp. has reported that each of its 
three divisions made substantial 
gains over 1955. 

The firm announced that the 
lubricating equipment division 
topped its 1955 record year, that the 
airtools division had its best sales 
year in history and that the air- 
craft division recorded considerable 
sales gains over the preceding year 
with a backlog of orders far in ex- 
cess of last year. 

Marquand J, Anderson, president, 
said the company will soon add 61,- 
000 square feet of new space, pro- 
vide new equipment and replace 
old equipment at its plant in Bryan, 
O. Construction will be completed 
by the end of the year. 


* * * 


Flintkote Sees 1956 Sales 
Hitting $107-Million Peak 


Flintkote Co.’s 1956 sales are ex- 
pected to be about $6 million over 
1955’s previous record high volume 
of $101 million, including sales of 
new subsidiaries and to sales of its 
British subsidiary, Industrial As- 
phalts Co., Ltd., according to P. C. 
Rowe, executive vice-president. 

Rowe said new acquisitions under 
the $20 million 1956 expansion and 
diversification program had con- 
tributed only partially to last year’s 
results and that new construction 
would not be reflected until late in 
1957 and early in 1958. 

> 


American Airlines Profit 


Tops $19 Million in 1956 


In an unaudited, preliminary re- 
port, American Airlines, Inc., said 
its 1956 earnings amounted to $19,- 
573,000, 

The figure included a profit of 
$1,549,000 from the sale of property. 
The company’s 1955 earnings were 
$18,609,000. 


* * * 


Fedders-Quigan 


Fedders-Quigan Corp. Buffalo, 
first fiscal quarter (ending Nov. 31, 
1956), 1957 vs. 1956: Profit, $188,191 
and (loss) $176,755; sales, $11,582.- 
391 and $5,883,774. 


Industry Health Congress 


To Meet in Los Angeles 


CHICAGO. — Safeguarding the 
worker’s health will be the con- 
cern of representatives of labor, 
management, medicine and govern- 
ment at the 17th annual Congress 
on Industrial Health Feb. 4-6. 

The congress Will meet in Los /| 
Angeles and mark the 20th anni- 
versary of its sponsor, the Ameri- 
can Medical Association’s council 
on industrial health. 


Ontario Trucks Reported 

OTTAWA. — The Canadian Gov- 
ernment has reported that 251,679 
trucks were registered in Ontario 
during the year ended last June. 
Of this number, 55,879 were farm 
trucks. 
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1512 million men and women“live by the book” 


...and the book is Better Homes and Gardens 





“The book” appeals to men and women individually 
through their family interests. Over 31% of the readers 
of an average issue reported they had recommended, 
mentioned or discussed one or more items from a BH&G 
article or ad with somebody in the household or a friend. 
A total of 10,700,000 discussions! The more they read, 
the more they talk, the more they buy! 15,500,000 people 
read an average issue. One third of the 123,800,000 people 
in the U.S. 10 years of age or older read one or more of 
every twelve issues. That’s 44,150,000 Better Homes and 
Gardens readers—and over 40% of them are men. 
Meredith Publishing Company, Des Moines 3, Iowa. 


4,250,000 COPIES EACH MONTH 


TUURLDON 


during the year... 


of America 


reads Better Homes & Gardens ! 


*A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 








UNDERCOATING UNIT — Offering a 
saving in time of approximately 15 per- 
cent, an Alemite Versatal underbody coat- 
ing unit, model SL-5-23, has been an- 
nounced by Alemite Division, Ste war t- 
Warner Corp., 1826 Diversey Pkwy., Chi- 
cago 14, Ill. Built around the 
underbody pump, the package is said to 
include all equipment necessary to get 


|for Delman Co, Other models and 
|replacement parts for all washers 
|also are available, Midwest General 
said. 





SIGNAL SWITCH — Grote Mfg. Co., 
Bellevue, Ky., has marketed its Class A 
hand cancelling signal switch, No. C-239- 
E. The four-lamp safety switch for turn 
signals and for emergency warning is said 


| to be monually-operated directional signal 


| switch which 


TURN SIGNAL — Two signal lights, KD 
766 and KD 766ST, designed for truck, 
trailer and bus signal service have been 


| announced by K-D Lamp Co., Cincinnati, 
Versatal | 


O. 


The lights mount flush and feature a} 


| four-inch Lucite lens that is recessed 5/16 


| of an inch for protection. 
into profitable underbody business or to | 


Moisture and 
vibration-proof, the lights have a diameter 


modernize present installations. Capable | o¢ 5% inches, on inside flionge depth of 
of handling a wide variety of materials); 11/16 inches, and a panel opening of 


for various applications, the double-action | 4% 


inches. KD 766 is a turn signal only 


pump with three-inch air motor delivers | with ember or red lens. KD 766ST can 


on both up and down strokes. 
ee 


CAB SHIELD—A tapered sideboard and 
load-carrying cab shield combination, 
said to improve load distribution and in- 
crease payload capacity within 
limits, has been announced by 
Alisteel Body Company, Galion, O. De- 
signed for use on Galion N and NF 
series dump bodies in conjunction with 
Galion Uni-scopic or Duo-scopic front 
mounted telescopic hoists, the sideboords 
and cab shield permit over-the-cab load- 
ing. Galion tapered sideboards are 
available in various heights and lengths 
to suit body size and loading conditions. 
Minimum height is 6 inches and maxi- 


mum height is 18 inches. 
. em 


APPLIANCE TRAILER This 
Gramm unit was built for Rentar Trucking, 
Inc., Maspeth, N. Y., to transport appli- 
ances from manufacturing plant to dealers 
and warehouses. Embodied 
are specially designed tracks and pallets, 
each pallet capable of carrying three un- 
crated refrigerators. Each Gramm trailer 
is capable of transporting up to 90 un- 


crated refrigerators, with the application | 
of two-level tiering, it is claimed. Gramm | 


Trailer Corp., Lima, O. 
“er he 


Midwest General Offers 
Dual-Control Washers 


legal | 
Galion | 


35-foot | 


in the unit | 


| function as a stop and rear light, or as a 
| combination 
light. it is said. 
| * 
| 
i 
i 
| 


turn signal, stop and rear 


DETACHABLE CRANE — The Watson 
Towmaster is a detachable crane that 
anchors to a tractor fifth wheel with one 
| adjustment, and features its own builtin 
self-hoisting mechanism. The unit is said 
to have a 10,000-pound capacity, plus 
safety factor. The manvally-operated 
|winch has a mechanical advantage of 
| 192:1, it is claimed. The unit weighs 450 
| pounds. H. S. Watson Co., 1316 Sixty- 


| Seventh St., Emeryville 8, Calif. 
- -— 





| Co., 


is fused for burn-out-proof 
operation. A slide switch for emergency 
flare flashes four turn signal lamps simul- 
taneously for disabled vehicle warning. 


The unit is available six and 12-volt sizes. 
+ * * 


| for 


VEHICULAR DESK — An adjustable, 8 


| by 12-inch aluminum vehicular desk, fea- 
| turing an one-inch deep basket welded to 
| the underside, 


been marketed by 
Product Development Corp., P. O. Box 
789, Norwalk, Conn. The unit has full 
90-degree up and down indexing from 
horizontal or writing position; a spring 
wire-mounted pencil holder that retains 


has 
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TRUCK NEW PRODUCTS 


| parts with a finish, ready for final | 


assembly, it is said. 
* * * 


PO 


FOLDING STEP—A folding rear step 
Hydro E-Z PACK refuse collection 
bodies has been announced by Hydro E-Z 
PACK Co., Galion, O. Mounted on the 
lower edge of the tailgate, the steps fold 
up out of the way and latch against 
the gate. In the down or travel position, 
the step is free to swing clear of curbs 
and obstacles. The folding step is fitted 
with a perforated safety tread platform to 


assure firm footing and maximum sofety. 
Se ae 


completed papers in the basket; and a~ 


clip at the top of the desk to hold paper 

work in delivery sequence, it is said. The 

desk slips off “U" mounted bracket so 

that it may be carried to point of delivery. 
. = oS 


Washer Solvent 


Turtle Wax windshield washer 
solvent for jar or plastic bag which 
is said to be perfect for year-round | 
use has been developed by Plastone | 
Inc., 4100 West Grand Ave.,| 


| Chicago 51, Ill. The solvent is said | 


LP GAS TANKS — The Master Max 
lightweight LP gas tanks is fabricated of 
T-1 steel, and is designed to obtain mini- 
;}mum dead weight, decrease wind resist- 
ance, and increase capacity for greater 
| payloads. The tanks are available com- 
| plete with a choice of tractors. Master 
Tank & Welding Co., 1612 Singleton Bivd., 
Dallas, Tex. 


tires, it is claimed. 
* 





WHEEL BALANCER — A self-centering 
on-the-truck wheel balancer designed for 
quick, simple attachment and easy oper- | 
|ation is announced by John Bean Divi- 
sion, Food Machinery and Chemical Corp.., | 
Lansing 4, Mich. It is said to permit a| 
complete balancing operation on virtually | 
any truck wheel without special tools, | 
without removing any wheel parts, and 
without removing the wheel from the truck 


itself. Bolts secure the balancer to the | 





| Arlington, 


to remove road grime, dirt, scum | 
and oily splashings, and is non- | 


injurious to car finishes. 
. * > 


" 


PATCHING COMPOUND—Patching com- 
pounds made with Polylite polyester resins, 
produced by Reichhold Chemicals, Inc., 
523 N. Broadway, White Plains, N. Y., are 
said to allow body repairs to be made 


} entirely on the outside of the vehicle. A 
| 


| 


TRUCK BODY—Designed for delivery of 
both case and can beer, this Herman Low- 
| Boy body is equipped with pitched inte. 
| rior decks for either hand or pallet-type 
loading operations. It features four over- 
lapping sliding doors on each side and 
two similar doors at the rear. The body 
is 17 feet long, eight feet wide and stands 
nine feet from ground to roof. The all- 
welded steel unit is designed to carry up 
to 600 cases. Herman Body Co., 4400 
Clayton Ave., St. Louis 10, Mo. 
| * * * 


PICKUP CABIN — An enclosed cabin 
for pickup trucks has been developed 2 
| for nationwide distribution by Supreme 
| Metal Products Co., 11926 Woodruff Ave, 
Downey, Calif. Constructed of aircraft- 
| type aluminum, the unit, called Compac, 
| weighs 150 pounds and is fastened 
| the truck by four heavy bolts. The full 
| size Compac is said to sleep two campen 
in bunks laid across the seats. As a per 7 
sonnel carrier will seot six or eight men. 
Cabin is 74 inches wide by either 9 
| inches or 78 inches long, depending on_ 
| pickup dimensions. 

* 


. * 
= 
a 
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| GENERATOR Hobart Brothers Co., 


| Troy, O., is offering the generator only 
| (less engine) of its 250-ampere arc welder. 


repairman can fill a dent on the outside, | The generator can be operated by direct 
let the compound cure or harden, sand it| coupling to a gasoline engine, or through 


|to make the contour smooth and repaint| V-belts and grooved pulleys connected to 
| the area, it is said. Some compounds are| an electric motor, gasoline engine, or PTO 


|}used to repair dents, others 


to patch! of tractor or truck, it is claimed. Power 


|tears in the metal. Polylite was used for required to drive the generator at 2,200 
| restoration of the appearance of this truck | r.p.m. is 23 BHP gasoline engine (direct), 
seen, top, in the battered condition in| or 10 horsepower electric motor (belted). 
| which it arrived at repair shop and in the| The unit is 30 inches long, 18 inches wide, 
| shape in which it left, it is claimed. 


RECAPPING EQUIPMENT — The devel- | ~ 


| opment of equipment to recap large tires | 
| used on off-the-road equipment has been 


announced by Trutred Tire Molds, Inc.,) 


1623 Nadeav St., los Angeles 1, Calif. | 
The firm is now marketing Tru-Band Tire 
Mold equipment capable of handling tire 
sizes from 14.00 by 24 up through 30.00 
by 33. The equipment is built on a com- 


| pact, space-saving plan requiring a mini- 


mum of working area. Tru-band units 


| require only the same steam heating | 


equipment used for curing smaller size 


* * 


L & R Markets 2 Solutions 


|For Cleaning Metal Parts 


L & R Mfg. Co., 577 Elm S&t.,| 
N. J., announces de- 
velopment and availability of L & R| 
Power Nofome Instrument Clean- 


ing Solution and L & R Instrument | ee. 


Rinsing Solution. 

These two new solutions were de- 
signed to specifically remove oil, 
grease, dirt and foreign matter 


Dual-control windshield washers | wheel, locking it in position for spinning| from delicate and intricate metal 


for 


E. Jefferson, Detroit. 
The washers are manufactured 


wheels at speeds to provide accurate bal- 
ancing. 


’57 Chevrolets are available| at any desired speed. Spinners are avail- | parts and components, it is claimed. 
through Midwest General Corp., 440| able in 5 and 7% -hp. sizes to rotate| Fingerprints, 


lapping compound, 
tarnish, as well as dirt and lint, are 
completely removed leaving all 


|25 inches high and weighs 300 pounds. 


TOWING CRADLE — A towing cradle that is said to permit handling of ali late 
model cars without damage during the towing operation has been marketed by Ernest 
Holmes Co., 2505 East Forty-third St., Chattanooga 7, Tenn. The cradle is furnished 
with adaptor bar and necessary adaptors that provide ample clearance for high-speed 
towing without touching bumper, grilles, or light metals parts, it is claimed. Two lift- 
ing arms are adjustable in length and can be extended under the car for lifting by 
either front or rear frame members without touching other parts of the towed vehicle, 


it is said. 





“ONE LESS MAKE-READY JOB 


when ethylene glycol antifreeze is installed at the factory’’ 


“I'm talking about the time and trouble we save because glycol 
antifreeze is already in all our cars when we get them. Just one 
less make-ready job we have to worry about . . . and one more way 
in which our customers benefit. 


“It's a good deal for us because we don’t have to drain cooling 
systems or install antifreeze ourselves. Our profit is pure profit. 


“From our customers’ standpoint, it’s a good deal, too. They can 
go all winter long, without worrying about sudden weather 
changes. Factory installation of glycol antifreeze eliminates the 


danger of cars being delivered without adequate protection. And 
it gives another selling point on quality—customers realize anti- 
freeze that’s put in at the factory must be the best for their cars. 
It’s engineering-approved. 

“It’s this kind of quality service that keeps customers coming 
back for service . . . for parts and accessories . . . and for another 
new car!” 


The Dow Chemical Company formulates ethylene glycol antifreeze 
to meet the specifications of individual automobile manufacturers. 


The Dow Chemical Company, Midiand, Michigan 
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Cutback in Production 
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Seen for Trailers 


(Continued f 


Reynolds Metals Co., is vice- 
president. 

The association adopted a resolu- 
tion urging repeal of the present 
3 percent Federal tax on trans- 
portation of property. A resolution 
also approved the California sys- 
tem of legislative advisory commit- 
tees. 

These advisory committees, as 
formed in California, are composed 
of businessmen expert in their re- 
spective fields. The convention 
urged all states not now using such 
a system to adopt it. 

ad * * 


Weeks Report Hit 


a also opposed any legisla- 
tive proposals to revise dras- 
tically the national transportation 
policy. This was in reference to the 
so-called Weeks Report of the 
President’s Cabinet Committee on 
Transportation and Policy. 

It has been under attack as un- 
duly favoring the railroads to the 
disadvantage of other forms of 
transportation, notably motor 
carriers, 

Neil J. Curry, Los Angeles chair- 
man of the executive committee of 
the American Trucking Assns., told 
the convention that railroad in- 
terests have “mobilized the most 
powerful financial and prestige 
forces in the U. S. in an allout ef- 
fort to make dramatic redistribu- 
tion of transportation facilities de- 


signed to get traffic back on the| 


railroads.” 
Curry pledged a “toe-to-toe” fight 
with the rails. 
* + 7 
ge wwenrerd proposals to strip the 
Interstate Commerce Commis- 


sion of its power to control rate) 


making properly would mean more 
than a mere switch of freight from 
one form of transportation to the 
other, he said. 

“It would mean chaos in our 
distribution pattern, rate-making 
wars and economic ruin for all 
forms of transportation in com- 
petition with the financially 
powerful railroads,” said Curry. 
“We are coming into one of the| 

toughest competitive situations we 
ever faced as an industry,” Curry 
said. He said the railroads have an 
advantage because the financial in- 
terests of this country move in the 
same circles as big railroad: people. | 

“Now, we don’t have such rela-| 

tionships,” he said. “Furthermore, | 
we in the trucking industry are a) 
long way from the recognition by 
the public of our true place in the 
economic sun.” 

* 


ea * 


Shortage at End 


o_o bore good news, as well! 
as predictions that production} 
would drop from 1956. 

The TTMA put it this way: “The 
somber implications of Davis’ 
analysis were relieved . . . by a fur- 
ther report that shortage of alu- 
minum ... has come to an end.” 

“For the first time in seven 
years,” said Davis, “I do not fore- 
cast ... aluminum shortage.” 

Actually, Davis said, there is now 
a surplus despite increases in con- 
sumption. He said the primary 

ingot cost of 27.1 cents per pound 
will stay for some time. 
* * * 

AVIS estimated the normal re- 

placement demand for trailers 
this year at around 50,000 units. 
Unless some lease program is 
worked out, or other financing is 
obtained, he cannot see much out- 
put or sale beyond this replace- 
ment figure. 

Beyond that, there is a “new” 
demand occasioned by growth in 
need for transportation, This, he 
said, may result in production 
and sale of from 10,000 to 20,000 
vehicles. 

Davis noted that other sources 
have predicted production of about 
75,000 truck-trailers in 1957. He con- 

ceded the validity of such esti- 
mates, but added “the financing 








the final production. 


| ready are being heard. 


| Howev i i See : 
owever, in his annual report, be billion and it is expected to expand 


| and credit is already tight,” he said. 
|“This has had an adverse effect on 
| sales and will continue to be a de- 
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ing the first half of 1957, a record 


demand will keep it in tight and 


“even short” supply in some shapes 
—plate, structural and cold rolled 
sheets. All are vital to truck-trailer 
production, especially cold-rolled 
sheets, 


Manufacturers, he said, may have 
to order further ahead on some 
steel requirements, However, he 
added, the Administration definitely 


is against putting any controls on 
business. 

Davis does see a trend that 
may be of considerable value to 
truck dealers who have facilities 
to rebuild trailers. He feels that, 
due to tight money and market 
trends, a great many operators 
who will need both trucks and 
trailers this year will buy the 
power units and have the trailers 
put in shape to go for another 
year or two. 

This opens the way for alert 
truck dealers to make “package 
deals” for buyers caught in the 
“hard to finance” boat. 

« * * 
Rationing Again? 

OWEVER, Arthur D. Condon, 

general counsel, Independent 
Advisory Committee to the Truck- 
ing Industry, said there is a likeli- 
hood that materials rationing may 
be imposed because of the “tur- 
bulent international situation.” 

“Gasoline is being rationed in 
England and France as a result 
of events in the Far East,” he 
said. Condon said the U. S. is 
diverting gasoline to these coun- 
tries. and implied that rationing 
of gasoline could occur here, too. 
Of even deeper concern to those 

at the convention was Condon’s 
further remark that “sheet steel of 
the type needed for truck trailers 
already is scarce” amplifying Davis’ 
prediction of a tight market for 
1957. 

Condon said that proposals in 





| Washington to allocate steel on pri- 
orities for commercial ship build- 
|ing, pipelines, atomic energy and 
direct military requirements al- 


Schneider, the retiring president, | 
said that there will be a continued | 
good demand for truck-trailers. 


did not estimate 1957 production in| 

terms of the number of trailers. | 

* * > 

E of the unfavorable factors | 

in the industry’s 1957 outlook, 

according to Schneider, is the cur- 
rent credit situation. 

“Money rates are trending higher 


terrent for a time.” 

However, Schneider feels that 
credit will ease as the year pro- 
gresses. 

In his “good” outlook, the out- 
going president spoke of the de- 





Presidential Conference— 


| mands that will come from the}; 
| national good roads program, with |’ 
special emphasis on the need for 
“low beds” to transport heavy ma- 
chinery as well as on dump and 


asphalt hauling vehicles. 


now available. 


are: John Andrews, executive vice- 
president, Andrews Industries, Inc.; 


Trailer Corp.; N. A, Carter jr., 
president, Arrow Equipment Co., 
Inc.; David Ginsberg, president, 
Gindy Mfg. Corp.; Julius L. Glick, 
president, Truck Engineering 
Corp.; E. J. Lucas, executive vice- 
president, Kingham Trailer Co., 
Inc.; Wilson Persinger, president, 
Wilson Trailer Co., Inc.; Harrison 
Rogers, vice-president, Rogers 
| Bros. Corp.; Carl Venske, sales 
| manager, Highway Trailer Co., and 
A. E. Williams, executive vice- 
president, Fruehauf Trailer Co. 

} oa + * 





| Jurisdiction Row 


_ problem of protecting the 
interest of the seller, or the 
financing agent, on trailers sold on 
credit has been a definite stumbling 
block for some time. 


One of the difficulties of obtain- 
ing credit for purchase of truck- 
trailers, especially by those who 
travel in more than one state, has 
| been establishing in what jurisdic- 
tion to proceed at law in the event 
of default. 

To protect such loans, the 
TTMA will ask Congress to pass 
legislation providing for a cen- 
tral point for recording liens so 
that trailers in default could be 
repossessed anywhere. 

According to E. J. Lucas, execu- 
tive vice-president, Kingham 
Trailer Co., Louisville, such a bill 
would help protect manufacturers 
|}and finance companies and would 
help extend banking facilities to 
| the trucking industry by adequately 
protecting vehicle loans. 


A similar bill was passed by the 
Senate last year and was pending 
in the House when Congress ad- 
| journed. 





* . * 


A ROtEER phase of the industry 
|+% that came in for attention at 
| the convention was transportation 
|of perishables. In this regard, it 
was noted that Ellis Arnall, former 
| governor of Georgia, has predicted 
that within seven years at least 10 
percent of all foodstuffs purchased 
by U. S. housewives will be frozen. 


Today this market amounts to $2 


300 percent within the next 10 years. 

To gain an even better foot- 
hold in this market, the trailer 
makers are conducting tests to 
provide better vehicles, Last year 
the industry turned out more 
than 5,000 refrigerated trailers to 
add to an existing fleet of 40,000- | 
plus vehicles. 

The TTMA refrigerating commit- | 
tee met here this year and reported 
that during 1956 it began to center) 
its attention on development of a) 
better understanding of the need| 
for a uniform method of rating re- 
frigerated trailers and “boxes.” 


The committee is working with 
the Regular Common Carrier Con- 
ference of ATA, makers of cooling 
equipment, insulation makers, De- 
partment of Agriculture, National | 
Bureau of Standards and other! 
groups. 


| 


* * * 


‘Cold Box’ Tests 


L H. MAGOR, committee chair- 

* man and president, Aluminum 
Body Corp., said the committee is| 
not interested in determining rela-| 
tive merits of any make of mechan- | 
ical refrigeration or the relative! 
merit of mechanical refrigeration 
vs. cold-hold plates or dry ice. 

The meeting here this year was 
devoted to determining means of 
developing tests that will tell the 
body or trailer builder if their 
“box” will hold “cold” for the 
time required to insure safe | 
transportation. | 
The committee said it has the| 
full cooperation of the Department 





He also hinted at rapid replace- 
ment of entire fleets of van trailers 
to gain the new high cubic capacity 


Directors for the coming year 


P. H, Bartlett, president, Bartlett 





| 
| 


|The Topic Is Refrigeration— 


| 





Shown above as they were taking part in a round-table discussion on refrigeration 
|are C. W. Phillips (standing), National Bureau of Standards, and (seated, left to right) 
| John B. Hulse, TTMA managing director, Harold D. Johnson, U. S. Department of Agri- 


culture, and L. H. Magor, Aluminum Body Corp., chairman of the refrigerating com- 
mittee. The round table was held as part of the 16th annual convention of the Truck- 


Trailer Manufacturers Assn. 





ARRISBURG, Pa. A 
“lowered the financial boom” on the 
state’s truck dealers, according to 
the Pennsylvania Automotive Assn. 


The law is Act No. 671, known 
as the truck brake and horse- 
power law, which became effec- 
tive Jan. 1, 

It changed the method of classi- 
fying trucks from a chassis-weight 
basis to the lower of these two fig- 
ures: 

1. Multiply the brake surface 
area (as certified to by the manu- 

facturer) by 55 pounds per square 
inch. 

2. Multiply each unit of horse- 
power at a governed speed by 450 
pounds. 

* = . 

HE brake-area formula is caus- 

ing the disturbance. In many 

cases, according to the PAA, it 
results in trucks being placed in 
lower classifications than under the 
chassis-weight system. 

Pennsylvania registers trucks 
in 16 weight classes for two and 
three-axle vehicles. In some 
cases, there is 4,000 pounds or 
more difference between a classi- 
fication and the one directly 
above it. 


Thus a vehicle rated at 20,500) 


under the brake-area formula 
would have to be registered in the 
16,000-pound GVW category. Many 
such vehicles would be in the 
21,000-pound class on a chassis- 
weight basis. 

A bill has been introduced in the 


| Pennsylvania Legislature to allevi- | 


ate some of these inequities. It 


would set up seven new registra-| 
tion classes which would go up| 


about a ton at a time. 
- * ad 

HE law was written at the re- 

quest of Gov. George M. Leader 
in an effort to do something about 
truck accidents and was not in- 

tended to upset the retail truck 
business. 

But upset the business it has. C. 
S. Klugh, PAA general manager, 
pointed to the “loss of many thou- 
sands of dollars in sales and use- 
less truck inventories by dealers 
who have made advance sales of 
trucks in good faith, only to find 
the trucks will not now qualify for 
the intended classification.” 

He blamed a “delay on the part 
of truck manufacturers in fur- 
nishing proper brake certifica- 
tions and truck classifications to 
their dealers.” 

Klugh said that since last June, 
the State Department of Revenue 
has been asking truck makers to 
furnish the necessary certifications 
to dealers and to the Bureau of 
Motor Vehicles. 

* 


cd x 
“@OME of these have not yet been 
furnished.” he said. “In fact, 


| it was not until our bulletin of Dec. 


21 that any certifications were sent 
to the bureau or to dealers.” 

In defense of the truck makers, 
it must be noted that the manufac- 


A. A. Kearney, newly elected president | of Agriculture and other agencies.|turers were hamstrung by certain 
of the Truck-Trailer Manufacturers Assn.,| At the present there is no known| actions of Pennsylvania officialdom. 





Although, Davis said, steel pro-| for fleet sales, Fruehauf Trailer Co., De- | 


duction will reach a new high dur- 


troit. 


| talks things aver with C. L. Schneider, the| way of making such determination | 
question — “tight money” — will) outgoing president. Kearney is sales vice- 
determine whether 60,000 trailers is| president, Brown Trailers, Inc., Spokane, 
| and Schneider is executive vice-president 


with any degree of accuracy when | 
the body is cooled with dry ice or! 
“cold-hold” plates. This is calléd| 


the fifth specification of a deep- 
freeze box and still remains elusive. 


The manufacturers received 
their first official interpretation 
of the law from the State on 
Sept. 21. Three amended interpre- 
tations were furnished during 
November, and a fifth message 





Pa. Assn. Rips Truck Law 


Brake-Horsepower Law ‘Lowered Financial 
Boom on Dealers,’ Manager Says 


law} 
written with safety in mind has 








was received Dec. 6. The last 
communique contained a Dec. 26 
deadline. 


Then on Jan. 17, manufacturers 
were notified that they would be 
allowed to declare their trucks in 
one class below the top class per- 
mitted under the brake-area for- 
mula. This applied to cases in 
which the brake-area method 
placed a vehicle in a higher bracket 
than the maker’s normal classifica- 
tion. 

* 2 * 
HE truck factories are pressing 
strenuously for a study commit- 
tee to review the Pennsylvania law 
and suggest revisions so the act 
can work properly for all con- 
cerned. 

Presumably such a study group 
would represent manufacturers, 
dealers, safety officials, the State 
Police and the State government. 


Klugh also has asked the gov- 
ernor to call a meeting of all 
those interested in the subject. 
He wired Leader requesting 
an audience to explain the 
“highly inequitable position” in 
which many of the state’s truck 
dealers find themselves, 


Klugh urged the governor to 
make it possible for commercial 
vehicles to be registered under the 
old method “until such time as an 
equitable solution can be consum- 
mated.” 


The audience was granted, but 
the registration plea was denied. 


According to Klugh, “Although 
the governor expressed sympathy 
for dealers and customers caught 
unaware by the interpretation of 
the law, he stated he could not 
grant temporary relief giving 
dealers time to clear their inven- 
tories.” 

* - ox 
= HIS Jan. 17 telegram to truck 
makers, Leader mentioned the 
dealer inventories of vehicles which 
cannot be registered in the class for 
which they were intended, He de- 
clared: 

“Since your vehicles are sold in 
Pennsylvania, it is your responsi- 
bility to manufacture vehicles to be 
sold in Pennsylvania which will 
comply with the provisions of Penn- 
sylvania statutes. 

“On behalf of the agents in 
Pennsylvania representing you, 
advice is requested with respect 
to what you intend to do to cor- 
rect the deficiencies that exist in 
the vehicles presently in the 
possession of the dealers in Penn- 
sylvania.” 


In a bulletin issued before his 
audience with Leader, Klugh set 
forth his idea of what the manufac- 
turers should do about those ve- 
hicles. 

He said: “If the Commonwealth 
of Pennsylvania will not permit 
you to register commercial vehicles 
under the old method until this 
matter can be equitably consum- 
mated, we think your factory 
should accept the return of any 
trucks you purchased from them in 
good faith.” 

He also advised dealers to be 
sure that they have proper certi- 
fication and classification informa- 
tion both in ordering trucks from 
the factory and in making sales to 
customers. 
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Y GRANDDAUGHTER Jane is 

a young actress. She’s playing 
in the “Diary of Anne Frank” in 
London now. So I flew over to see 
her, the other day. It took less time 
and fewer bumps than it used to 
take to drive from my factory in 
Cleveland to our country place in 
Rhode Island. 

Kinda like to describe my daugh- 
ter Janie’s Jane that way. It avoids 
the little dip in the long, lovely 
road—that sudden dip that makes 
the “grandpa squeak” in your chas- 
sis. But Grandpa or not to a tall, 
slender beauty on the London stage, 
I'm mighty proud of both Janie 
and our Jane. 

Janie writes as well as I ever 
did, same kind of stuff. A fine 
mind and a lot of the hill stamina 
and road-sense in her steering 
gear that folks call character. 
And Janie’s Jane in London is as 


talented on the boards as my pal | 


Boss Kettering in the car in- 


dustry. 


I routed myself to England with 


a stop-over in Holland. Holland, 
you know. was where the tragedy 
of Anne Frank actually took place. 
I saw the room where Anne’s diary 
was found, and where Anne and 
her father and mother harbored 
their fellow refugees in the still 
terror of awaited discovery and 
torture. The stage in London, as in 
New York, faithfully reproduces 
the room and its stark, stalking 
fear. 
= * * 


Street Full of Bikes 


N HOLLAND, an old car-man 
opens his eyes at the peak-hour 

tangle of automobiles and bicycles 
—and the devices to untangle them. 
I started across the street to the 
Amstel Hotel in Amsterdam. But I 
jumped back on the curb. 

No danger, really. Just an unac- 
customed melee: A go-light shone, 
and suddenly the whole street was 
full of bicycles. And I mean full, 
from curb to curb—men and women 
peddling home from work. 

You get used to two, even four, 
lanes of cars, moving head to 
tail. 

I hadn’t realized how relatively 





well American drivers stay in line,| 


leaving dodging-space between cars 


—if you're agile as a bullfighter, as} 


most pedestrians are—and a sorta 
no-man’s-land corridor between 
lanes. 

I hadn't realized until those Am- 
sterdam home-goers came at me in 
scatter-gun waves, like each Hun 
for himself and two for you in a 
First World War bayonet assault. 


They're Individualists 


EXCEPT, these Dutch cyclists 

were gentle and slow-peddling 
enough, and no one crashed a stop- 
light, even by a_ cycle-length. 
There are just streetfuls of them— 
and they're individualists. No lane- 
pedaling for them. Few cars ven- 
ture out during these peak-pedal 
Periods. 

Per capita incomes nowhere else 
are what they are in America—and 
cars and gas in Holland are import 
items. So thousands of bicycles 





Dealers Give Cars 


To March of Dimes| 


KEENE, N. H. — (UTPS) — 
Three automobile dealers in this 
area donated cars to be auctioned 
off in a March of Dimes auction 
over radio station WKNE. 

Russ’ Garage, North Swanzey, 
contributed a sports car, and sedans 


Were given by Woodward Motors} 


and the Robertson Motor Co., both 
of Keene. 

The vehicles and other merchan- 
dise were collected by the Keene 
Junior Chamber of Commerce. 


Stokes Picks Karian 


George Karian has been ap- 
Poined manager of the Tabletting 
division of F. J, Stokes Corp., Phi- 
ladelphia. He joined Stokes in 1949. 








earry Hollanders, even from town 
to town, 

Just as we are beginning to 
build thruways exclusively for 
trucks, Holland has neat, hard- 
pavement roads, exclusively for 
pedal-pushers, parallel to motor 
vehicle highways. Three cyclists 
can pedal abreast, and comfort- 
ably pass three others, abreast, 
from the opposite direction. 

At intersections, cross-country, a 
simple sign showing a white bicycle 
against a black background—no 
needless words on it— marks the 
cycle road. Parrallel, a sign with a 
black car on a white background 
marks the motor vehicle highway. 

It got me to thinking about 
limited-access, super highways in 
America—and all in all, the really 
excellent driving we have for our 
60 million cars. We’re cogent critics, 
we Americans. Our fine Free Speech 
Amendment gets a wild curve now 
and then. We say the American 
driver is a speeding, lethal menace 
who kills every year more of our 
citizens in peace than the Reds 
killed in Korea in twice the time. 
* * + 


Facts on Deaths 


y= facts are charming things. 
And facts show the American 
driver is the world’s best. The latest 
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rate of traffic death in the U. S. 
is 7.2 per 10,000 motor vehicles. 
Great Britain has nearly 12; France, 
nearly 16, and Italy, 49. Japan in 
the same period killed 70 per 10,000 
cars; Egypt, 158.6. 


Take Hollywood Boulevard in 
California. It has quite a reputation 
for being swollen to flood-stage 
most of the time with cars. No place 
for a nodding driver. Ten miles 
long, it handled 112,300 cars every 
day for the 365 days of 1954. Car 
deaths in that time? Just three. 


P. S. I learned something about 
safe driving from my daughter 
Janie when she was in her teens. 
She drove a Jordan Playboy a 
thousand miles in 26 hours, with- 
out stopping to sleep or eat. She 
had a date to keep in Arizona. 

She was an athletic kid. And she 
used an athlete’s sense to keep her} 
supple body from getting stiff be- 
hind the wheel and her reactions 
from slowing up. Every three hours 
she pulled up, got out of the car for| 
five minutes, stretched out on the! 
grass for half of them, and skipped | 
rope for the other half. After really 





|fast driving on the open stretches! 
|in the West, she extended her out-|—— - 


of-car recesses to ten minutes. 
To make up part of that time—| 
she made her gas stops count. 


ee 


Spall - Bas si 2 ie enicael > 
" Ve <. - _ g m ~ 
ae aX Mee GOES EE TEE ery pO ee 
Le te * 

. a 


ee 
“ss ra 


~ = 





Ready for Shipment— 


The largest shipment yet of Corvettes equipped with Chevrolet's Ramjet fuel injec- 
tion is ready to leave the Chevrolet plant in St. Lovis. The number, posed in the yard 
outside the assembly building, is 50. With Ramjet fuel injection, Chevrolet's new 283- 
cubic-inch V-8 is said to develop 283 horsepower. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





NEW ECONOMY SIZE 
DU PONT NQ"7" POLISH 








QUART CANS 


FREE 


WITH ANY 3 CASES 
OF Ne “7” POLISH 


(PTS., QTS. OR GALS.) 


OR NEW CAR WAX 


(8 OZ. OR 1% LBS.) 
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This limited-time offer introduces a revolutionary 
new sales idea in polish packaging. Du Pont No. “‘7’”’ 
Polish in the new economy size brings you bigger 
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unit sales, more profit with each sale. 


You'll see big, colorful ads in LIFE and THE 
SATURDAY EVENING POST, telling the new 








story on Du Pont No. “7” Polish. You’ll feel the 
consumer demand from a combined circulation of 
. with over 71 million reader im- 


over 10 million. . 


pressions. Stock up now on Du Pont No. “7” Polish 


for extra profits! 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 


DU PONT NC“7’ PRODUCTS 


From Chemical Research ... for Easier Car Care 
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2-dr., $650, $620, $600*; Sport coupe 
$595. °52 SL Deluxe 4-dr., $440*. 
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* © CHRYSLER—’55 Windsor Nassau, $1,839 
Average Prices of Used Cars Sold at Auction oy Se age, 8b Cr, “te Wag 
sor 4-ar., . 
ag DeSOTO—’55 Firedome 4-dr., $1,480" $1. 
- 200*. '53 Firedome 4-dr., $430°, $415 
(Compiled by Automotive News from Auction Reports.) (ps). 
DODGE—’55 Royal Lancer Hardtop $1,. 
330*, ’54 Coronet 4-dr., $530*, ’52 s 
owbrook 4-dr., $235. °51 Coronet station chi 
wagon, $325. $2 
FORD—’57 Thunderbird, $3,325* (ps). ’5 PLY 
Country sedan, $1,950*; Fairlane (8) "BE 
Victoria, $1,800*, $1,785* (ps) $1,785: ar 
8% 4-dr., $1,650°, $1,635*, $1,615*, $1,550* $1 
ze 8 (ps); Custom (6) 4-dr.; $1,300. 55 Raneh $7 
Bs ee iB Wagon, $1,325*; Fairlane (8) Victoria, 4- 
: $1 320* (ps), $1,200; 4-dr., $1,275°, $1,- 4- 
fe 1 205, $1,200*; Custom (8) 2-dr., ‘$935; 4 
3 : Custom (6) 4-dr., $910. "54 Crest (8) $3 
: ; Victoria, $1,070*; Country sedan, $955, pon 
: $ is °53 Custom (8) 4-dr., $780*, $505; Ranch 60 
a te ti Wagon, $750*; Country sedan, $750*. '52 $1 
i i Ranch Wagon, $490*; Custom (8) cony,, 05 
ies $250, 
i HUDSON—’56 Hornet Hollywood, $1,800*, $4 
es ee ee - ‘ "55 Hornet 4-dr., $1,255*, $800. '54 Hor. U 
oo we a 7 Ys Bs se e net Hollywood, $450; Wasp 2-dr., $400, ~ 
—— as .. 2. aa 45 2.65 45 G0 “a ‘9 7 
ee EB oe amar | MNO aoe tp eae tgoy, fm 
‘i Feb. March ave. May . —_— . ar. Dee. Jan. MERCURY—’56 Montclair coupe, $2,190°, uw 
+ , *. a 
Prices of 'S5s added and ’47s dropped in January, 1955, Prices of '56s added and '48s dropped in November, 1955. Prices of ’57s added and '49s dropped in November, 1956. ses” Cee) Canon 4-ae, 91.890"; Bae 
Figures alongside bars represent dollars. $1,195*, $900. ‘54 Monterey station wag. 
on, $1,255*; coupe $1,200°; 4-dr., $1,050* 
F , we 
$750*; Custom 2-dr., $750*; 4-dr., $730°, 
M ket Trend At a group of representative | CHICAGO coupe, $3,855* (ps), $3,700* (ps), $3,600*| 53 Sport coupe, $780*, $510*, $470; 4 | 
arke ti last k. th : (ps); 4-dr., $3,400* (ps), $3,300* (ps).| dr., $665*; 2-dr., $560*. '52 Custom 4-dr, BU! 
auctions last week, ie average | (Greater Chicago Auto Auction. Sale| ‘55 (60) Special 4-dr., $2,905* (ps), $2,- $565*; 2-dr., $300* { 

A rise of $10 in the overall consignment was 155.9 units, com- | every Thursday. Prices are for sale of Jan. 700* (ps) (62) 4-dr. $2,800* (ps); conv., NASH—’54 Stateoman Country Club, $765 
average price featured last week's | 1.4 with 168.9 the previous | $2,785° (ps); coupe de Ville, $2,575*| +59 ambassador 4-dr., $300. ae 
Automotive News’ index of used Th i oie a (Sold 213 cars out of 318 offerings.) 7): (54 (62) CP OBE one): (ad) Sea, | OLDSMOBILE—'56 (98) Holiday, $2,485* 
cars sold at wholesale auctions. | Week. The sales ratio reached 70.1 | gurcK—'s6 special Riviera, $1,900*. °55| bint air,’ $2,080" tyey 'S2 (00) Sprecei| (PS). "55 (98) Holiday, $1,980° (ps) $1, 

The hike was the biggest recorded | Percent, highest figure achieved Century Riviera, $1.500°; Special 2-dr..| 4-dr., $1,075° (ps); (62) 4-dr., $775°, '61| S85" (ps); (88) Super Holiday, $1,910" 
i ear. The ratio a week ear- ,390°; 4-dr., $1,375*, $1,200° (ps). "54 gods , a : (ps); 4-dr., $1,705* (ps); Deluxe 2-dr,, 
since mid-August, — y 65.4 t. - | RM Riviera 2-dr., $1,335* (ps); Special ‘ap eon, 'gieee, = (oe) come, em. $1,595*; 4-dr., $1,590° (ps). "54 (98) 
Gai were scored by every Pr was ©.2 percen | 2-dr., $955. ‘53 Super Riviera, $850°;| CHEVROLET —’ Holiday, $1,515*; 4-dr., $1,390° (ps); 
ns | a ° : OLET 57 Bel Air (8) station ° 
with 56s leading the way . ‘ | conv., $610°; RM 2-dr., $665° (ps); Spe-| wagon, $2,450*; Sport coupe, $2,310*. ’56| (88), Super Holiday $1,425* (ps); 2-dr., 
model, Prices marked with an as- cial 4-dr., $650; 2-dr., $610*. "52 Super| Corvette, $2,520: Bel Air ‘Sport sed $995*; Deluxe Holiday, $1,340°. '53 (98) 
by adding $22 to their average. : — : . | Riviera, $305°. : . aan e Ses wien eae ‘- “dr. $800*; (88) 4-dr., $700; Super 4- 
; ’ | $1,830*; 4-dr., $1,655*, $1,650°; Bel Air 
terisk indicate a unit equipped $ r., $ , 61, ; ° ‘ 
Other increases amounted to $13 . CADILLAC—'57 (6 4 , $700°, $680, $675. ‘52 (98) Holiday, 
. ° ° 2) sedan de Ville, $5, 6) Sport coupe, $1,555. °55 Bel Air (8) 
on 55s, $13 on '54s, $12 on '57s, with an automatic transmission | “600° (ps). ‘56 (62) sedan de Ville, $4.-| 2-dr., $1,265°; One-fifty (6) station wag- $650" (ps). '51 (88) Super 4-dr., $400°. 





. . . . ° "50 (88) Super 2-dr., $315°. 

% ’ or over nd (ps) indicates , $4,055° (ps), $4,000° (ps), on, $1,145; Two-ten (6) 4-dr., $850. °54 > , 
$9 on ’52s, $8 on ’53s, $2 on ‘SIs drive - P — ; (ps); coupe de Ville, $3,875°| Two-ten 4-dr., $855*; Bel Air conv.,| PACKARD—'S4 Clipper 4-dr., $630°. °53 
and $2 on ’50s. power steering. , $3,800* (ps); conv., $4,050° (ps);! $850°; 2-dr., $760* $740*. °53 Bel Air (Continued on Page 41, Col. 1) 


_ LEADING USED-CAR AUCTION DIRECTORY 


Rates: Listing (maximum: three lines of type)—$5.00, I-time; $4.00, 13-times; $3.50, S2-times. Display : 
space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept. — : 
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ALABAMA IOWA MICHIGAN OHIO ol 


JOHNSON AUTO TOM FLETCHER'S MONTPELIER AUTO AUCTION CO. | ” 


DES MOINES AUTO AUCTION ° ' 
AUCTIONS ean peer Detroit's Barometer MONTPELIER, om"0 : 
Lawrenceburg, Tenn—Teesday | ayo\"s't° jan Dee Moines Sowa Sale Every Monday, 12:30 P.M. 


Huntsville, Ala.—Friday Phone ATlantic 2-8353 APTCO AUTO AUCTION “WS SEVER anes” u 


Insured—No Registration Sale Every Thursday — 12 Noon 
100% - Guaranteed Titles and Checks 8 Years Old 


CALIFORNIA Conveniently located % mile from Detroit City Limits 


THE HARRY GELT TWO BIG AUCTIONS EACH WEEK - - - 
WEST COAST CENTRAL STATES AUTO WEDNESDAY AND FRIDAY AT 12 NOON KING KAR SUTTON 


AUCTION -TOLEDO y 
AUTO AUCTION every Wedeniay ot Noon WN DON RELVINDALE, MICHIOAN MOBILE'S AUCTION 
America's Finest Phone 1181 or 1182 Checks and titles guaranteed Phone Dunkirk 3-0150 EVERY 


Auto Auction MASON CITY, IOWA FRIDAY—Columbus, Ohio c 


Guaranteed Checks and Titles 
TUESDAY—Da . Ohi 
6685 Atlantic Ave., Long Beach, Calif. MISSOURI NEW YORK Guaranteed Chedhe ted Titles 


COLORADO “MASSACHUSETTS 


ve 

















NEW YORK CITY'S 


umsroks cox,» o, goum venver| PEABODY AUTO AUCTION, ST. LOUIS AUTO SKYLINE PENNSYLVANIA 


ene eter i am, ter Santore ty AUCTION BARN, INC. || AUTO AUCTION 


Phone Denver: SUnset 1-7821 Checks and Titles Guaranteed EXCLUSIVELY FOR AUTO DEALERS MANHEIM AUTO AUCTION, INC. 


Wire Colorado Aute Auction FAX Auction Every Thursday at 11 A.M. 3807 Easton Ave. ain than 
Denver, Colo. Nowburypert Terapi ? S. Rt. 1 You are 100% saf. because all titles am oe c 
Auctioneers: West Peabody, Mass. "aio $ 7500 St. Louis, Mo. and checks are insured On Route No. 72 
Colenels Johnny Wood and Dean Davis , ms . 5 miles South of Pennsylvania Turnpike 


All cars paid for by our own check through | 4oseph Herbert Philip Glick Phone Franklin 1-3845 EVERY TUESDAY 12:30 P.M. Sale Every Friday—10:00 A.M. I 


National Bank of Englewood i 
SALES EACH TUESDAY GREENPOINT AVE. & PROVOST ST. ee one ie Command I 


tcaliniiatttpitiaataiinates Phone Manheim 5-240! 
DENVER AUTO AUCTION CO. SINOAN AND FRIDAY ee ae ee 
Tel. EVergreen 3-4800 : 


(Denver's Oldest Auto Auction) Checks and Titles Guaranteed Aucti David 8. Spielman 
4575 S. Santa Fe Littleton, Colo.| Elin# Auto Auction, Inc. Owned and Operated by John W. Becker TENNESSEE 
Ph. SU 1-6673—Ed Smith or Mil Nace | 454) Vo ay Flint, Michigan eae _ 
Auction Every Friday at 11:00 A.M. ethane dey Risahins oe “ ache MURFREESBORO—Don Kelly Auto 
We Issue Auction Checks and Guarantee Titles eaiers aly NEW YORK STATE’S OLDES ‘ ° 
a weiiiaiaeneaeis Here in the shadow of General Motors, you Operating Since 1946 NATIONALLY a , Auction, Junction U. S. Hwys. 70S- 
OOEOwOO=—— ee ae hed Gee. TIM ANSPACH 231-41. Thursday 11:00 a.m. 
MID-WEST AUTO AUCTION | Jew cap DEALERS balance their stock here Dealer Auto Auction | 
1155 So. Platte River Dr. —Why not visit us real soon? Albany 5, N. Y. 
Every Monday — |! O'Clock 
DENVER, COLORADO 180 car sale average 
Burden-Dudley-Caswell 


ee ne EVERY FRIDAY IS All Titles and Checks Guaranteed Crossroads 
Sale every Tuesday at 11 AM. 


Titles and Checks Guaranteed 
Tone Shosmnan 4-208 fae ee AUCTION DAY 


meee M. D. McCollum, Mgr. Phone Cedar 9-4492 





. . where they meet... 
LAFAYETTE—Syracuse Auto Auction, || buyers and sellers . . . new and 


Center of Empire State, Insured|| vsed car dealers. They meet at 
ee eee ace eos ame Checks and Titles (Wed.). the dealer auctions of the na- 


NEW ENGLAND'S OLDEST AND BEST GRAND RAPIDS AUCTIONS, INC. AUTO DEALER'S AUCTION, INC. tion . . . and on the pages of 
10 YEARS CONTINUOUS OPERATION | °° “2!—One Half mile west of Grandville, NORTH CAROLINA Automotive News. 


Sale Every Wednesday at 11:00 Oe ae eee Fred Reed Phone Hu 3-7470 
ena sane, Inc, Auctioneer: Col. W. E. “Bili" Neey Manager 6200 independence Ave.| RALEIGH — Mann’s Auto Auction 


“Michigan's Best" Kansas City, Mo. Sale, Rt. 5. Ph. 3-1564, Titles & 
rehouse Pt., Conn. s 
We Chenes Aiimase: 6-O08 checks guaranteed. Mon. 10 A. M. 


You will reach both groups 
through an ad in Automotive 
News. 
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Used-Car Auction Prices 





(Continued from Page 40) 


Clipper 4-dr., $500*, ‘51 (200) 2-dr., 


$205. 

/MOUTH—’56 Savoy (8) 2-dr., $1,295°. 
a Plaza (6) station wagon, $1,060; 2- 
dr., $825; 4-dr., $800; Savoy (8) 4-dr. 
$1,000, $925. 54 Belvedere Sport coupe, 
$795, $700; 4-dr., $695*, °53 Cranbrook 
4-dr., $555; Cambridge 2-dr., $405, $355; 
4-dr.. $375. °51 Cranbrook 2-dr., $300; 
4-dr $210. °50 Special Deluxe 2-dr., 


$300. ~ 
‘—’55 Star Chief (8) conv., - 
Pee Chieftain (8) Catalina, $1,450°*, 
$1,210°. '54 Star Chief (8) Catalina, $1,- 
050%, $900*. °53 Chieftain (8) Catalina, 
$650*. °52 Chieftain (8) station wagon, 
g490*. 51 Silver Streak (8) 4-dr., $200. 


JDEBAKER - '53 Commander 4-dr., 
sa ‘51 Champion 2-dr., $250. 





$550* 
MISCELLANEOUS—'56 Ford %-ton pick- 
up, $845. 
FLINT | 
(Flint Auto Auction, Inc, Sale every 


Wednesday. Prices are for sale of Jan. 23.) 
(Sold 87 cars out of 132 offerings.) 


BUICK—’'56 Special Riviera, $2,055*, $1,- 
920°; 4-dr., $1,860*. "55 RM Riviera, $1,- 
600*: Century Riviera, $1,600°, $1 550°, 
$1,525*, $1,520*%, $1,500°; Special 4-dr., 
$1,440°; 2-dr., $1,395. '54 Super Riviera 
2-dr.. $1,260* (ps); Special Riviera, $1,- 
200°; 2-dr., $845. 

CADILLAC—'56 (62) coupe de Ville, 
925° (ps); club coupe, $3,550° (ps). 
(62) 4-dr., $385°. 

CHEVROLET—’56 Bel Air (8) club coupe, | 
$1,680*; Two-ten (6) 2-dr., $1,225, $1,- 
200. '55 Bel Air (8) club coupe, $1,350*%; 
Two-ten (8) station wagon, $1,325*; 4- 
dr., $1,150*, °53 Two-ten 2-dr., $485. '52 
SL Deluxe 4-dr.. $335; 2-dr. $325. ‘51 
SL Deluxe 4-dr., $350, $295; 2-dr., $190; 
Delivery sedan, $250. °50 SL Special 4- 
dr., $215. 

CHRYSLER—’'54 NY 4-dr., $915* (ps). 

DeSOTO—'53 Firedome 4-dr., $475*. } 
DODGE—’'55 Coronet (8) 2-dr., $1,200*. "52 
Coronet club coupe, $100, °50 Coronet 4- 
dr., $150. 

FORD—'57 
(8) 500 2-dr., 
4-dr., $1,250. 


$3 -| 
"50 


Thunderbird, $3,150*; Fairlane 
$2,180*. °56 Custom (6) 
’55 Fairlane (8) Crown 
Victoria, $1,500° (ps), $1,400°; Victoria, 
$1,255*, $1,200°; 4-dr., $1,165, $1,125°; 
conv., $1,175*; Custom (8) 2-dr., $985, 
$940* $800. °54 Custom (6) club coupe, 
$745*, $700; Custom (8) 2-dr., $730°*, 
$690°, $600°. "53 Crest (8) 2-dr.. $725; 
Custom (8) 2-dr., $480° (ps); 4-dr., 
$470; Main (8) 2-dr., $410. '51 Custom 
(8) 4-dr., $290; 2-dr., 2 at $185, $150. 


MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,630. '53 Stude. %-ton pick- 
up, $460. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Jan, 22.) 

(Fog and rain in this aren kept con- 
signments down considerably. Strong de- 
mand for clean, iate-model cars con- 
tinued, while the rougher, older models 
brought short prices, Sold 69 cars out of 
107 offerings for a 65 percent average.) 
BUICK—’55 Century 4-dr., $1,590*. 53 RM 

conv., $775* (ps). "50 RM 4-dr., $110*. 

CADILLAC—’55 (62) coupe, $3,035* (ps). 
"54 (62) conv., $2,425* (ps). °53 (62) 
Hardtop, $1,420*. 

CHEVROLET—’'56 Two-ten (6) 2-dr., $1,- 
310. '55 Two-ten (8) 4-dr., $1,155*, $1,- 
145°, $1,140*, $1,130* (ps), $1,120*, $960; 
2-dr., $985, $975, $960, $955, $940 
One-fifty (6) 2-dr., $855, $840. 
Air Hardtop, $845*; Two-ten 4-dr., $685; 
2-dr., $680; One-fifty 4-dr., $550. '53 Bel 
Air 4-dr., $635*; One-fifty 2-dr., $380, 
$335. "51 SL Deluxe conv., $200; 4-dr., 
$175. '50 SL Deluxe 4-dr., $100°. 

CHRYSLER—’'54 Windsor 4-dr., $835* (ps). | 
'53 Windsor 4-dr., $570*, $500*. | 

DeSOTO—’55 Fireflite 4-dr., $1,425* (ps); | 
Firedome 4-dr., $1,330° (ps), '52 Fire- 
dome conv., $305*. 

DODGE—’55 Coronet 4-dr., $1,060% °54/| 








HUDSON—’53 Hornet ¢-dr., $395. 
LINCOLN— 54 Capri 4-dr., $1,070*. 
MERCURY—’50 4-dr., $135. 
NASH—'52 Rambler conv., $175. 
OLDSMOBILE—’55 (98) Holiday $1,905* 
(ps); (88) 2-dr., $1,600°, 
day, $1,550° (ps); 4-dr., $1,325° 
"53 (88) 4-dr., $720°; 2-dr., $595. 
PACKARD—’'51 Clipper 4-dr., $185°*. 
PLYMOUTH—’'55 Savoy (8) 4-dr., $980. 
PONTIAC—'55 Star Chief (8) conv., $1,- 
465°; Catalina, $1,325*. '54 Chieftain (6) 
4-dr., $550. "53 Chieftain (6) 4-dr., $415. 
MISCELLANEOUS — ‘53 Chevrolet truck 
and trailer haulaway $1,850; Ford %- 
Pane $190. "52 Ford %-ton pickup, 


(ps). 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Fri- 
day. Prices are for sale of Jan. 18.) 
BUICK Special coupe, $2,650°. ‘56 

Super Riviera, $2,275* (ps), $1,960°. '55 

Super Riviera, $1,675* (ps). ‘53 Super 

Riviera, $780° (ps). ‘52 Super Riviera, 

$550°. ‘50 Special 2-dr., $160; 4-dr., 

$100 
CADILLAC—'56 (62) coupe de Ville, $4,- 
055° (ps). "55 (62) 4-dr.. $2,925° (ps), 
$2,850° (ps). "49 (62) 4-dr., $330°. 
CHEVROLET—'57 Corvette, $3,188*; Bel 

Air (8) Sport coupe, §2,525* (ps), $2,- 

485°. "56 Two-ten (8) station wagon, 

$1,800*; 4-dr., $1,455°, $1,425. '55 Bel 

Air (8) 4-dr., $1,405*, $1,095; Two-ten 

(8) station wagon, $1,405; One-fifty (6) 

station wagon, $1,305. '54 Two-ten sta- 

tion wagon, $775; 4-dr., $685°. ‘53 Bel 

Alr Sport coupe, §775°*;: 

$675*, $575, $525*. "52 SL Deluxe 4-dr., 

400° 


57 


CHRYSLER — ‘53 Windsor coupe, $680* 
ye) ‘52 NY 4-dr., $325*. '51 Hardtop, 
0° 


DeSOTO—'57 Fireflite 4-dr., $3,320* (ps). 
"50 Deluxe 4-dr., $135*. 

DODGE—'57 Coronet Hardtop, $2,575*. '56 
Coronet Lancer, $1,975. '53 Coronet 
conv., $305*. 

FORD—'57 Fairlane (8) 4-dr., $2,524*; 
Country sedan, §$2,445*; Fairlane (8) 
500 4-dr., $2,425*, $2,415*. '56 Fairlane 
(8) 4-dr., $1,955° (ps), $1,655°, 2 at 
$1,500*, $1,485, 3 at $1,480°, $1,465; 
Country sedan, $1,825*, $1,800*; Custom 
(8) 2-dr., $1,405. °'55 Country sedan, 
$1,500; Fairlane (8) Victoria, $1,300*. 
"54 Country sedan, $1,035* (ps), $1,030° 
(ps); Ranch Wagon, $1,000. '52 Custom 


(8) 2-dr., $410. ‘51 Custom (8) 2-dr., 
$300. 

HUDSON—'54 Hornet 4-dr., $640. °53 4- 
dr., $410. ’51 conv., $105*. 

LINCOLN — '57 Premiere coupe, $4,683* 
(ps). "50 4-dr., $205*°. 

MERCURY — ‘55 Monterey Sport coupe, 
$1,550", $1,450°; 4-dr., $1,375°. ‘54 
Monterey Sport sedan, $1,000. '52 Mon- 


terey Sport coupe, $525*. 


OLDSMOBILE—’57 (88) Holiday, $3,285* 
(ps), $2,960*. °56 (98) Holiday, $2,600* 
(ps); (88) Holiday, $2,120*, $1,980*. 
*55 (88) Holiday, $1,800*; Super 4-dr., 
—. "50 (98) Holiday, $215; 4-dr., 

10. 

PLYMOUTH—’57 Savoy (8) Sport coupe, 
$2,475*, $2,260*; 4-dr., $2,340*; Bel- 
vedere (8) 4-dr., $2,465*. °56 Belvedere 


(8) Suburban, $2,000*. '55 Plaza (6) 2- 
dr., $905. ’53 Cambridge Suburban, $720. 
‘52 Cranbrook 4-dr., $355. 
PONTIAC—’57 Chieftain (8) 


4-dr., $2,- 


675*. '56 Chieftain (8) Catalina, $1,815*. 
°53 Chieftain (8) 4-dr., 2 at $620*, $385. 
’52 Chieftain (8) Catalina, $585*. "50 4- 
dr 


, $165*. '49 4-dr., $180. 


'54 (98) Holl- | 


Two-ten 2-dr., | 
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Meadowbrook 4-dr., $610. '51 Coronet 4- 
dr., $165*. 
FORD—’56 Fairlane (8) conv., $1,580*. '55 


Fairlane (8) sedan, $1,170*, '54 Custom 
(6) 4-dr., $460, °53 Crest (8) conv., 
$550*. °52 Custom (8) 4-dr., $390. 

KAISER—’51 station wagon, $145. 

LINCOLN — ’'56 Capri Hardtop, $3,125* 
(ps). 

MERCURY—’54 Monterey conv., $960; 4- 
dr., $960*. ’°53 Custom 4-dr., $610; 2-dr., 
$570. 

NASH—’51 (600) 4-dr., $205. 

OLDSMOBILE — '55 (88) 2-dr., $1,560*° 
(ps). ’°54 (88) Super 4-dr., $1,240*, '53 
(88) Super conv., $680* (ps), °51 (98) 
4-dr., $200*, $150*. "50 station wagon, 
$125°. 

PLYMOUTH—’55 Plaza (6) 2-dr., $800, 51 
Cranbrook 2-dr., $235. 

PONTIAC—’53 Chieftain (8) conv., $480*. 


"51 Silver Streak (8) 2-dr., $185. 
STUDEBAKER *53 Commander 4-dr., 
$430*. '50 4-dr., $135. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 

Friday. Prices are for sale of Jan, 25.) 
(We had a nice selection of good, clean 
cars and plenty of buyers present to buy 
them, Both buyers and sellers were active 
during the sale, as we sold 269 cars out 
of 385.) 

BUICK—’57 Special Sport coupe, $2,760*. 
'55 Special Riviera, $1,440*; Super Rivi- 
era, $1,380. '54 Super Riviera, $1,300*. 
"53 RM 4-dr., $650°, 52 Super Riviera, 


$390. 

CADILLAC—’57 (62) coupe de Ville, $5,- 
285* (ps). "50 (62) 4-dr., $580*; (61) 
4-dr., $410*. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
400*; Sport coupe, $2,375*; station wag- 
on, $2,300*; Two-ten (8) Sport coupe, 
$2,275*. °56 Bel Air (8) 2-dr., $1,650*; 
4-dr., $1,635*. °55 Two-ten (8) Sport 


Out of the future comes the sensational Wayne Superamic 
Transit Coach with unprecedented driver visability, ad- 
vanced structural design, and dramatic functional beauty. 

The enormous wrap-around windshield—bigger than 
that of double-deck passenger coaches — provides a remark- 
ably broad field of vision. Exclusive Wayne Lo-Dip Corners 
give important new down-front visability. 





Model Breakdown 
Of Auction Averages 











Jan., Dec., Nov., 
Model 1957 1956 1956 
$2,393 $2,422 
1,860 1,909 
1,347 1,380 
898 938 1,006 
609 625 668 
394 412 433 
266 283 300 
200 213 235 
Overall 
Average $ 981 $1,009 $1,044 





coupe, $1,250; 2-dr., $910; Bel Air (8) 
4-dr., $1,250°; 2-dr., $1,010*. °54 Bel Air 
4-dr., $825; Two-ten 2-dr., 2 at $700; 
4-dr., $700; One-fifty 4-dr., $550. ‘53 Bel 
Air 4-dr., §725*; 2-dr., $560; conv., $450; 
Two-ten 4-dr., $570*°; coupe, $560. '52 SL 
Deluxe 2-dr., $335. "51 SL Deluxe 4-dr., 
$310*. °49 SL Deluxe 2-dr., $220. 


CHRYSLER—’53 Windsor 4-dr., $525*. 
DeSOTO—’47 2-dr., $100. °31 4-dr., $305. 
DODGE—’55 Coronet 4-dr., $900*. °53 Cor- 


onet 4-dr., $535*. ‘52 Wayfarer 2-dr., 
FORD — ’57 Fairlane (8) conv., $2,450* 
(ps); Victoria, $2,450° (ps); station 
wagon, $2,425*; 2-dr., §2,175*; Custom 


(8) 2-dr., $2,020°. '56 Fairlane (8) Vic- 
toria, $1,820* (ps); conv., $1,580; 4-dr., 
$1,575*; 2-dr., $1,550; Country sedan, 
$1,685*; Main (8) 2-ar., $1,225. °55 Fair- 
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lane (8) Victoria, $1,300*; conv., $1,210*; 

2-dr., $1,100. °54 Ranch Wagon, $963°; 

Custom (8) 4-dr., $900, "53 Custom (8) 

2-dr., $590. °51 Custom (8) station wag- 

$445. °50 Custom (8) 2-dr., $250, 
$230. 

HUDSON—’51 Commodore 4-dr., $125. 


LINCOLN—’57 Capri coupe, $3,935* (ps). 
MERCURY — ’57 Montclair Sport coupe, 
$2,950* (ps); 4-dr., $2,800* (ps). ‘56 


Montclair Hardtop, $1,965* (ps), $1,950* 
(ps); Custom station wagon, $1,890*; 
2-dr., $1,385. 

OLDSMOBILE — '56 (88) Holiday coupe, 
$2,060* (ps). ’55 (88) Holiday coupe, $1,- 
650* (ps); 4-dr., $1,510*. "54 (98) 4-dr., 
$1,210* (ps). '53 (88) 4-dr., $810*. 

PACKARD—’55 Clipper Hardtop, $1,750* 


(ps). 

PLYMOUTH—’56 Savoy (6) 2-dr., $1,070. 
’55 Belvedere (6) 4-dr., $850; Plaza (6) 
4-dr., $700. '54 Plaza 4-dr., $410. °52 
Cambridge 4-dr., $260. '51 Cranbrook 4- 
dr., $150. 

PONTIAC—'57 Chieftain (8) Sport sedan, 
2 at $2,700* (ps). 56 Chieftain (8) Cata- 
lina, $1,635*. '55 Chieftain (8) 2-dr., $1,- 
060; 4-dr., $1,050°. '54 Star Chief (8) 
4-dr., $825°. ‘53 Chieftain (8) 4-dr., 
$725°. ‘52 Star Chief (8) 4-dr., $440*. 
*50 2-dr., $138. 

MISCELLANEOUS — ’'55 Chevrolet %-ton 
pickup, $790. '54 Chevrolet tractor and 
trailer, $1,000. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 22.) 
BUICK—’56 Special Riviera, $2,050*. '55 

Special Riviera, $1,790* (ps); 2-dr., $1,- 

330. °54 RM 2-dr., $1,500* (ps); Super 

Riviera, $1,355°; 4-dr., $1,110*. ‘53 

Super Riviera, $860°. ‘52 Super 4-dr., 

$620°. °50 Special 2-dr., $305*; Super 2- 

dr., $295°*. 


(Continued on Page 42, Col. 3) 





THE LOOK OF THE FUTURE IN SCHOOL TRANSPORTATION 





Feature after feature of this great coach is deliberately 
designed to open a new era in daily pupil transportation — 
to surpass anything ever offered for athletic teams, bands, 
glee clubs, and other groups that travel—and to better 
meet the needs of charter, industrial, feeder-line, excursion 
and cross-country operations. For further information con- 
tact your Wayne distributor now, or write to: 


WAYNE WORKS, INC. 


Both forward-engine and rear-engine models of 


the Wayne Superamic Transit Coach are available 


in either low or high headroom 









Sen EAS St 


lane (8) 4-dr., $1,650*%; 2-dr., $1,609*. 

Ranch Wagon, $1,600, '55 Custom (g} 

mow your | ; Sai Pa sare Sa 

tom (6) 2-dr., $900, '54 Crest (©) Vig. 
e a U d-( A t oO p toria, $905; Custom (8) 4-dr., $640, $595. 
Competitors se ar uc / n rices Main (6) 2-dr., $580, ’53 Crest (8) cony,’ 


$550*; Custom (8) 2-dr., $705*, $475, 53 
Ranch Wagon, $640. °50 Custom (8) 4 


é dr., $165. 
sts; (Continued from Page 41) KAISER—'52 4-dr., $300. $250, 


CADILLAC—'51 (62) 4-dr., $940*. | $210*; 4-dr., $135*. '50 Champion 2-dr., | MERCURY—'55 Custom 2-dr., $1,025. "5% 

CHEVROLET—'sT Bel Air (8) 4-dr., $2,-| S100,  taratop, $390° S106; beomtarcy “2ar., 900080 a 
5*. '56 Two- & ti , s— e D, f $705; by 0. “dr, 

The Official Automotive Wholesale Sree. 06 Twoten (8) station wages, | $220: 

° ’ , , ’ ’ ~ > IRE 

Cost Index for 1957 Will Help You! 750*; Two-ten (6) Delray coupe, $1,- | MASON CITY, IA. NASH—'S2 Rambler Hardtop, $325. 

610; 2-dr., $1,510; Bel Air (6) 4-dr., (Central States Auto Auction, Gale every OLDSMOBILE—’55 (88) Super conv., §1,. 
= t tati d - $1,575. ‘55 Two-ten (8) station wagon, | _. . 675* (ps); 4-dr., $1,490*; (98) 4-dr. $1. 
plete ond aredene whelooeip opted NEW. cor cost reference $1,670°, $1,550, $1,450; 4-dr., $1,295°, | Wednesday. Prices are for sale of Jan. 23.)/ 525°. ‘53 (98) 4-dr., $800*. ‘50 | (88) 
price data available... on which guide . . . developed for and $1,250, $1,215, $870, $805; Bel Air (6) SUL 7 "Seeemai’ Riteee G1 bene 155 | _ 4748-» $225°; (76) 4-dr., $160°. 
to base comparative costs of most widely used by banks and 4-dr., $1,460*; Bel Air (8) 4-dr., $1,365* | Century aie, $1,705°" (ps); Super| PLYMOUTH—'55 Belvedere (8) 2-dr., §1,. 
1957 «utomobiles, accessories finance companies from coast-to- (ps); One-fifty (8) station wagon, $1,-/ 2. a ’, : 075*. ’53 Cambridge 4-dr., $495; 2-dr, 
7a eudenet one. 450. '54 Two-ten 2-dr., $825. '53 Bel Air| Riviera, $1,615° (ps). °54 Special Riviera,| ¢455° +55 Cranbrook 4-dr.. $325. °50 4. 
ea eq 4 ; 1987 saat Give Hardtop, $895; 4-dr., $740*, $710; Two- $1,185 ; 4-dr., $1,075*. 53 RM 4-dr., dr.. $105. c : - 
© Includes ALL American-made pa ger fe ten 4-dr., $795*, $535*, $505*; 2-dr., 2| $795* (ps). '52 Super Riviera, $510*, ’51 PONTIAC 6 iene Chiat <8) dete. conill 
© Classifies dealer's basic cost according to model. at $600, "52 SL Deluxe Suburban, $625; | _, Special 2-dr., $255. : =a seaee 4 lie! s ) 4-¢ rs 925°; 
© Details of the wholesale cost of ALL accessories and equipment. 4-dr., $510, $480*; club coupe,  $485*, | CADILLAC—’56 (62) 4-dr., $3,500° (ps). $725¢ os Chesteas a a ye _ A-dr., 
© Kept current with major price-change supplements . . . at no $365. '51 SL Deluxe club coupe, $420; 4- 55 (62) coupe de Ville, $3,240° (ps); Silver St S tRy a ‘ ) 985°” $495°. "51 

additional cost . dr., $395; conv., $245. ’50 FL Deluxe| (60) Special 4-dr., $2,890° (ps). ‘54 (62) aes ee? Saaees Smee 
‘ 4-dr., $320. '49 SL Special 2-dr., $185; 4-dr., $2,380° (ps). ’53 (62) conv., $1,-| STUDEBAKER — '52 Commander 4-dr, 
An indispensable tool for checking competition...cost-wise! FL Deluxe 4-dr., $180, $150. | 380° (ps). 51 (62) 4-dr., $845°. $370, ’51 Champion 2-dr., $180. 


; id 4 ce OHRYSLER—'50 Winds Hardtop, $330° | CHEVROLET — '57 Bel Air (8) Hardtop, 

SEND NO MONEY! We will mail post-paid and invoice SLER—'S dsor dtop, $330". | $2,515* (ps); 4-dr., $2,300*. ’56 Bel Air| yy, > 1 r ‘ONN 

$ ; d $6 f h DeSOTO—'55 Custom 4-dr., $1,625*. '52| (8) 4-dr., $1,745*; Two-ten (6) 2-dr., WAREHOUSE POINT, CONN, 

upon mailing at $7.50 for the initial copy an or eac Sportsman Hardtop, $450*; Custom 4-dr.,| $1,340. "55 Two-ten (8) Delray coupe,| Southern Auto Sales, Inc, Sale every 
‘ : ~ $425°. $1,135*; 4-dr., $1,100 (ps). °54 Bel Air| Wednesday. Prices are for sale of Jan. 23, 

additional copy maile to the same address. EDGE ~'5S Corenct (8) é-ér.. 0008". 4-dr., $865. 53 Bel Air 4-dr., $795*, $770, : 


nan. ’ (Sold 133 cars out of 147 for a whop- 
: 50; 2-dr. a - 
Write for your requirements TODAY! FORD-—-'56 Country sedan, $1,950*, $1,- sap dr., $700°, "52 SL Deluxe 4-dr.,! ping 90.4 average.) 


875*; Fairlane (8) Victoria, $1,795* (ps); | pODGE—’56 Suburban, $1,700*, °55 Coro- BUIC K—’56 Special Riviera, $2,200° (ps), 
AUTOMOTIVE PUBLISHING COMPANY drar., “$L.880%; ‘Custom, (3) Pear, a1, | POON aoe Gunman. $LTOOe. "G5 Coro] "55 “Special Riviera, $1,700" (pa): Cen 
Ray Ghumberiein, Manager £7O to re, St AGS. (55 Custom, (eo or: | _,8865°. '52 Meadowbrook 4-dr., $265°. $810, $795. "53 Super Riviera, $735*. "s3 
310 Lakeside Ave., W. © Cleveland 13, Ohio $1,645", $1,225, $900; 2-dr., $1,250, $1.-| FORD—'57 Fairlane (8) 500 Victoria, $2,-| Super Riviera, $515*, $415*. °51 Super 4. 
190, 2 at $805: Fairlane (8) | ictoria, 270* (ps); 2-dr., $2,240*; Fairlane (8) dr., $305*: Special 4-dr $175*. ’50 Su 
$1,575; 4-dr., $1,505 5 $1,415*; Ranch Victoria, $2,320*: 2-dr., $2,200* (ps). ’56 naw so4be s160°: Special bus ‘to 
Wagon, $1,430. "54 Custom (8) 4-dr.,| Fairlane (8) 4-dr.. $1,610*: conv., $1,- $108, 100°.’ ; ° } 
$945; club coupe, $890; 2-dr., $850; 605*: 2- $105, ‘ 


=. 2-dr., $1,605*. °55 Fairlane (8) | CADILLAC—’55 ( 
Main (8) 2-dr., $430. ‘53 Custom (8) Crown Victoria, $1,505*: Country sedan, oan C—'55 (62) 


4-dr., $695; conv., $685*; Main (8) 2-| §1.510*: Ranch Wagon, $1,340*. '54 Crest : Cas , 4 : > 
dr., $600*; Main (6) club coupe, $440. (8) 4-dr.. $865*: Victoria, $900; Custom — $2,570° (ps) ; conv., $2,565* (ps); 
‘=o , *. , ’ , , 4-dr., $2,410* (ps), $2,400* (ps), ’53 (62) 
52 Crest (8) Victoria, $660*; Custom (8) 4-dr. $880* °53 Crest (8) Victoria rm . 
lub 9. 51 C | “+, . , 4-dr., $1,410* (ps). '52 (62) conv., §1,- 
(8) club coupe, $4 yo. 's ustom (8) $730, $715. "51 Custom (8) 4-dr., $310°*. 055*. °51 (62) 4-dr.. $735*. °49° (61) 
club coupe, $450° ; Victoria, Toe becnue OLDSMOBILE—’'57 (S8) Super 4-dr., $3,- 4-dr., $345*. ees ; F 
$320°: Main (8) Sones — on re 015*. °56 (98) Holiday, $2,590° (ps); (88) CHEVROLET—'56 Bel Air (8) 4-dr.. $1- 
(6) 4-dr., $340; eluxe (8) -dr., $ 70, 4-dr., $1,985*, $1,750; Holiday coupe, $1,- 475*: Two-ten (8) 2-dr $1,390*. $1. 
$180, $175; Custom (8) 4-dr., $205. "49 865*. °55 (88) Super 4-dr., $1,600* (ps). 380°. $1,370* $750° (police). "55" One- 
Custom (8) 2-dr., $175 | °54 (88) Super 4-dr., $1,415* (ps). fifty (8) station wagon, $1,125 7 $1,095; 
HUDSON—'52 Wasp 4-dr., $275* | PLYMOUTH—’57 Savoy (8) 4-dr., $2,335°. Two-ten (8) 4-dr., $1,085*, $975, 2 at 
KAISER—'51 Manhattan 4-dr., $225* 55 Belvedere (8) 4-dr., $1,340*; Plaza $950, $900; 2-dr., 2 at $975, $970, $950 
2 LINCOLN '56 Premiere sedan, $3,300* (6) Suburban, $1,250; 2-dr., $850. 3 at $940, $910, $900. 54 Two-ten 4-<dr.. 
, (ps). PONTIAC—'56 Chieftain (8) 4-dr., $1,785° 740, '53' Two-ten station wagon $815: 
E e| A [ | al MERCURY—'56 Monterey 4-dr., $1.875*| (PS). °54 Chieftain (8) 4-dr., $860*. ’53| 4-dr., $630; Bel Air 4-dr., $695; One. 
(ps); Custom 4-dr., $1,800*; 2-dr., $1,-| Chieftain (8) 4-dr., $535*. ‘51 Silver/ fifty station wagon, $670. '52 SL Deluxe 
~~ 675*. °55 Monterey Hardtop, $1,655%;| Streak (8) 4-dr., $265° 4-dr., $455, $360*. "49 SL Deluxe 2-dr., 
4-dr., $1,470*. °54 Custom 4-dr., $825. | $190. 


| 
— / ‘53 Monterey Hardtop, $1,180*, $930*; PEABODY, MASS. CHRYSLER—'55 NY conv., $1,620* (ps). 
Custom 4-dr., $670. "52 Monterey 4-dr., 3 DeSOTO—'55 Firedome 4-dr., $1,475* (ps). 
$650. ‘49 4-dr., $240; club coupe, $135.| ‘Peabody Auto Auction. Sale every) nODGE '52 Meadowbrook 2-dr., $305*, 


NASH — '52 Rambler Hardtop, $395. °51| Thursday. Prices are for sale of Jan. 24.)| ‘51 Meadowbrook 2-dr., $210. 

Statesman 4-dr., $120*. (Weather cold, Sales were steady here | FORD—'57 Fairlane (8) 500 Victoria, $2,- 
OLDSMOBILE—'55 (88) Holiday, $1,720*.| this week and prices remained good om | 200*. ‘56 Thunderbird, $2,520* (ps); 
a) | 








coupe de Ville, §2,- 
(ps); conv., $2,890* (ps). °54 (62) 











"54 (98) Holiday, $1,665* (ps). "52 (98)| Clean merchandise, Sold 81 cars out of Fairlane (8) Victoria, $1,560*; conv., 
coupe, $715*; 4-dr, $440*. ‘51 (88) | 146 offerings.) oa ba $1,500*; Custom (8) 4-dr, $1,385*. °55 
, Super 4-dr.. $390*; | (98) 4-dr., $305*, | BUICK—"56 Super Riviera, $2,375* (ps);| Fairlane (8) 4-dr., $975; Custom (8) 2- 
= 5 . , ~ _ all es "50 (88) 2-dr., $305*; 4-dr., $195*. Special Riviera, $1,835*. '55 Super 2-dr.. dr., $925, $885; Custom (6) 2-dr., $835; 
S nas \ <e) N i‘; a | N G \ PLYMOUTH—’56 Savoy (6) 4-dr., $1,- $1,705 (ps); Special 2-dr. $1,250*,. '54 Main (6) taxi, $395, $350. °54 Custom 
~ ™ 515*. "55 Belvedere (5) station wagon, Century _ Riviera. $1,275*; Super 4-dr., ‘(S) 4-dr., $895. '53 Crest (8) Victoria, 
$1.480; Savoy (6) 4-dr., $920. °54 Savoy| $1.110*. '53 Special 2-dr., $650. '52 Super| ss45*, $685, $600; Ranch Wagon, $670; 
2-dr., $820. "53 Cranbrook 4-dr., $485. | a “aa 2-dr., $490. "50 Spe- Custom (8) 2-dr., $575; 4-dr., $575. °52 
"52 Cambridge Suburban, $605; 4-dr.,|.-. “7 : 7: Custom (8) 4-dr., $400; conv., $375; 2- 
$385. "51 Cranbrook club coupe, $330; |CADILLAC—'52 (62) 4-dr., $1,260, $1,-| dr. $235. '51 Custom (8) 4-dr., $305; 
, a Belvedere, $315; Cambridge 4-dr., $200.| 140°. '51 (62) 4-dr., $700*, $625*. °49| Deiuxe (8) 2-dr., $130, '50 Custom (8) 
ONE OF THE NATION'S ‘49 club coupe, $260; 4-dr., $160 (es) _s-ér.. $280 club coupe, $210. 


. 9 ‘ . | CHEVROLET—"56 One-fifty (6) 2-dr.. $1,-| LINCOLN—'54 Capri 4-d 200° 
PONTIAC 55 Chieftain (8) Catalina, ae I 335. "55 Bel Air (8) 2-dr.. $1,195*: Two- Sapri dr., $1, (ps). 


“ny . , 575*; 4-dr., $1,450°; 2-dr., $1,220°. : , . ; - | MERCURY—’56 Medalist 2-dr., $1,340, $1,- 
| LN et ST AND MOST MODI RN Chieftain (8) 4-dr., $720. $670°: 2-dr., ten Delray, $985. "54 Two-ten (8) Delray, 250. 


"55 M , 50*, $1,- 
$706°; Chieftain (6) 2-dr., $380. '52| S506": One-Oiiy (6) 2dr, $006. "SS Two! 315°. '52 Custom o-dr., $480", $410, a 
Bb) Bae ~1+ my ; JUNDRIF c Chieftain (8) station wagon, $650°; 2-| 44. “Seige sa7s °51 SL Deluxe a, _club coupe, $295*. °50 conv., $185. 
| ie it ww sh XY . a dr., $375*. ‘51 Silver Streak (8) 4-dr., $385. $345 49 FL Delux 4-d $195. NASH—'55 Statesman 4-dr., $875; conv., 
$350*, $330. "49 Silver Streak (8) 4-dr., ; . a F-, $299. | $520. "52 Rambier 4-dr., $440. 


"46 2-dr., $100. > > 9 » . 
225, $115°*. 7 J ee . OLDSMOBILE—'55 (SS) 2-dr., $1,350, "4 
$ , CHRYSLER—'53 Windsor Newport, $600. (g<) 4-dr.. $1,095*. °53 (98) 4-dr.. $695° 


25, Ra : : f 
Pe dheaaten ar. sine: Saeaniee FORD—'56 Country sedan, $1,900*; Fair-| (p55) gsesd*. °52 (88) 4-dr., $490°. ‘51 
(88) 4-dr., $255*; 2-dr., $190*, "50 (88) 


2-dr., $120°. 
Cy. WILLYS—'51 station wagon, $330. ‘50 N Di d T Holiday, $280°*. 
station wagon, $330. ew lamon PACKARD—'55 Clipper 4-dr., $1,370*, °53 


co | | Wi bf MISCELLANEOUS — ‘54 Ramage oy a “ rurmeonn” yf, ors eer 
800. °52 Chev t %-to -kup, | .¥} - avoy (6) 2-dr., ), 
rsa dae Sree tena ten pectun Seen. OA Is Designed for $895, $865, 2 at $860. "53 Savoy ‘station 
Ps GMC %-ton pickup, $550. ‘48 Chevrolet | a wagon, $580 ; Cranbrook 4-dr., $430. 52 
FOUNDRY DIVISION pickup, $295. ‘46 International ‘%-ton Med Dut Cambridge station wagon, $510, ‘51 
pickup, $195. "40 Dodge %-ton pickup, | lum y — Belvedere, $290. ‘50 conv., 

$125. | Bo aia y 
~y: xi; wg ntiqvarnat s CHICAGO. — A new entry in the PONTIAC—'56 Chieftain (8) Catalina, $1,- 


RIN PLAN MINNEAPOLIS 765*. '55 Chieftain (8) 4-dr., $1,140*. '4 


medium-duty truck field has been! Chieftain (8) Catalina. $1.090*; 2-dr., 


et i ic TENNESSEE (Minneapolis Auto Auction. Sale every | introduced by Diamond T. $730. °53 Chieftain (8) 4-dr., $450. ‘51 
CHATTANOOGA 2, Wednesday. Prices are for sale of Jan. Called Model 431, it i ted at| a civer Streak (8) é-dr., $805°, S306°. 
23.) 19,000 pounds GVW 7 7 = at) STUDEBAKER—'54 Champion 2-dr., $575. 
(Market sticky today as older models ’ an ,000 ‘53 Champion 4-dr., $480. °51 Business 
were the only hot ones, Sold 96 cars out | pounds GCW. The truck is powered nsentiat cate ced 
of 133 offerings.) by an overhead-valve, 140-horse-| “i7C PEA: — ee = 
BUICK—’56 Super Riviera, $2,460*° (ps). . lind . gon, . "52 Dodge #-ton pick- 
’55 Super Riviera, $1,620* (ps). "54 Spe- power six-cylinder engine of 264- up, $420; GMC %-ton pickup, $275. ‘51 
cial 4-dr., $975°*. 3 Bpecial 4-dr., $575°. —e oe. Chevrolet 1%-ton pickup, $290. 
"52 Super Riviera, $405*. ransmission is a eavy-duty, 
CADMAAC "9 iy ar $2.500° (re | four-speed Warner TOS synchro- CHICAGO 
coupe de Ville, $990*. mesh. The standard rear axle is a| ‘Arena Auto Auction. Sale every Tues- 
CHEVROLET “Ss ‘Bel Aur (%) Hardtop, | Timken E-100. Options include a| “*¥isiu°se,tre {or sale 21 Jan, 22.) 
gg (Bae FS gt we $1,150, | *WO-Speed axle and oversize axles.| BUICK—'56 Special 4-dr., $1,700* (ps). "55 
S K $1,120. "55 Two-ten (8) 4-dr., $1,070, Quick-detachable fenders, which ae oe 2.oe ips), $1,308" 
$1.050. 54 Bel Air 4-dr., $910* (ps),| Diamond T says can be removed ps); Century 4-dr., $1,520* (ps). 
a » . . Super Riviera, $1,050*. ‘53 Super conv., 
Mr. Dealer: boost your erie Te. inetn Bae. «os 9000" "05 | in five minutes, provide easy acces-| $325"; Riviera, $650, $610, $590", 
SL Deluxe 4-dr., $425*) $415, $410, '51| Sibility to the engine. | $540*, $525*, $495*; Special 4-dr., $600. 
- . . ° ° ° ’ : | , , * 
(and improve your technique with older models) SL Deluxe 2-dr., $305, $245, $200. °50| The truck is built on a wide) (.tj yh ‘so von) Sives, $3 50° (ps) 
oo oy ae $160, "49 SL De-| range of wheelbases to accommo- | ‘55 (75) 4-dr., $3,980* (ps), $3,600" 
How’s your approach with an older model? Can you spruce CHRYSLER — '53 NY 4-dr., $705*. '51| date a variety of commercial bodies. (Continued on Page 43, Col. 1) 
* . Windsor 4-dr., $400*. * * . 
up an ancient Lizzy and put that gleam back? Well, you can DesOTO—'S2 Firedome 4-dr., $440* (ps). 
i bo i DODGE—’53 Coronet 4-dr., $660*. ’52 De- 
do it better eigen — you plan your _ — ues Come “Gunes ban, 
DeVilbiss spray-painting equipment. You $225°. 
= 7 re 8 — finish t FORD—’56 Custom (8) 4-dr., $1,436*. ’55 
be turning out factory-quality finishes a Custom (8) 4-dr., $1,040%, | $1,020, ‘34 
i i = Custom (8) 4-dr., $880*, E & 
So speeds ae ' watch those Custom (8) 2-dr., $575". $560", | $620. 
me aroun ou want to "52 Crest (8) conv., $550*; Custom ( 
older mode nae ‘ oe 4-dr., $390*, $360*, $345. '51 Custom (8) 
boost your *Service Absorption, call your 2dr. $265", $250." "50 Deluxe (8) 4-dr., 


ilbi $160*, $140, 49 Deluxe (8) 4-dr., $150*, 
DeVilbiss man today! $160", 


KAISER — ‘51 Deluxe 2-dr., $140*. 
MERCURY — '55 Custom Hardtop, $1,- 
De ViLBISS 510°; 4-dr., $1,460*. "54 Custom 4-dr., 
$1,020*. ’53 Custom 2-dr., $775*, $640*. 
*52 Custom 4-dr., $510°*. 
NASH — ’52 Rambler sedan, $475*; 2-dr., 
. 





355°. 
oUDSMOBILE — '5S (88) Super 2-dr., 
$1,800*, $1,740*, $1,710*. "54 (88) Super 
4-dr., $1,205". °53 (88) Super 4-dr., 
$965*. °51 (88) 2-dr., $500*. *50 (88) 
4-dr., $300*, $290*. '49 (66) 4-dr., $200*, 
$150*, $135*. 
CKARD — '50 Deluxe 4-dr., $120*. 
— '55 Plaza (6) 4-dr., $960. 2 
4-dr., $780*. '53 Cranbrook 4- 


$405.52, Cranbrook 2-dr-, | New Entry in Medium-Duty Field— 


‘51 Cranbrook 2-dr., 


oe be. $135. "49 4-dr., $100. Diamond T's Model 431, powered by a six-cylinder, overhead-valve engine, is rated 
oy saan an ts es at 19,000 pounds GVW and 35,000 pounds GCW. Fenders, the maker says, can be 

Chieftain (8) 2-dr., $605. ’50 2-dr., $150, | removed in five minutes for easy accessibility to the engine. A variety of wheelboses 
STUDEBAKER — ‘52 Champion Hardtop, | and axle options are available. 











(Continued from Page 42) 


’47 Chevrolet 


ys coupe de Ville, $2,950* (ps); 
38 Ford %-ton 


$2,580* (ps); 


Dodge %-ton pickup, $255. 
coupe, $2,115* : 


%-ton pickup, 
pickup, $205. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Jan. 21.) 


(Buyers from all over the country at- 
tended our auction here today. They were 
out to do business but unable to com- 
plete their orders due to the scarcity of 
nice cars, Any nice automobile, any make, 
any year, sold at hot prices. There is a 

ig demand for ‘‘money back guaranteed 
cars.’”’ Junkers and rough autos are hard 
to sell at old prices, but we can sell 
them, Sold 81 out of 109 offerings.) 
BUICK—’50 RM 4-dr., 
CADILLAC—’ 55 

$2,600* (ps). 


. "49 (62) coupe, $350°. 
"56 Two-ten 


, $2,900* (ps), 


"52 (62) 4-dr., ’ : 
coupe, $870* ; . '49 (60) Spe- 
uv ROLET—'56 Bel Air (6) Hardtop, 

Bel Air =. Hardtop, ‘#1, 530* (ps), 


Two-ten (8), "a-dr.. 


54 Two-ten 2-dr., $635; 4-dr., 


coupe, $775"; 


Two-ten 2-dr., 
CHRYSLER—'55 Windsor ‘4-dr., 


Nassau, $1,565° (ps). "53 Windsor ’2- ar., 


'54 (62) 4-dr., $2,125° (ps). 
DesOoTO— 57 Firedome Sportsman, $2,800*. 
65 Firedome 4-dr., ‘HE R LET 
ca. station wagon, $825*; 1 CHEVRO : 
Two-ten (6) station wagon, $1,275; 2-dr., 
$1,020, $970*, 
ten (8) 4-dr., 
. '53 One-fifty 4-dr., 
’51 SL Deluxe club coupe, $300; 
. '50 FL Deluxe 2- 


DODGE-'55 Coronet Suburban, 
"53 Coronet (8) 2. 
Meadowbrook 4- 


. 54 Two-ten 4-dr., 


SL Special 4-dr., 


DesOTO—’ 53 Firedome 4- dr., 
DODGE—’'54 Coronet station. wagon, $900. 

’53 Coronet 4-dr. 
FORD—'56 Parklane station wagon, 
; Fairlane (8) Victoria, $1,950*; 
Victoria, 825° 
Town 1 sedan, $1,- 


youd 57 Custom (8) 300 4-dr. 
"56 Fairlane (8) Victoria, $1, 830° 
; Country sedan, $1, 475* (ps); ¥ 
, $1,435* (ps); Custom (8) 
; station wagon, $1,- 
"55 Country sedan, 
Town sedan, $1,225* (ps); 
$925; Ranch Wagon, $1,080*. 
, $740, $670; Main (8) 2-dr., 
Victoria, $820*; 
$475; Crest (6) 
. "52 Custom (8) 4-dr., 
HUDSON-—'55 Hornet Hollywood, 
be ‘ . "53 Hornet 4-dr., 
LINCOLN—’'56 Capri 2-dr., 
MERCURY—’57 Monterey 4-dr., 
‘56 Monterey coupe, 


Wagon, $1,450*: 
$1,050, $750; 
(8) Victoria, $i, 025. 
(8) Skyliner coupe, $985* 


$1,060, "$995; 


$2,600* (ps). 
7 ; Main (8) 4-dr., 


Monterey 4- 


'54 Monterey Hardtop, MERCURY—’57 Montclair 4-dr., 


’55 Montclair station wagon, $1,230; Mon- 
terey coupe, ° 
Monterey 4-dr. 

NASH—’55 Ambassador 4-dr., 
Rambler station wagon, $275. 

OLDSMOBILE—'55 (98) 4-dr., 

oan” $1,300°. 


NASH—’55 Ambassador club coupe, 
° Ambassador 

Rambler 2-dr., \ 
OLDSMOBILE—'56 (98) Holiday, 2 
(88) Holiday, $2,370° 


$1,050* (ps). 


‘55 (98) Holiday, 
$2,070° (ps) ; (88) Holiday, $1,835° (pa), 


$1,550° (ps); 
, $1,045° (ps). 
$850°; (88) 2-dr., 


$2,100* (ps). 


PLYMOUTH—'SS Savoy (6) 4-dr., 
Plaza (6) 4-dr., 
coupe, $800*; Savoy 4-dr., 
Savoy station wagon, $750. 

PONTIAC—’53 Chieftain (8) 2-dr., 
"52 Chieftain (8) 2-dr., b 

STUDEBAKER—’53 Champion coupe, $480; 
Commander Land Cruiser, 
Commander 2-dr., . 

WILLYS — '53 station wagon, $400; Aero 


$290. 
MISCELLANEOUS—’ 54 Willys i-ton stake, 
. ‘52 Ford %-ton panel, 
GMC 1-ton pickup, $435. 
pickup, $130, $120. 
$200. 


"54 (38) 2-ar., '54 Belvedere Sport 


53° (98) 4- ar., 

; 4dr., $805°. 
| *51 (98) 4-dr., 
PACKARD—'55 Clipper 2-dr., 


$295°. 

i—’55 Belvedere (8) Hardtop, 
; Plaza (8) station wagon, $1,110; 
4-dr., $875; Savoy 
Belvedere Hardtop, . 
. "53 Cambridge 2-dr., 


"$1,505* (ps). 


49 Ford %-ton 


’56 Chieftain 47 Ford %-ton tow, 


’55 Chieftain (8) Cata- 
Hardtop, $1,290°. 
i Chieftain 


wagon, $1,650*. 
lina, $1,810° (ps); 
Star Chief (8) 4-dr., $790*. 
om Catalina, $785*, 
‘52 Chieftain (s) Galation: 
’51 Silver Streak <8) 4-dr., $400. 

"50 (8) Catalina, $265*; 
STUDEBAKER—'55 President 4- dr., $885. 

"+44 Commander 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Jan. 18.) 
(Cold weather has sales 
quite a bit with consignments 
half of normal, Prices about the same 
Commander last _—_ Sold 117 cars out of 171 offe 
BUICK—’57 Century Riviera, $3,030° (ps). 

‘53 Special 4-dr., . 
. "51 Super 4-dr., 
° . "50 RM 4-dr., . 
CADILLAC—’56 (62) coupe, $3,635* (ps). 


WILLYS—’ 46 Jeepster, 


MISCELLANEOUS —’54 Hillman Minx 2- 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Jan. 23.) 
(Market almost back te normal, Sold 
128 cars out of 173 offerings.) 
BUICK — '54 Century 2-dr., 
Super Riviera, $880° (ps); Special a-4r., 


"51 oS 3. dr., 


'56 Two-ten (6) station 
. "55 Two-ten 
*54 Bel Air 2-dr., 
$705; One-fifty 2-dr., 
$610, $580, $520. 
. "50 SL. Deluxe 2-dr., 


CHEVROLET 


Two-ten 2-dr., 

Deluxe 4-dr., 

. "49 FL, Deluxe 2-dr., 

CHRYSLER—’52 Windsor 4-dr., 
NY 4-dr., $360°. 

DeSOTO—'53 Powermaster 2-dr., . 

‘48° Custom 4-dr., 


coupe, $230*. 

Special 4-dr., 

} —'56 (62) sedan de = #4,-| Custom 2-dr., 
$125. 

DODGE—’S4 Royal (8) 4-dr., 


CHEVROLET—'57 Bel Air (8) 2-dr., Cerenst 3-4r.. 


55 Two-ten 
$1,050, $935; ‘One-fifty (8) 2-dr., 
"M4 One-fifty 2-dr. Be 


$855, $555°; 

'52 SL Deluxe 4-dr. 
2-dr., $450, $390°, 
Bel Air, $295*; 


$590°, $575°. "53 Coronet 
, $500; Meadowbrook 4-dr., $490. "52 
$350*; Diplomat, $230°. 
FORD—’57 Fairlane (8) 500 Victoria, $2,- 
; Fairlane (8) 2-dr., 
*56 Fairlane (8) Victoria, $1,720*, y 
660°; 2-dr., $1,645°; conv., $1,525*; Cus- 
55 Custom (8) 
$1,040, " $1,005, “$980, 2 at $945, 
54 Custom (8) 2-dr., $850°, $600*. 
"53 Custom (8) 4-dr., 


Coronet 4-dr., 


’ One-fifty 2-dr., 


‘51 SL Deluxe 
2-dr., $290; SL Special 
= sL Deluxe 4-dr., 


tom (8) 2-dr., 


; Grest (8) Vie- 
LINCOLN — '57 Premiere coupe, $4.180° 


MERCURY—'56' Montciair coupe, 
"53 2-dr., $710*, $650. 
OLDSMOBILE—’57 (88) Holiday, $2,890*, 
. "55 (88) 2-dr., 
. "51 (88) 


2 Custom 4-dr., \ 
53 Meadowbrook club coupe, 
. "52 Meadowbrook 4-dr., . 
"57 Custom (8) 4-dr. $2,160. 
Fairlane (8) 4-dr. 
tom (8) 2-dr. 


Deluxe ‘ 
"88 2-dr., $150. 
DesoTro—’s: 


$1, 340, "$1,335, "$1, 315. 
(8) Victoria, $1, ame? 
$1,370; 2-dr., 
station. wei L408 
PACHARD— 52 Clipper coupe, $450*. 
PLYMOUTH—’55 Savoy (8) 4-dr., 

"54 Belvedere 4-dr. 

4-dr., $455*, $400; Dambriage .. on 


"53 Cranbrook 


*52 Custom (8) 
51 Custom Vic- 
$365, $350*; 


, $255, '50 ¢ 
* $275" = $180*; 


"51 Cranbrook 4-dr., 


, $170. 
PONTIAC— 57 Chieftain (8) Catalina, $2,- 
. "56 Chieftain (8) 2-dr., 
Star Chief (8) Catalina, $1,640* (ps); 4- 
. "4 Star Chief (8) 4-dr., 
$995*. ’53 Chieftain (8) Catalina, $755*. 
"52 Chieftain (8) 2-dr., $425. 
STUDEBAKER—’ 52 Champion 2-dr., $300. 
’51 Champion 2-dr., Champion 


MISCELLANEOUS—’ 54 Jaguar sedan, $1,- 
. ‘48 Chevrolet 1-ton pickup, $170. 


FT. WAYNE, IND. 


(Ft, Wayne Auto Auction, Sale every 
Tuesday. Prices are for sale of Jan. 22.) 
(Market very good, Sold 69 cars out 


of 88 offerings.) 

BUICK—’56 Special station wagon, $2,460* 
Riviera, $1,950*; . 

RM sedan, $1,560* (ps); Special 4- 


(8) club coupe, $450. 
HUDSON—’'52 Hornet 2-dr., gnes. 
LINCOLN—’49 Capri 2-dr., $130. 
oss coupe, $1,400°; 
49 2-dr., $196. 
OBILE—’ 51 (88) 4-dr., 

$355*; (98) 4-dr., $280*. 
D—'51 4-dr., 
eresee ss Plaza 2-dr. 

Cambridge: 4-dr., 

$130. 


eo — °S4 2-dr., $805*. 2 
"52 Chieftain (8) Catalina, $510; 
° . *48 





$270. ’50 Deluxe coupe, 


52 Commander 2-dr., 
. ’50 Champion 2-dr i 

US—'56 Ford %-ton pick- 
"53 Ford %-ton pickup, $395, 


’ $4 ; 
$310. *52 ‘Chevrolet %-ton pickup, $410; CADILLAC—'s6 
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610° (ps), $3,545* (ps). 55 (60) Special 
4-dr., $2,675* (ps). °49 4-dr., $415*. 

CHEVROLET—’'55 Bel Air (8) 4-dr., $1,- 
125; Two-ten (8) 4-dr., $1,020. '53 Bel 
Air 2-dr., $730; 4-dr., $625; Two-ten 2- 
dr., $565, $540°; 4- dr., $590* (ps); One- 
fifty 2-dr., $265. ‘52 "SL Deluxe 2-dr., 
$375*, °50 SL Deluxe 2-dr., $175*. 


CHRYSLER—’55 NY 2-dr., $1,685* (ps). 
"54 NY 2-dr., $1,145* (ps). 

DODGE—’57 Coronet sedan, $2,725*. ‘50 
Meadowbrook 4-dr., $190. 

FORD—’56 Fairlane (8) Victoria, $1,700*; 
Custom (8) 2-dr., $1,210; Main (8) 2-dr., 
$1,145. 55 Custom (8) 2-dr., $1,025, $1,- 
020. '54 Crest (8) Victoria, $875*; Cus- 
tom (8) 2-dr., $565, 53 Crest (8) Vic- 
toria, $695; Custom (8) 2-dr., $625, $580, 
$525, $470*. °48 club coupe, $160 x 

LINCOLN—’52 4-dr., $475*. 

NASH—’53 Statesman 2-dr., $305. 

OLDSMOBILE — '56 (98) 4-dr., $2,310*; 
> Holiday, $2,000* (ps). ‘52 (98) 4- 

$615*. °51 (88) 4-dr., $450*, "50 (88) 
an. $215*; 2-dr., $180°. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
225*. '56 Belvedere (8) Hardtop, $1,570; 
4-dr., $1,385*. '55 Plaza (8) 4-dr., $975*; 
2-dr., $875, '53 Belvedere Hardtop, $680. 
"51 Cranbrook Belvedere, $305. 

PONTIAC—’54 Star Chief (8) 2-dr., $800*. 
'53 Chieftain (8) 2-dr., $620*, $590, $295. 
’52 Chieftain (8) 2-dr., $600°; 4-dr., 
$415*. °51 Chieftain (8) Catalina, $395*; 
2-dr., $245°. 

STU DEBAKER—'52 Commander Hardtop, 
$265. 

WILLYS—’48 station wagon, $215. 

MISCELLANEOUS — '55 International %- 
ton pickup, $700. '48 Ford %-ton pickup, 
$300. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Jan. 21.) 
BUICK—’57 Century Riviera, $3,300* (ps). 

*56 Super Riviera, $2,425* (ps); Century 

Riviera, $2,125* (ps); Special Riviera, 

$2,050*, 2 at $2,045*, $2,000*, $1,985*, 3 

at $1,950*. °54 Super Riviera, $1,375*; 

RM Riviera, $1,295* (ps). ‘53 RM 4-dr., 

$645* (ps). "50 RM Riviera, $290°. ‘32 

(8) 4-dr., $190. 

CADILLAC—’ 57 (60) Special 4-dr., $6,150° 
(ps); (62) sedan de Ville, $5,900° (ps); 
coupe de Ville, $5,900* (ps). "56 Eldo- 
rado Seville, $4,390* (ps); (62) coupe de 
Ville, $3,980° (ps). "55 (62) 4-dr., $3,- 
025° (ps), $2,705* (ps), $2,600° (ps). 

CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 
500°, $2,415*. "56 Nomad station wagon, 
$2,310* (ps); Two-ten (8) station wagon, 
$2,120* (ps), $1,950; 4-dr., $1,770*, $1,- 
520°; Bel Air (8) Sport coupe, $1,990°. 
’55 Bel Air (8) 4-dr., $1,370*, $1,185. "54 
Bel Air Sport coupe, $1,065*; Two-ten 
4-dr., $790. °53 Two-ten station wagon, 
$740; 4-dr., 2 at $675, $630. 

CHRYSLER—’55 Windsor Hardtop, $1,725°. 

DeSOTO — ‘55 Fireflite Hardtop, $1,640*° 
(ps); Firedome 4-dr., $1,450° (ps), $1,- 
100°. 

DODGE—’'55 Royal (8) station wagon, $1,- 
610°; Coronet (8) Hardtop, $1,375*. °53 
Meadowbrook club coupe, $475. 

FORD—’57 Fairlane (8) 500 4-dr., $2,525*, 
$2,440° (ps), $2,435° (ps); Fairlane (8) 
2-dr., $2,160° (ps), $1,910° (ps). "56 
Fairlane (8) Victoria, $1,885° (ps), $1,- 
840°; 4-dr., $1,520°. ‘55 Fairlane (8) 
Country sedan, $1,400; Ranch Wagon, 
$1,305; Custom (8) 2-dr., $970, $930; 
Custom (6) 4-dr., $905. "54 Custom (8) 
2-dr., $505. °53 Main (8) Ranch Wagon, 
$710. "52 Crest (8) station wagon, $775. 
"51 Custom (8) 4-dr., $270, $155. 

HUDSON—’52 Hornet 4-dr., $335°. 

LINCOLN—'56 Premiere Hardtop, $3,380* 
(ps). "54 Capri 4-dr., $1,395° (ps). 

MERCURY — ‘57 Montclair Hardtop, $2,- 
850°. '55 Custom station wagon, $1,885*° 
(ps); 2-dr., $1,230°. °54 Monterey 4-dr., 
$975; Hardtop, $950; Custom 4-dr., $890. 
"51 4-dr., $325°. 

NASH—'56 Statesman 4-dr., $1,385. "55 
Ambassador 4-dr., $980°. "51 Ambassador 
4-dr., $205. 

OLDSMOBILE—'57 (88) Holiday, $3,490* 
(ps); coupe, $2,985° (ps). "56 (88) Holl- 
day, $2,500° (ps), $2,405*. "55 (98) Holi- 
day, $2,125* (ps), $2,015* (ps); 4-dr., 
$1,725* (ps), $1,655° (ps); (88) Holiday, 
$1,830*, $1,765*. ‘54 (88) 4-dr., $1,400° 
(ps), $1,070*. ‘53 (88) 4-dr., $755°. 

PLYMOUTH—'55 Belvedere (8) Hardtop, 
$1,400*; 4-dr., $1,155°. '54 Savoy 2-dr., 


$600. 

PONTIAC—' 57 Chieftain (8) Catalina, $2,- 
625°; coupe, $2,590° ‘56 Chieftain (8) 
station wagon, $2,370*° (ps); Star Chief 
(8) Catalina, $2,100° (ps), $2,025° (ps). 
'55 Star Chief (8) 4-dr., $1,585*; conv., 
$1,575*; Chieftain (8) station wagon, $1,- 
570°; 4-dr., $1,305*. ‘53 Chieftain (8) 
Catalina, $690°. °50 Silver Streak (6) 
2-dr., $120. 

WILLYS — ’°54 station wagon, $935. °47 
Jeepster, $350. "46 Jeepster, $250, $245. 
MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, a” 570. '52 Dodge %-ton pickup, 
$350*. '51 Chevrolet 1%-ton pickup, $460. 

"50 Gheveus %-ton pickup, $350. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Jan, 22. 


¥ dr. 

(ps), $2,210*; 2-dr., $2,055*, $2,045* 
(ps), $1,815*; conv., $2,100*; Super Rivi- 
era 2-dr., $2,065° (ps). ’55 Century Rivi- 
era, $1,700*; 4-dr., $1,440* (ps); Super 
Riviera, $1,550° (ps); Special 4-dr., $1,- 
430°; 2-dr., $1,295, '54 Super conv., $1,- 
350°; Riviera, $1,325* (ps), $1,165* (ps); 
Special 4-dr., $1,090*, $1,085, $915°; 
Century 4-dr., $1,035*; RM conv., $780°*. 
"53 RM Riviera, $845* rele Super Rivi- 
era, $795*, $785°, $765*, '52 Super 
Riviera, $425*. ‘51 Socsial "San $300. 
"50 Special 4-dr., $125*. 

CADILLAC—’ 54 (62) club coupe, $2,350*. 
"51 (60) Special 4-dr., $680*,. °50 (61) 
4-dr., $495*. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $2,445*. "56 Bel Air (8) station 
wagon, $1,960*; Sport coupe, $1,730*; 
Hardtop, $1,725*; 2-dr., $1,575*. ‘55 
Two-ten (6) station wagon, $1,450%; 4- 
dr., $1,050; Bel Air (8) conv., $1,335*; 
4-dr., $1,280*, $1,200*; Bel Air (6) 4-dr., 
$1,085; Two-ten (8) ‘Delray 1 B 
180°: '2-ar., $1,105*, $1,000, $925; - 
$1,050, $1,000; One-fifty (6) 2-dr. ‘fs00. 
’54 Bel Air 4-dr., $860* (ps), $810; One- 
fifty 2-dr., $565. "53 Bel Air 4-dr., $700; 
Two-ten 4-dr., $540°; One-fifty 2-dr., 
$415*. °52 SL ‘Deluxe 2-dr., $430. 

CHRYSLER — °54 NY club coupe, - $875* 
(ps). °53 NY 4-dr., $520* (ps). 

DeSOTO— 57 Sportsman 2-dr., $2,705*. °55 
Sportsman 2-dr., $1,450* (ps), $1,425°. 

DODGE — ’56 Royal Lancer, $1,685*. ‘55 






The Personal Touch— 


M. K. Scogin, top salesman for Bluff City Motors, 
shown in his 1957 Ford demonstrator which he had decorated and lettered for the 
Holiday season. This is one of the many novel ideas Scogin has used during the past 
He attributes most of his success as an automobile salesman to personal adver- 


Inc. (Ford), Natchez, Miss., is 





MISCELLANEOUS — '52 Chevrolet %-ton 


$575*, $425°, 
%-ton pickup, $430. 


. 53 Coronet (8) 4-dr., 
: pickup, $490; 


FORD—’56 Fairlane (8) 4-dr., 
— Auctions in Brief — 
PHILADELPHIA 
Harold B. Robinson Auto Auction. Sales 
every Tuesday and Thursday (Jan, 17-22). 


Prices climbing upward and bidding very 
active, with lots of action on every car, 


Country sedan, . 55 Country aan 
Victoria, $1,460° (ps); 


$650; Custom (8) 4-dr., 
= Crest (8) Victoria, $435*; 


Main (8) 4-dr., 


$390, 2 at $250, 





ST. LOUIS 
St. Louis Auto Auction, Sales every Tues- 
day and Friday (Jan, 15-18). 
cleanest cars we ever had were here this 
week. Demand steady. Sold 143 out of 278. 


MERCURY —'56 Monterey 4-dr., 
; club coupe, $1,740°. °55 Monterey 


. *53 club coupe, $610*. 


NASH—'55 Rambler station wagon, 
; Statesman 4-dr., le 


OLDSMOBILE—'56 (98) Holiday, $2,365* 
: Holiday, $2,000°. 
"54 (98) 4-dr., 
, $1,325° (ps); 
. 53 (88) 4-dr., 


Some of the 





WINDSOR, VA. 
Windsor Auto Auction, Sale every Thurs- 
We would class this week's 
Most any make 


5 * 
Holiday, $1,775*. day (Jan. 24); 


sale as a record breaker. 
or model could be found on our lot, and 
the percentage of sales was high. 

* * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
. sale was ex- 
tremely active in spite of what would ap- 
pear to be 2 weer conditions. 
* 


EBENSBURG, 7 
Ebensburg Auto 


PACKARD—’'52 (200) 
PLYMOUTH—'56 Savoy (8) 4-dr., / 
‘55 Belvedere (8) club coupe, $1,195*. 
Cranbrook 2-dr., 
club coupe, $305; Suburban, $425. 
PONTIAC — ‘56 Star Chief 


$485; Belvedere, 


(8) Catalina, 
"55 Star Chief 
(8) Catalina, si, 450°, 
"o4 Chieftain (8) 4- 
. " +53' Chieftain (8) station wag- 
on, $750; Catalina, $700°; ‘en $ 
. "52 Chieftain (8) Catalina, 


Sales every 
were up an 
average of $50 on clean offerings, especially 
late models. Buyers seemed eager to stock 
lots for expected spring business. 
Sold 73 cars out of 91 offerings. 


STUDEBAKER — '55 Commander station 


wagon, $1,025*°. 53 Champion 2-dr., 
$225°. 


MISCELLANEOUS—'56 Dodge \%-ton pick- 
‘53 Chevrolet %-ton pickup, 


Engine ‘Auto’ 
Roars 200 M.P.H. 
In Aircraft Test 


WILMINGTON, Del. — (UTPS)— 
All American Engineering Co. has 
announced development of a jet- 
powered automobile that will 
faster than 200 miles an hour. 

The car, which bears a slight re- 
semblance to some 
nosed bug, was developed to solve 
the problem of testing the strength 
of aircraft arresting gears built to 
stop high-speed jet aircraft on 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 24.) 


(Sharp cars are bringing good prices. 
We have the buyers, we need more cars.) 
BUICK—'57 Special 
Super Riviera, $2,045* 
he . "55 Century Riviera, 
. "54 Century Riviera, $1,200°. 
CADILLAC—'56 Eldorado Seville, $4,400* 
"55 (62) coupe, $3,100° 
(62) coupe de Ville, $1,555* (ps). 


Riviera, $2,775*. 


weird, snub- 


CHEVROLET 
= Bel Air sedan, $805, ‘52 “FL Deluxe 


Desoro—’ 55 Firedome Hardtop, 
"54 Firedome 4-dr., 


FORD—'57 Fairlane (8) 500 4-dr., 
250° ‘56 Country sedan, 


Fairlane (8) 2-dr. The car is in operation at the 


firm’s Georgetown (Del.) testing 
plant. It has four Allison turbo jet 
engines and can attain the speed 
of a landing jet aircraft while push- 
ing a load equal to the weight of a 
‘twin engine bomber. 


$1,665* (ps); 
. "55 Fairlane (8) 
. "54 Crest (8) 


2-dr., $835; Main 
Victoria, $910*; 
. "52 Business coupe, $275*. 
MERCURY—'56 Custom 2-dr., 
Montclair 4-dr., ’ 
° . "53 2-dr., $610°. 
"Sl 4-dr., $275°. 
NASH—’51 station wagon, $225*. 
"5S (98) 4-dr., : 
. Super Holiday, $1,540* 
oan 4-dr., $1,085*. "53 (98) 4-dr., $885*° 
PLYMOUTH—'55 Savoy 
’54 Belvedere 4-dr., 
. "63 Cambridge sedan, $450°*. 
Cranbrook Belvedere $300. 
PONTIAC—'S4 Chieftain (8) 4-dr., 


R—'56 Commander 4-dr., 


; Savoy 4-dr., 


power, about 60 
average car, are 
mote control 





DeSoto’s Adventurer Convertible— 


DeSoto introduced its new “baby,” the first soft-top Golden Adventurer convertible, 
at the Detroit Auto show with the aid of Tina Roark, nine-month-old model. The 345 
horsepower gold-and-white convertible is a companion car to the sports-type hardtop 
first offered last yeor. Special interior and exterior trim and power equipment are 


Royal 4-dr., $1,090*; Coronet (6) 4-dr., | standard. 
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Ford °57 Trucks Bow 


Tilt-cab Models, Styleside Pickups Debut 
In Dealership Showrooms 


DEARBORN. — A new line of| pounds of vehicle weight has been 
Ford trucks, highlighted by three 
innovations and built in five basic 
series, are now in dealer showrooms. 


the threshold of vast improve- 
ments in delivering the goods to 
the American public. We want to 
deliver the trucks to them for this 
era,” said Robert S. McNamara, 
Ford division general manager. 


The three innovations are a Style- 
side pickup model designed so that 
the body flows straight back in line 
with the outer edge of the cab, a 
passenger-car styled Ranchero in 
standard and custom models and a 
complete line of tilt-cab models 
ranging from 10,000 to 30,000 pounds 
GVW. 


Ford’s new line was launched a 
year earlier than its original 1958 
scheduled introduction, said Mc- 
Namara. 


The Styleside pickup models have | 


25 percent larger load capacity than 
last year, he said. 


Engine power has been in- | 


an average of 8 percent, 
said McNamara, to help truck 


operators “stay abreast of modern | 
traffic flow and engines have been | 
esigned | 


red . 
Hydraulic clutches are a new 


feature, ie said, and are standard 


for the whole line. 

Four basic power plants are 
offered, with 27 different modifica- 
tions available. Light duty models 
have new hypoid rear axles with 
pinion gears straddle-mounted. 

In the new tilt-cab series, 1,100 


Aluminum Assn. 


Elects Den Uyl 


NEW YORK. — S. D. Den Uyi,| 


president, Bohn Aluminum & Brass 
Corp., Detroit, has been elected 
president of the 
Aluminum Assn. 
He succeeds 
Everett G. Fahl- 
man, Permold Co., 
Medina, O., who 


Aluminum Co, of 
America was 
elected honorary 
chairman, New 

5. D. Den Uyi, vice - presidents 
are Russell B. Caples, Anaconda 
Aluminum Co. New York; W. E. 
Dunlap, Aluminum Extrusions, Inc., 
Charlotte, Mich. and Frank R. 
Nichols, Nichols Wire & Aluminum 
Co., Davenport, Ia. 

Reelected directors at large for 
three-year terms were George A. 
Ginsburg, United Smelting & 
Aluminum Co., New Haven, Conn.; 
David P. Reynolds, Reynolds 
Metals Co., and Harry L. Smith 
jr., Aluminum Co. of America. 


Chevrolet ‘Ideas’ 
Top $500,000 


DETROIT. — Employes of 30 





shifted to the front axles, Mc- 
Namara said. 

He said this means that an 
extra payload of a half-ton can 
be hauled. 

The tilt-cab’s tractor length is 
six feet, eight inches, which, Mc- 
Namara said, means that it can 
handle trailers up to 37 feet long 
within legal road limits. 

The whole cab tilts forward for 
service and maintenance work and 
McNamara said that this cuts time 
on repair work as much as three 


U. S. Advisory Group Picks 


Breech as Vice-Chairman 

WASHINGTON. — Ernest R. 
Breech, chairman of the Ford Mo- 
tor Co., has been elected vice-chair- 
man of the U. S. Department of 
Commerce Business Advisory Coun- 
cil for 1957. 

He was also appointed to the 
BAC’s executive committee. 





TENG 


hours as compared to the conven- 
tional models. 

The Styleside pickup is available 
in nine models and are three inches 
lower than last year’s models, ac- 
cording to McNamara. 

Styleside body features also are 
available on the larger F-250 and 
F-350 express trucks, he said. 

The new Ford truck line is com- 
posed of five basic types, the stand- 
ard line—which includes the Courier 
and Rancheros—is rated at 4600 
GVW, F-100 at 5,000 Ibs., F-250 at 
7,400 Ibs., F'-350 at 9,800 lbs., F'-500 
at 15,000 Ibs., F-600 at 17,000 and 
19,000 Ibs., F-700 at 21,000 and 22,000 
Ibs., F-750 at 22,000 lIbs., F-800 at 
25,000 Ibs. and F-900 at 29,000 Ibs. 
GVW. 

The tilt-cab line starts with the 
C-550 at 18,000 Ibs., C-600 at 18,000 
and 20,500 Ibs., C-700 at 22,000 and 
23,000 Ibs., C-750 at 23,000 Ibs., C- 
800 at 26,000 Ibs. and the C-900 at 
30,000 Ibs. GVW. 

The tandem rear line starts 
with the T-700 at 28,000 Ibs., the 
T-750 at 37,000 Ibs. and the T-800 
at 43,000 and 45,000 Ibs. GVW. 

The school bus line is composed 
of the B-500 rated at 15,000 Ibs. or 
up to 36 passengers, the B-600 at 


“They want their product easily 
recognized from any distance, up, 
down and sideways.” 


| 17,000 and 22,000 Ibs. or 54 passen- 
gers, the B-700 at 21,000 and 22,000 
lbs. or up to 66 passengers and the 
B-750 at 22,000 Ibs. or 66-passenger 
capacity. 

The parcel delivery series starts 
with the P-350 rated at 8,000 lbs., 
the P-400 at 10,000 Ibs., the P-500 at 





es, 


15,000 lbs. and the P-600 at 17,009 
and 19,500 Ibs. GVW. 

The tilt-cabs come in four whee]. 
base lengths, from 99 to 153 inches 
said McNamara, Forward visibility 
is 1,656 square inches, total glass 
area is 3,606, Ford said. 

The Ranchero is described ag 
the “most original design in many 
years” and the driver compart. 
ment and controls, as well as 
styling, are the same as those of 
@ passenger car, McNamara said, 
It can carry a payload of 1,19 
pounds, which is said to be more 
than most pickups are required to 
handle during normal working con. 
ditions. 


Wyoming Bill Would Revise 
Unladen-Weight Definition 


CHEYENNE, Wyo.—A legisla- 
tive committee has recommended 
a new schedule of highway-user 
taxes revising the definition of 
“unladen weight” as a basis for 
computing truck fees. 

It provides that unladen weight 
would mean either actual weight 
with usual equipment or 40 per- 
cent of gross declared weight, 
whichever is greater. Also recom- 
mended were increases in car reg- 
istration fees and in the diesel 
fuel tax. 





ers Up Now: Look at the Big 


coming your way in Alemite’s 3-Star 


A bonus of 2 cans with each 
case of guaranteed, engine- 
protecting CD-2—America’s 
fastest-selling additive that 
fights power-robbing sludge! 


$3.00 worth of merchandise 
absolutely FREE! 
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Commercial Car Registrations 


First Eleven Months, 1955 - 1956 


ist 11 Mos., Percent ist 11 Mos., 
Sey Share of Regis., 
1955 


1956. Market 

33.80 295,090 
29.66 267,520 
12.12 92,860 
9.20 15,004 
6.36 60,803 
2.51 24,251 
1.71 13,073 
1.46 9,831 
98 10,016 
45 3,353 
34 2,835 
10 1,010 
1.31 7,622 


100.00 863,268 


* White includes Autocar, Freightliner and Sterling. 


** Miscellancous includes Corbitt, 


Federal, etc. 


Jay B. Srybnik has been elected |tinue as chief of the firm’s rental 
vice-president of S. & S. Machinery | program. Srybnik joined the com- 


Marmon-Herrington, 


—Compiled from R. 


Srybnik Moves Up 


Co, Brooklyn, N. Y. He will con-| pany in 1946. 


Percent 
Share of 
Market 


34.18 


[++ 1++1 | 


+ 
8 


100.00 
Four Wheel Drive, 


L, Polk & Co. data. 


y) This useful, gleaming stainless steel EKCO Slicer- 
Server valued at $2.95 in every case of guaran- 
teed carburetor-cleaning KLEEN TREET. 


x It cuts, slices, spears! 
¥ Extra-long rosewood handle! 
K Serrated blade never needs 


sharpening! 


November Off 11.5% ... 


11-Month Truck Sales 
4. Percent Below °55 


ig peel sage + registrations in No- 
vember fell 11.58 percent under 
those of November, 1955, for the 
sixth consecutive monthly loss from 
1955 totals. 

The 11-month tally was 4 per- 
cent below that of the like period 
of 1955, according to figures com- 
piled by R. L. Polk & Co. 

Total for the first 11 months of 
1956 was 828,697, compared with 
863,268 for 1955. November's total 
was 66,983 for 1956 vs. 75,756 for 
1955. 

November, however, held the 
same rank in the 1956 monthly 
standings as it did in 1955—ninth. 
December, 1955, with 93,733 regis- 
trations, was the top month. 

* * * 
paige held first place for 
the 11 months with 280,114 reg- 
istrations, or 33.80 percent of the 
market, Ford was second with 245,- 
792, or 29.66 percent, and Interna- 


A bonus of 4 cans with each case of guaranteed 
Cooling System Conditioner. 
$4.00 worth of merchandise absolutely FREE! 


US 


only $1.50! 


FREE COUPON entitling you to receive 
this $3.95 value 3-piece Barbecue Set for 


2K Gleaming stainless 


steel tongs! 


# Sturdy hamburger turner 


and fork! 


Individually boxed for 
handy storing! 


Call Your Jobber Today! 


SS 


And Leading Your Sales 
Parade is the Strongest 
Alemite Advertising in History! 


© EXPANDED NEWSPAPER PROGRAM 
© BIGGER RADIO AND TV SCHEDULE 





tional was third with 100,472, or 
12.12 percent. 

GMC was fourth with 76,255, or 
9.20 percent; Dodge, fifth with 
52,719, or 6.36 percent; Willys, 
sixth, 20,806, or 2.51 percent; 
White, seventh, 14,518, or 1.71 per- 
cent; Mack, eighth, 12,089, or 1.46 
percent, and Studebaker, ninth, 
8,106, or .98 percent. 

Diamond T was tenth, 3,704, or 
0.45 percent. Reo, eleventh, 2,785, or 
0.34 percent, and Brockway, twelfth, 
820, or 0.10 percent. Miscellaneous 
makes accounted for 10,877 regis- 
trations, or 1.31 percent of the mar- 
ket. 


However, Chevrolet showed a loss | 


of 0.38 of a percentage point in its 
share of the market from the 34.18 


percent it held at the end of No-| 


vember last year. 
+ * * 


r= lost 1.33 percentage points 
and International gained 1.36 


Get the Extras Only Alemite Chemical Products Offer—During This Limited Time Only! 


ALEMITE 


REG. U. S. PAT. OFF. 


1826 Diversey Parkway, Chicago 14, Illinois ' 


Division of STEWART-WARNER CORPORATION 


pee 
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points. GMC was up 0.51 of a point 
while Dodge lost 0.68 of a point. 
Willys was down 0.68; White, 
up 0.20; Mack, up 0.32; Stude- 
baker, down 0.18; Diamond T, up 
0.06; Reo, up 0.01, and Brockway 
slipped 0.02 of a percentage point. 

Miscellaneous makes increased 
their hold on the market by 0.43 of 
a point. 

The Chevrolet-Ford race was lop- 
sided in November with Chevrolet 
leading in 42 states and the District 
of Columbia and Ford commanding 
in six. Ford did not introduce its 
new 1957 line of trucks until last 
week, however. 


California again led the states in 
total registrations with 7,205 for 
November. Texas was second with 
5,313 and New York third with 
3,672. 


The top 10 states for November 
were: 
1955 
7,195 
4,573 
4,613 
3,645 
3,203 
3,323 
2,767 
2,519 
1,729 
2,038 


1. California . 

2. Texas 

3. New York 

4. Pennsylvania .... 
5. Ohio 

6. Michigan 

7 Milimols ...........00... ‘ 


| Mercury Claims 


13 Pet. Gain in 
Jan. Sales Rate 


DEARBORN.—Mercury sales for 
the first 20 days of January were 
13 percent higher than for the cor- 
responding period in 1956 and up 
9 percent in daily selling rate over 
the same period in December, ac- 
cording to George S. Coats, Mer- 
cury general marketing manager. 

“Demand for Mercury in a tra- 
ditionally slow-selling period during 
which a large part of the nation 
was gripped by severe winter 
weather, reflects a strong public 
interest and acceptance of our new 
models,” Coats said. 

Dealer stocks remained low 
throughout the past three weeks 
and still are low in most dealer- 
ships, Coats said. Mercury increased 
production 43 percent in January 
over December. 


L. A. Young Enters 
Honeycomb Field 


DETROIT. — Entry of L. A. 
Young Spring & Wire Corp. into 
the manufacture and sale of alumi- 
num honeycomb structures at its 
San Leandro (Calif.) plant has been 
announced by N. D. Ely, president. 

Ely said L. A. Young has pur- 
chased machinery, tooling and 
complete assets for manufacture of 
aluminum honeycombs from Flexo 
Mfg. Co., Inc., Los Angeles. 

“We believe the future holds tre- 
mendous growth potential for 
honeycomb, which is already estab- 
lished in the aircraft and related 
industries for its strength-weight 
ratio and high rigidity,” Ely said. 
“New uses are being continually 
discovered in other fields, particu- 
larly in the construction in 
where honeycomb is highly re- 
garded for its unusual strength, 
light weight, protective quality 
against heat or vibration and its 
acoustical properties.” 


Borg-Warner Appoints 
Jones Works Manager 


Paul Jones has been appointed 
works manager of the Borg & Beck 
division of Borg-Warner Corp. 

Jones spent 12 years with Gen- 
eral Motors Corp. in various plants 
in the U. S. and Europe. From 1944 
to 1949, he was with the electro- 
motive division of General Motors. 
Later, he was works manager of 
A. B, Farquhar Co. 


VAN -O5IaNT 


THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER -NAME PLATES 


are made by 
Wlorgren-STEMAG. inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Cole. 
Ask for typical sample, complete details 
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447.47; 4-dr. 2-seat hardtop stat. 
$3,541.47. Series 98—4-dr. sed., $3,740. 
4-dr, hardtop, $4,012.55; 2-dr, hardtop, 3. 
936.55; conv., $4,216.55. (Jetaway Hydra. 
Matic, power ‘steering, power brakes stang. 
ard on Series 98.) 

PACKARD, CLIPPER—4-dr. sed., $3,212; 
4-dr, 2-seat stat, wag., $3,384. (Flights. 
matic standard.) 


urrent Prices on New Cars 


$2,204.32; 2-dr, 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 


4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, §$2,- 
403.76; 2- dr, hardtop, $2,339.12; conv., $2,- 





































































































































































amounts and suggested dealer delivery- | 4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; te 
Snd-handling charges. Not included are |4-dr, hardtop, $2,364.32: 2-dr, hardtop, | 505.32. Station Wagons—2-dr. 2-seat Ranch | o1/ por yras add $100.) Plase~ dcr. 
variable items passed on to the retail | $2,299.32; conv., $2,511.32; 4-dr., 2-seat| Wagon, $2,300.72; 2-dr. 2-seat Del Rio $2,055; 2-dr. sed., $2,008.50; bus. cpe. sed., 
buyer, such as State and local taxes, | stat. wag., $2,580.32; 2-dr. 2-seat Nomad| Ranch Wagon, $2,397.32; 4-dr, 2-seat Coun-| g99  Savoy—4-dr.  sed., $2,193. 75: ‘Sl 
transportation charges and optional | stat. wag., $2,757.32. Corvette—Hardtop|try sedan, $2,451.32; 4-dr. 3-seat Country/..4 $9147.50; 2-dr, hardtop, $2,: ‘one 
equipment. cpe. or conv, (V-8 only), $3,465.32. sedan, $2,556.08; 4-dr. 3-seat Country | 4.4; hardtop, $2,317.25. Belvedere “ta 
BUICK — Special —4-dr, sed., $2,659.83;| OHRYSLER — Windsor — 4-dr. sed., $3,- | Sauire, $2,683.64. Thunderbird — hardtop | seq." $2,310; '2-dr. sed. $2,263.50; 4-dr 
2-dr, sed., $2,595.83; 4-dr, hardtop, $2,-| 088; 4-dr. hardtop, $3,217; 2-dr. hardtop, | °Pe. (V-8 only), $3,408.12. hardtop, $2,418.50; 2-dr. hardtop, $2,348.59: 
779.83; 2-dr, hardtop, $2,703.83; conv., $2,-| $3,153; 4-dr. 2-seat stat. wag., $3,575 HUDSON—Hornet Super V-8—4-dr. sed.,| cony. (V-8 only), $2,638. Fury—2-dr. hard. CI 
986.83; 4-dr. 2-seat ‘stat. wag., $3,046.83; Saratoga—4-dr. sed., $3,718; 4-dr. hard- $2,750; 2-dr. hardtop, $2,840. Hornet Cus-| top (Vv-8 only), $2,925.50. Suburban —(sta. 
4-dr, 2-seat hardtop stat, wag., $3,166.83. | top, $3,832; 2-dr. hardtop, $3,754. New| tom V-8—4-dr. sed., $2,940; 2-dr. hardtop,| tion wagons) —2-dr. 2-seat Deluxe, g2. § say 
Century—4-dr, sed., $3,234; 4-dr, hardtop, | Yorker—4-dr. sed., $4,172.50; 4-dr. hard- $3,030. (Power brakes standard on Cus-/| 330.50; 2-dr. 2-seat Custom, $2,440.25; 4-dr, Chic 
$3,354; 2-dr. hardtop, $3,270; conv., $3,-|}top, $4,258.50; 2-dr. hardtop, $4,201.50; | tom.) 2-seat Custom, $2,494; 4- dr, 3-seat Cus’ 
598; 4-dr. 2-seat hardtop stat. wag., +~ | conv., $4,638; 4-dr. 2-seat stat. wag., $4,- IMPERIAL — Imperial — 4-dr. sed., $4,- | $2,649; 4-dr. 2-seat Sport, $2,622; 4-dr day 
—, s re ote, ay hg = 4 745.50. 300-C—2-dr. hardtop, $4,929; conv., ga | 4-dr. hardtop, $4,837.50; 2-dr. hard- | 3-seat Sport, $2,777. ; mer' 
ardtop, , ; conv., ’ . Roadmaster | $5,359. (TorqueFlite, power steering stand- | top, 4,735. Crown—4-dr. sed., $5,406; — Chie aioe ‘ 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, | ard on Saratoga and New Yorker. Torque-|4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- ns ag we sed $2463 e oe $2. § it ce 
$3,944.33; conv., $4,066.33. (Dynaflow | Flite, power brakes standard on 300-C.) 268.50; conv., $5,597.50. LeBaron—4-dr. | ¢9 ¢14'39: 3-dr “hardtop. $2 529.39: 2 mos 
standard on Century, Super and Roadmas- CLIPPER—(Prices are for 1956 models.) | sed., $5,742.50. Limousine prices not avail- | 2-seat. stat wag $2 841 39: 4-dr "3 “ar, exhi 
Transmission Control— ter. Power steering standard on Super and | —Deluxe—4-dr, sed., $2,731, Super—4-dr.| able. (TorqueFlite, power steering, power) sot wag $2,598.39, Super Chief 4a: A 
- <roomgret > Roadmaster. ) sed., $2,866; 2-dr., hardtop, $2,916. Custom | brakes standard. ) sed., $2,664.39; 4-dr. hardtop, $2,793.39, 
own is the shifting control button,| CADILLAC — Series 62 — 4-dr. hardtop, | —4-dr. sed., $3,069; 2-dr. hardtop, $3,164.| LINCOLN—Capri—4-dr, sed., $4,794; 4-| 9. dr. hardtop, $2,735.39; 4-dr, 2-seat ing 
known as the ‘Magic Button,”’ on the new | $4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. CONTINENTAL — 2-dr. hardtop, $9,-|dr. hardtop, $4,794; 2-dr. hardtop, $4,649.| wag, $3,021.39. Star Chief—4-dr. A! ex 
Select-O-Matic transmission for heavy-duty | Sedan deVille hardtop, $5,255.96; 2-dr. | 966. (Turbo-Drive, power steering, power | Premiere—4-dr. sed., $5,293.50; 4-dr. hard-| sed., $2,839.39; 4-dr, custom sed., $2, 896,39; we 
int ti 1: woh Select-O-Matic Coupe deVille hardtop, $5,115.96; conv., | brakes standard.) top, $5,293.50; 2-dr. hardtop, $5,148.50; 4-dr. hardtop, $2,975.39; 2-dr. hardtop $2, : 
jernationa!l trucks, seleci-U-mMalic tea- | $5,292.96; Eldorado Seville 2-dr. hard- DeSOTO — Firesweep — 4-dr. sed., $2,-| COnV., $5,381, (Turbo-drive, power steering, | 901.39; conv., $3,105.39; Bonneville cony. tor 
tures an electro-hydraulic clutch and high-| top, $7, 285.96; Eldorado Biarritz conv., 777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- | Power brakes standard. ) (fuel ‘injection) | $5,782.39; 2-dr., 2-seat gel 
efficiency torque converter, in combina- $7,285.96. Sixty Special—4-dr. hardtop, $5,- top, $2,835.75; 4-dr. 2-seat stat, wag., $3,- MERCURY — Monterey —4-dr, sed., $2,-| Safari stat. wag., $3,481.39; 4-dr, 2-seat wh 
. ¥ _ | 614.32. Series 75—8-pass. sed., $7,439.88; | 169.25; 4-dr. 3-seat stat. wag., $3,310.25. | 644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, | Safari stat. wag., $3,636.39. (Hydra-l 
tion with a five-speed synchromesh trans &., Oo 
mm y' : Imperial limousine, $7,677.88. (H y 4dr a@- | Friredome—4-dr. sed., $2,957.75; 4-dr. hard- | $2,762.80; 2-dr. hardtop, $2,692.80; conv.,| power steering, power brakes standard on 
mission. When the button is released, — power steering, power brakes stand-| top, §3,141.75; 2-dr., hardtop, $3,084.75; | $3,004.80. Montelair—4-dr. sed., $3,187.80; | Bonneville.) it s 
the hydraulic clutch is engaged and held | #*¢. conv., $3,361.25. Fireflite—4-dr. sed., $3,-| 4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- BLER- ™ 
in nate amen tw ol can sere ton CHEVROLET — (Prices are for 6-cyl.| 496.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- | 235.80; conv., $3,429.80. Turnpike Cruiser— on Gee te — $008, ane - 
go9 y P models, For V-8s, add $100.) One-Fifty—/| top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat | 4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,-| hardtop, $2,150; 4-dr, 2-seat stat, see 
pump. When button is depressed, the |4-dr. sed., $2,048.32; 2-dr, sed., $1,996.32; | stat. wag., $3,981.75; 4-dr. 3-seat stat. | 757.80. Station Wagons — Commuter—2-dr. | $2352. ‘Custom Six—4-dr, sed., $2, “155: tha’ 
solenoid is engaged thereby cutting off| Util. sed., $1,885.32; 2-dr. 2-seat stat. wag., | wag., $4,123.75. Adventurer—2-dr. hardtop, | 2-seat, $2,902.80; 4-dr. 2-seat, $2,972.80;| dr. 2-seat stat. wag., $2,442. Super V-§— for¢ 
Gil cuanly end pressure, enabling cictch $2,307.32, Two-Ten—4-dr. sed., $2,174.32; | $3,996.75; conv., $4,272.25. (BerqmeFlite |4-dr. 3-seat, $3,069.80. Voyager—2-dr. 2-|4-dr. sed., $2,195; 4-dr, 2-seat stat. : 
wupply pressure, , 9 2-dr. sed., $2,122.32; club cpe., $2,162.32; | standard on Fireflite and Adventurer. Power | seat, $3,402.80; 4-dr. 3-seat, $3,569.80. Col-| $2482. Custom V-8—4-dr. sed., $2, 285: ote 
to disengage by builtin spring pressure.|4-dr. hardtop, $2,270.32; 2-dr. hardtop, | brakes standard on Adventurer.) ony Park—4-dr. 3-seat, $3,676.80. (Mere-| dr hardtop, $2,370; 4-dr. 2-seat stat, w. pla. 
DODGE—Coronet 6—4-dr. sed., $2,451;|0-Matie standard on Montclair, Turnpike| $2572; 4-dr. 2-seat hardtop stat, wan T 
2-dr. sed., $2,370.25. Coronet V-8—4-dr, | Cruiser, on and ane —— Power | $2,657. —- ind 
9 ° sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. | Steering power es standard on J R—Champion ¢—4 : 
In ‘Grass Roots Planning ok Sooden, $2,665; Sia elie, $2,580: Turnpike Cruiser. ) om ak SRE 89: 4-dr. deluxe _ =. in 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,-/| METROPOLITAN — z-dr. hardtop, $1,-| 170.79; 2-dr. custom sed., $2,000.59; 2-4 8 
" . 711.50; 4-dr. hardtop, $2,818; 2-dr. hard-| 527; conv., $1,551. "| deluxe’ sed., $2,122.99. Commander  V-¢— 
top, $2,768.50. Custom Royal V-8—4-dr.| NASH — Ambassador Super V-8 — 4-dr.|4-dr. custom sed., $2,173.29; 4-dr. deluxe 
ccoun n S InKe sed., $2,881; 4-dr, hardtop, $2,990; 2-dr.| sed., $2,750; 2-dr. hardtop, $2,840. Ambas-| sed.. $2,295.09; 2-dr. custom sed., $2,123.59: 
b hardtop, $2,920; conv., $3,146. Station| sador Custom V-8—4-dr. sed., $2,940; 2-dr.|2-dr. deluxe sed., $2,242.09, President v4 
ae tan ce eee ei hardtop, $3,030. (Power brakes standard|—4-dr. sed., $2,407; 2-dr, sed., $2,357.99, 
sa ss ” a -dr. 2- » $2,945; 4-dr. 3-sea Custom. ) — d., | $2,5 
DETROIT. Grass-roots prod — the a responsibility to | Sierra, $3,073; 4-dr. 2-seat Custom Sierra, | OLDSMOBILE — Series 88 — 4-dr. sed., Seation ‘eae ar. ‘Sant hese E : 
uct planning stimulates that “extra| each member of the organization. TeaT; Sar, Senet Castor Sierra, $3,214. | $2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard-| $2,381.59; 2-dr, 2-seat Parkview V-8, $2. § °° 
~ — (Prices are for 6-cyl. models.|top, $2,932.47; 2-dr. hardtop, $2.854.47;| 504.69; 4-dr. 2- - - 
creative effort which is about the ulema tee, oa. Vor ¥-00, 044 $00.06.) Custem-4-Gr. sod.,|conv., 68,108.47; é-dr, Seent stat. wag. |S00.73: 4-45, S-osat ida | = _ 
only edge one company has over e as much as four | $2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., | $3,202.47; 4-dr. 2-seat hardtop stat. wag.,| 665.97. Hawks—Silver Hawk 6 cpe.. §2- bee 
° years before the public sees the | $1,873.64. Custom 300 —4-dr. sed., $2,-| $3,313.47. Super 88—4-dr. sed., $3,030.47;| 141.59; Silv 
er’ in the modern business a . ilver Hawk V-8 cpe., $2,263.17; Fol 
anoth: results Ch ‘ 156.56; 2-dr. sed., $2,105.28. Fatriame—/|2-dr. sed., $2,968.47; 4-dr. hardtop, $3,-| Golden Hawk V-8 2- 

E. Ch esults, esebrough said. He P, 8 2-dr. hardtop, $3,181.82 
world, according to Harry E. ee added: 4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; | 257.47; 2-dr. hardtop, $3,180.47; conv., $3,-| (Overdrive standard on Golden Hawk.) wai 
brough, Chrysler Corp. director o “Thi ee 

s means that decisions com- 
product planning. mitting the corporation to the ex- N fh ; i C R . t ti 
Pesgle erente pro@ucta, Chese- | penditure of millions of doliars ew ommerclia ar egis rations, m 
brough told the Detroit.chapter |must be made before there is an ca 
of the National Assn. of Cost | opportunity to determine how the 19 Stat f D b 1 St 
Accountants, and to do the job | Public will accept the next three es tor ecem er, w 
fully it is important to ex- models for which other millions of ar 
——— rey previously have been com-| | Truck registrations by states Die wi 
° mitted. This puts quite a responsi-| | ‘e released here weekly, a5 | Brock-| Chevs| monc Stud 
compiled by R. L. Polk repre- mond e- . . ‘ TO- re 
West Coast F uri — if van ae = men 2 7S Se way | rolet T Reo | baker | White | Willys | Misc. | TAL ~ 
e ns. 
. * 
Five States Previously ‘sé | 1376} 4 362; 1266 403 707 46 it} SI | C 
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Special Day Attracts 41,315... 


Trucks Called a Hit 
At Chicago Show 


By W. M. McCarty 


Staff Correspondent 


CHICAGO. — While no one can/at the show, with Mack’s Bus of 
say that the 41,315 who attended| Tomorrow and a 100-foot aerial 


Chicago’s Auto Show the first week- 
day after its opening were there 
merely because it was Truck Day, 
it can be quite safely assumed that 
most of them did visit the truck 
exhibits. 

Although most of those show- 
ing special interest in the truck 
exhibits throughout the show 
were fleet owners, truck opera- 
tors and company executives, the 
general public showed an over- 
whelming interest in the displays. 
One exhibitor said, “Surprisingly, 
it seems to me that everyone who 
came in to see the cars, stopped to 
see the trucks.” Other evidence 
that the public had been there in 
force was the amount of truck liter- 
ature carried away from the dis- 
plays. 

The crowds at the truck exhibits | 
indicated a great deal of interest 


type off-highway truck exhibited by 
Mack. This highway giant, largest 


ladder fire engine, gained for Mack 
an unofficial “best truck display.” 


Running a close second in pub- 





Tourists Assured 
Of Gas in Britain 
LONDON, England, — Over- 
seas tourists who visit Great 
Britain this year will be given 
sufficient gasoline coupons to | 
meet all their requirements, 
according to the Society of Mo- 
tor Manufacturers and Traders. 
This applies, the society said, to 
persons buying cars for export 
and to persons who bring their 
own vehicles with them, In addi- 
tion, arrangements have been 
made with rental firms to enable 
them to meet the needs of over- 
seas visitors. 








lic appeal among the trucks was 
Chevrolet's “Truck from the Al- 
can Run,” displayed in a bed of 
Alaskan roughage and spattered 
with “dirt from the Alcan high- 
way.” Two television-like screens 
at the exhibit presented a visual 
story of the Alcan run, 

The Dodge truck exhibit featured 
three-speed automatic transmission, 
push-button controls and new styl- 
ing. 

Ford presented a new heavy-duty 
tilt-cab model in which the driver 
sits ahead of the engine. 

Huge balloons over the Hendrick- 
son exhibit called attention to the 
new line featuring air spring tan- 
dem suspension for motor trucks 
and highway trailers. International 
Harvester had nine models on dis- 
play plus a cutaway V-8 engine and 
Select-O-Matic transmission. 

Studebaker displayed a wide 
range of truck engines and Tran- 
star models, GMC’s highway trac- 

tor with air suspension and a 

turbocharged diesel engine were 


attention-getters. Willys showed a | 


new four-wheel drive forward- 
control Jeep. 
According to a number of the ex- 


hibitors, the displays were highly 
| successful in obtaining prospect 


lists and some reported receiving 
downpayments on display models. 





in a huge 34-ton six-wheel dumper- | 


Higher Wage 


DETROIT. —- Proposals for new, | 
broadened or more stringent laws| 
regulating wages and hours have 
been introduced in several states. 
Following are some of the latest 
wage-hour developments across the 
nation: 

Arkansas — A 70-cent-an-hour 
minimum wage has been advo- 
cated by Clarence R. Thornbrough, 
State labor commissioner, It also 
would permit the commissioner 
and wage boards to raise wages 
wherever they are less than the | 
reasonable value of the services 
rendered. 

Cauirornia — A bill to bring men 
as well as women under the State’s 
minimum wage law has been intro- 
duced. The minimum wage now is 
7% cents an hour, but the Depart- 
ment of Industrial Relations is con- 
sidering a proposal to boost it to 
$1. Some proponents would fix it 
at $1.25. 

Cororavo — A bill calling for a 
minimum wage of $1 an hour for 
intrastate workers has been intro- 
duced. Exceptions would include 








Catch of the 
Season... 


Cree PICK-UP Coach 


Fits all standard pick-up bodies. | 
Easy to mount or dismount. Living 
quarters for three adults. Plenty of 
storage space. 6’ 2" headroom. 2 
large, 2 small screened windows. 
Gas—electric or ice refrigerator, 
stove, sink. Electric lights, wired 
for 6V, 12V & 110V. Insulated. 
Sturdy construction. No license 
needed. 

FREE By return mail we'll send 
complete literature and prices. 
Buy from any authorized truck 

dealer or write today. 
CREE COACHES, INC. 


MARCELLUS MICHIGAN 
Dept. AN 












MEMO To 


FORD AND CHEVROLET DEALERS 
@ are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the countr 


to supply 
‘or our leased fleet. (Since 

cars will be used locally your serv- 
ice shop can ‘benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 


new cars 





| bile bought in Indiana. 


users of personal property. 


Minimums Are 
handicapped workers, apprentices, 
agricutural and domestic workers. 

Another bill would provide that 
every contract for public work per- 
formed in the state follow the pre- 
vailing rate of pay for the com- 
munity. 

Connecticut — Gov. Abraham 


I llinois High Court 
To Reconsider Its 
Ruling on Use Tax 


SPRINGFIELD, Ill—A new 
opinion on validity of the State 
used tax paid by Illinois residents 
on out-of-state purchases is ex- 
pected during the spring term of 
the State Supreme Court. 

The court has agreed to recon- 
sider its November decision in 
which it ruled the 2% percent levy 
unconstitutional. The tax has been 
yielding about $1 million monthly. 

The rehearing was granted on a 
motion in a case involving a Chi- 
cago resident who protested against 
paying the use tax on an automo- 


In its November ruling, the court 
declared the use tax invalid because 
it did not apply uniformly to all 


Used-Car Notes 


RALEIGH, N. C. — Five regional 
vice-presidents have been elected 
by the North Carolina Independent 
Automobile Dealers Assn. 

They are: Howard Neighbors, 
Forest City; R. L, Bush, Lenoir; G. 
A. Berry, Greensboro; Cordell 
Carter, Kannapolis, and Harris 


Being Sought 


Ribicoff has recommended that 
the minimum wage be raised to 
$1 an hour. It now is 75 cents. 

Mary.anp — Organized labor rep- 
resentatives have indicated they 
will call for $1 hourly wage mini- 
mum for workers not covered by 
the Federal law. The Federal level 
also is $1. 

Micnuican — A bill calling for a 
minimum wage of $1.25 an hour 
has been introduced. It would ex- 
clude domestic and farm workers, 
learners, apprentices and the hand- 
icapped. 

MINNESOTA —- New minimum pay 
rates are in effect for about 65,000 
persons in retailing and 5,000 per- 
sons in the laundry and dry- 
cleaning industry, 

It was estimated that at least 75 
percent of them already are being 
paid above the new minimums, 

The rates in both categories 
are based on population, with top 
figures of 85 cents in cities over 
25,000 population. In _ retailing, 
“beginners’ rates,” which are 
lower, may apply during the first 
500 hours of work. 

Montana — Agricultural and do- 
mestic workers are among those 
excluded from a bill calling for a 
minimum wage of $1 an hour. 

New Jersey — Gov. Robert B. 
Meyner urged that the State’s wage 
law be broadened to cover adult 


|males as well as women and chil- 


dren. 

New Mexico — A State wage law 
in line with the Federal law was 
recommended by Gov. Woodrow 
Wilson Mechem. A later proposal 
would set a $l-an-hour minimum 
for a 44-hour week after next 
Jan. 1. 

New York — Gov. Averell Har- 
riman urged that the State wage 
law be broadened to include men, 
as well as women and children. 





Haskett, Wilmington. 

Also elected were 15 directors: H. 
C. Wood, Asheville; Kenneth Wat- 
kins, Forest City; Clifford Warren, 
Newton; Randall Wineberger, 
Winston-Salem, A. E. Baker, Con- 
cord; Willard Vestal, Asheboro; 
Paul Burns, Greensboro; Eugene 
Johnston, Sanford; C, E. Kirkland, 
Durham; Homer Cooper, Fayette- 
ville; Frank McLeod, Lumberton; 
D. L. Jones, Wilmington; E. A. 
Woods, Wilson; J. A. Jones, Rocky 
Mount, and Henry Davis, Waynes- 


ville, 
* 


Stevenson Opens 


BUFFALO. — Stevenson Motors, 
a used-car firm, has opened for 
business at 2505 South Park Ave., 
Buffalo. Richard S. Stevenson, 
former used-car manager for Smil- 
ing Jack Chesbro of Buffalo, is the 
owner. 


* - 


* * * 


Jay Starts U. C. Firm 
OMAHA. — William J. Jay, a 
former DeSoto assistant district 
manager, has formed Bill Jay Mo- 
tors of Omaha, a used-car firm at 
Twentieth St, and St. Mary’s Ave. 





PENNSYLVANIA — A law under 
which the State would “require the 
payment of prevailing wages on all 
public contracts, just as the Fed- 
eral Government has done for more 
than two decades,” has been urged 
by Gov. George M. Leader. 

He said he also would seek en- 
actment of legislation stipulating 
that women receive equal pay for 
equal work. 





Daughter of Founder 


Heads Up U. S. Axle 

POTTSTOWN, Pa. — Elizabeth 
Lees Watson, treasurer, U. S. 
Axle Co., Inc. here, has been 
elected president of the company 
to succeed the late Lawrence E. 
Orgill. 

Mrs, Watson is the second gen- 
eration of the Lees family to head 
the firm. She is the daughter of 
the late George C. Lees, founder of 
the company. Arnold Watson has 
been named treasurer in addition 
to his duties as general sales man- 
ager. Other company officers are 
Edward D. Gudebrod, vice- 
president; and George M. Longaker, 
secretary. 


| 


| 


| 





New Hampshire, Vermont and 
parts of New York, Massachusetts 
and Pennsylvania. 


U. C. Warranty Firm 
Adds Northeast Outlet 


EAST ORANGE, N. J.—Guaran- - eat 
tee Car Service Corp. Latham, N.. Whittemore Is Appointed 
Y., is a new affiliate of Registered-| Appointment of Audenried Whit- 
Tested Cars, Inc, according to|temore jr. as sales engineer in the 
James E. Smith, R-T-C president. | industrial glass sales department of 

R-T-C warrants used cars for a| Pittsburgh Plate Glass Co., has been 
year against major mechanical| announced, Whittemore has served 
repairs and parts. Guarantee Car|as a technical representative for 
Service, with J. Benson Myers as|the product development depart- 
president, will continue to serve); ment since 1950. 


Uh 


LOW VACUUM INDICATOR 








warning signals 





the “PRIVATE EYE” @ warning light 


serves a dual purpose - Economy - Safety 





It gives a positive red warning light when brak- 
ing vacuum is insufficient to stop the vehicle. 
When PRIVATE EYE flashes it means Low 
Vacuum, which indicates either pending brake 
failure or poor engine economy, - resulting in 
wasted gasoline and high maintenance cost. 
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7-220 WYANDOT BLDG 
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New Feature in the 


N.A.D.A. OFFICIAL USED CAR GUIDE 


AVERAGE 
WHOLESALE VALUE 


Compiled by Direct Reports From Dealer Sales and 
Wholesale Markets throughout Your Trading Area. 
Complete, Factual, Usable. 






IN ADDITION 


e Average Loan 
(Except West Coast) 


e Average Retail 


e Identifying 
Specifications 


Quantity Prices on Request 





NATIONAL AUTOMOBILE DEALERS 
Useo Car Guibde Co. 


2000 K St et, N.W Washington ¢ wm. & 
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SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


{National Average is 65°) 


We quarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. . 
For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars . . . and get away from single-item repair orders. 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

2170 South Canalport Avenue 

Dept. AN-142, Chicago 8, Ill. 


New Model 310 Multi-Purpose Seat Model 0-4418 Tilt-Away Seat 


American Seating comfort 
helps speed your deliveries! 


American Seating light-delivery truck seats are comfort-designed to reduce 
driver fatigue; help meet tight delivery schedules. ; ; 

The all-new Model 310 Multi-Purpose Seat has coil springs in cushion 
and seat back; adjusts vertically to four positions, 3” range —fore and 
aft to five positions, 4” range. It’s craftsman-upholstered, with reinforced 
French seams, for long life and hard service. Metal parts are finished in 
high-lustre baked enamel. 

The Model 0-4418, with its full-depth foam-rubber cushion, is covered 
in vinyl-coated fabric upholstering — perforated for ventilation. Vertical 
adjustment, 4” range with five positions; entire seat hinges at floor for 
easy entry and exit. 

Next time you order, ask for comfort — ask for American Seating! 


SEATING She ten ben 


GRAND RAPIDS 2, MICHIGAN 
WORLD'S LEADER IN PUBLIC SEATING 


Branch Offices and Distributors in Principal Cities. Manufacturers of Transporta- 
tion, School, Theatre, Auditorium, Church, Stadium Seating, and Folding Chairs. 


HOUSTON now FIRST 


im City Zone Population Standings of Daily 
Newspaper Cities ... 500,000 to 1,000,000 


as listed in Standard Rate & Data Service 


AMERICAN 





500,000 to 1,000,000 
(22 cities) 


A acc cvoandens 

Cincinnati, Ohio 

aeneente, =: 
inneapolis, Minn... 

San Francisco, Calif. 


Kansas City, Mo. 
Seattle, Wash 
New Orleans, La. ......... 


Miami, Fla. 
Oakland, Calif 
Dallas, Tex. 





The Houston Post has done the 
best job of keeping apace with 
Houston’s rapid population 
growth. It has the largest circu- 
lation gain, 1950-56. 


Get the new facts on Houston, 


Current population estimate for 
Houston A.B.C. city zone is now 
924,318!* Almost 200,000 more 
people than in 1950. With this 
26.5% population increase in the 
Houston city zone, one shining 
truth becomes apparent — you 
need The Houston Post to cover where the trend to The Post 
the Houston market. grows and grows. 


*Based on information obtained from city officials, city zone increase 
to 924,318 as of February 1, 1956. 
A.B. Publisher's statement for six months ending September 30, 1956. 


THE HOUSTON POST 





Represented Nationally By MOLONEY, REGAN & SCHMITT 





By F. C. Livingstone 
Special Correspondent 
LONDON. With a fleet of more 
than 8,000 buses and the knowl- 
edge that it will be increased to 
'about 10,000 in two or three years 


drawn from service, London Trans- 
port, the nationalized organization 





as electric trolley buses are with-| 


which operates all road passenger); overhauled body. 
services in and around London, was | 


Overhauling London Buses 


Huge Facility At Aldenham Is Service Center 
For City’s 8,000-Vehicle Fleet 


plugs and reference edges which 
are used to ensure that all those 
parts of the chassis which make 
contact with the body, or must 
clear certain parts of the body, are 
of correct size or position within 
small limits. 

‘The chassis then is passed to a 
mounting pit to be joined to an | 


The demounted body is placed on | 


the chassis. These stilts are adjust. 
able for height so that repairs 

be carried out to the body strue. 
ture and covering, both inside anq 
out. 

The main body repair shop is laiq 
out so that the supply of the neces. 
sary new material to the crafts. 
men is on the “help-yourself” or 
cafeteria principle. 

This involves a set of “cafeteria 
racks” being provided for a suit- 
able number of body standings, in 
which all the parts and pieces nor. 
mally required for the repair of the 
bodies are placed so that the crafts. 
man can obtain what he needs with 
a minimum of walking. A set of 
racks contains about 1,400 kinds of 


faced with a vast overhaul problem. | an inverter, which turns it on its| parts. 
For 35 years the main over- 


hauls have been made at a spe- 
cially designed depot at Chis- 
wick, in West London, which was 
originally laid out to handle 4,000 
open-topped buses, 


By the start of World War II, it! 


was handling 6,000 covered-top 


buses, but the expansion following | 


| the scrapping of tramways in- 
|} creased the fleet to 8,000 and the 
| Chiswick Depot had reached the 
stage where no further enlargement 
was practicable. 
| Changes in the law regarding 
| complete overhaul helped make it 
| possible to handle the augmented 
| fleet. In 1921, every bus had to be 
| overhauled completely each year. 
| With increased reliability in road 
| vehicles. by 1949, the period be- 


| tween overhauls had been extended | 


| to 2% years. It now is 3% years. 
| But the Chiswick Depot already 


| was strained to its limits. and Lon-| 
don Transport decided to erect a 


| completely new overhaul center, 


| which would be able to cope with | 


|a fleet considerably larger even 


than the one which will be in ex- | 


istence by 1959. 


The site selected was at Alden- | 


ham on the outskirts of North- 
west London. It covers about 54 

acres and on it has been erected 
| a main overhaul plant block, 

about 1,500 by 500 feet with 17 

| acres of usable space under cover. 

Around this are grouped auxiliary 
| buildings, including a lunchroom 
| that can handle 1,400 at each sit- 
ting. There is ample space for ex- 
pansion and the auxiliary blocks 
are so situated that future exten- 
sions will not impede their use. 
More than 2.000 persons already are 
employed there. 

The production line is laid out in 
the form of a 3,000-foot “U,” with 
vehicles for overhaul entering at 
the northeast corner for stripping 
and repairing and then proceeding 
along the other leg of the 
a paint shop and finishing 
ine. 

The heart of the “U” is devoted 
to manufacturing shops and stores, 
which thus feed material to the ap- 
propriate sections of the produc- 
tion line. 


| 





| position in 20 seconds and is pro- 


| signed to London Transport ideas. 





“Ty” | 


| 
When a vehicle is called forward | 


from the parking area, it is placed 
over one of four dismantling pits 
and the body is removed from the 
chassis. By dismounting the body 
from the chassis, work on both can 
be carried out simultaneously, 
which reduces overhaul time. 

While the body is being over- 
hauled. the chassis is moving 
through the chassis overhaul shop, 
which is parallel to the body shop. 
Here the chassis is first cleaned by 
washing machine, and then passed 
along a 375-foot stripping conveyor 
where units and parts requiring re- 
moval in all cases are taken off. 

London Transport has found it 
is not efficient to attempt to re- 
pair the chassis frames on a mov- 
ing line, in view of the varying 
amount of work required on each 
unit. The frame is therefore 
shunted to one of a series of sid- 
ings by means of an overhead 
monorail conveyor. 

On completion of repairs, the 
chassis is reassembled on a moving 
platform, similar to that used by 
auto manufacturers, and moved to 
a booth for spraying with protec- 
tive paint. The entire spraying 
operation is carried out by one man 
in 30 minutes. 

At the end of the moving plat- 
form the assembled chassis is 
checked to a special gauge to en- 
sure that all body mounting points 
and all units are in correct position 
to permit a standard body to 
mounted upon it. 


Side to make the under-floor por- 
tions accessible. These inverters 
are a special type of cradle open at 


|}one side, which can be rotated! 


about the horizontal axis to tilt the| 
body to any desired degree side- 
ways. 

The cradle structure of the in- 
verter is carried in two C-shaped 
runners which can roll around in 
suitable bearings fastened to the 
plant floor. An inverter can turn a 
body from vertical to horizontal 


vided with limit stops to restrict the 
angle of tilt as may be desired. 
These inverters were specially de- 


The latest design can take a load 
of 10 tons and is powered by an 
eight-horsepower electric motor. 

On the “cleaning inverter,” the 
road dirt on the underside of the 
body is removed by a team of oper- 
ators using high-pressure hot water 
ejected from long nozzles. 

The cleaned body then is trans- 
ferred to a second or “dry” in- 
verter, where the underfloor is 
inspected and any necessary re- 
pairs are carried out to the floor 
and bottom structure. 

Next, it is lifted by one of six 
12-ton overhead cranes clear of all 
working areas and taken to the 
repair shop where it is supported 
on four stilts positioned at the four 
points where the body is carried on 








Body in Position— 


A huge crane in the Aldenham depot 
of London Transport moves a bus body 
into position. The use of cranes for this 
work, the company says, saves time and 
provides extra working space since the 
floor is free of congestion. 

- 2 ..% 


After repair, the body is lifted 
on to another inverter, sprayed 
on the underside with carbolastic 
paint as protection against the 
effects of road splash and lifted 
on to a chassis—not necessarily 
the one on which it arrived at 
the plant. 

The complete vehicle then is 
given a track test, This is carried 
out before painting, so if any recti- 
fication is necessary, it can be un- 
dertaken without damage to fin- 
ished paintwork. 

Following this test, the vehicle 
passes through the paint shops. Ex. 
terior painting is carried out ona 
660-foot conveyor, which can ac- 
commodate 16 buses at a time. 


Finally, the bus passes through 
the licensing garage. In this vehi- 
cles receive final inspection before 
being accepted from overhaul, and 
any legal inspection and check re 
quired by the licensing authorities 
is carried out: 

The shops dealing with the re 
conditioning of body parts lie in 
the center of the plant and are so 
located as to require minimum 
movement of material. 


The system is that unserviceable 
parts flow from the body repair 
shops through cleaning and preview 
to the pre-repair stores. Then, after 
passing through the reconditioning 
shops, they go to the preassembly 
control stores for reissue. New ma- 
terial is drawn from main stores 
only to replace unrepairable parts. 


Sheet metal parts are manufac- 
tured in this area and pass to the 
main store and thence, as required, 
to the preassembly control stores 
for issue to the shops. Provision is 
made for modern systems of pro 
tective treatment, which normally 
include stove enamelling. 


The average time taken be- 
tween arrival for overhaul and 
completion is 15 working days. 


Answering the suggestion that 
this elaborate overhaul system has 
only been made possible because 
London Transport is a nationalized 
body which is able to spend money 
without regard to the commercial 
economics of the system, this cor- 
respondent was assured that the 
only factor governing the introduc- 
tion of the new overhaul plan was 
the economic speed of the work. 

It was pointed out that every- 
thing that now is being done is @ 
logical development of methods in- 
troduced when Chiswick Depot was 
first started by the London General 
Omnibus Co., which was a purely 
commercial undertaking. 

» * 7 





be! London's Bus Overhaul Depot— 


This chassis gauge is believed to| The Aldenham Bus Overhaul Depot, on the outskirts of Northwest London, is the 
service headquarters of London Transport which operates all road passenger services 


be unique in its field. It is a struc- 
ture which can be lowered by hoist 
onto the chassis under test. It is 
provided with accurately positioned 


in the British capital. By law, each of the 
completely every 342 years. The center is 


system's 8,000 buses must be overhauled 
equipped to take care of even more than 


10,000 buses London Transport expects to have by 1959. 
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(Continued from Page 15) 
milestone in General Motors 
factory-dealer relations. The Dec. 
31 issue of Automotive News re- 
ported that — and I quote: “Gen- 
eral Motors wrote the automotive 
story of the year with its new 
dealer policy.” 

Some of the changes made by 
General Motors in its policies and 
selling agreement have already 
been adopted by some of the other 
manufacturers. In my opinion, all 
of the changes will serve as a 
guidepost to a new era in factory- 
dealer relations throughout the in- 
dustry. 

To those of you who are Gen- 
eral Motors dealers, I suggest 
that you appraise your new sell- 
ing agreement and our currrent 
policies in the light of the repre- 
sentations which I made to you 
on March 2. I believe you will 
find that every commitment was 
carried out to the letter. In fact, 
the promises were more than ful- 
filled. 

But our program was not com- 
pleted on March 2. We regard it 
as a continuing one. Our point of 
view assumes that anything and 


everything can be improved. Our| 


record indicates that we are always 


seeking ways to make things better | 


and do things better. 

On March 5, I announced the cre- 
ation of a new office in General 
Motors 


have a direct line of communica- 
tion to top management. Subse- 
quently, executives in charge of 


dealer relations were appointed for | 


all the car and truck divisions. 
= * aa 

N JUNE 1 former Federal 

Judge William C. Coleman 
accepted the assignment as General 
Motors’ impartial dealer umpire. 
To improve our wholesale opera- 
tions in every way possible and to 
provide all the services required by 
the dealers, additional regional and 
zone offices have been established 
by the car division, And more are 
under consideration, 

We are continuing through the 
1957 model year the policy of not 
increasing the number of dealer 
locations. 
this period dealer appointments will 
continue to be limited to replace- 
ments only. 

Effective Dec. 1, 1956, we an- 
nounced a new advertising and 
promotional program which elim- 
inates dealer contributions 
entirely. The corporation assumes 
full responsibility for the cost 
and administration of this pro- 
gram. It is hardly necessary to 
say that it has been well-received 
by our dealers. 

In General Motors we recognize, 
as I have said, that good policies 
and an equitable selling agreement 
are essential to sound factory- 
dealer relations. However, to 
achieve their objectives they must 
be effectively administered and 
faithfully followed. It is my im- 
pression that in this area there has 
been much progress during the past 
year. 

I have called a meeting next 
month of the same group of dealers 
who participated in developing our 
new policies and revised selling 
agreement. I shall ask them to 
review the effects of the changes 
We introduced, and I shall be par- 
ticularly interested in their report 
On the progress made in adminis- 
tering our policies at the local level. 

* * * 


The Franchise System 

I SHALL be equally interested in 
their appraisal of the progress 

that dealers have made with 

respect to their obligations under 

the franchise relationship. 

I wonder how many of you real- 
ize what an unusual and unique 
relationship this franchise system 
is. I believe it is the best method 
known for distributing passenger- 
cars and trucks. In my opinion, it 
has contributed importantly to the 
growth of the automobile industry. 
Through this method of distribu- 
tion, our industry has been able to 
make a remarkable contribution to 
the American economy. 

Perhaps it would be well to con- 
1g the elements of this relation- 

Pp. 

The phrase “retail business” 


Cites Factory-Dealer Gains at NADA Parley . . . 
Curtice Reviews GM Franchise 


covers a wide variety of distribu- 
tion activities. At one extreme is 
the off-the-shelf merchant who 
buys from dozens or hundreds of 
manufacturers. At the other is 
the branch or the manufacturer’s 
agent. The automobile dealer 
lies in between; he is an inde- 
pendent business man, yet in his 
community he is looked upon as 
the manufacturers’ representative. 

He sells a highly complex 
mechanical product to persons 
without mechanical knowledge. 
They naturally depend on him to 
service and maintain this product, 
which for them represents a sub- 
stantial investment. He also must 
be prepared to sell more used cars 
than new cars, and these often 
require extensive conditioning. 

The dealer is dependent on the 
manufacturer to provide him an- 
nually with a product that is com- 
petitive with respect to quality, 
style and value. Conversely, the 
manufacturer is dependent upon 
the dealer to use the proper mer- 
chandising techniques and to pro- 
vide suitable sales and service facil- 
ities. 





executive vice-president in| 
charge of dealer relations. Its pur- | 
pose is to insure that our dealers | 


This means that during} 


An unusual mutuality of interests 
exists because the automobile man- 
ufacturer has virtually no cus- 
|tomers apart from his dealers, 

while the latter rely on the auto- 
mobile manufacturer for the vehi- 
|cles they sell. Both assume cer- 
tain risks, and both have certain 
obligations and responsibilities. 

= * = 


fb franchise relationship 
formalizes these obligations and 
responsibilities and gives recogni- 
tion to the mutuality of interests 
existing between manufacturer and 
dealer. Let me repeat — it is the 
best method that has been devised 
for serving those interests and the 


Mylar Is Bonded 
To Steel by 


Dorrie Process 


DETROIT. Dorrie Process Co., 
Inc., has developed a new process 
in the use of metalized Mylar in 








steel, It is said to give a new type 
of finish to stampings and formed 
| parts which previously had to be 
| . 
vainted or plated. 

Mylar is a polyester film made by 
E. I. duPont deNemours & Co. Its 
properties, Dorrie said, include 


abrasion resistance, insensitivity to) 
moisture, resistance to solvent and_| 
contact, high tensile} 


chemical 
| strength and electrical resistance. 
For the last four years, Mylar 
has been used as a decorative ma- 
terial in automobiles. Dorrie metal- 
izes a bright surface to the under 
side of the Mylar and laminates it 
to vinyl, cloth or other surfaces. 
| Dorrie said that with the steel- 
|laminating process it can produce 
| formed parts in silver, gold or any 
color and retain an embossing. 








Trophy for NASCAR 


Bill France, right, NASCAR president, 
accepts the Harley J. Earl Perpetual Chal- 
lenge Award presented by Harley Earl, 
General Motors styling vice-president. The 
trophy, a replica of the General Motors 
Firebird |, will be awarded to the winner 
of the NASCAR Grand National Stock Car 
Race held at Daytona Beach, Feb. 17. 


AUTOMOTIVE NEWS, FEBRUARY 4, 1957 


interests of the retail customer as 
well. 


The franchise relationship, in my 
opinion, is also the best method of 
enabling the automobile dealer to 
earn an adequate return on his 
investment. An effective franchise 
system should assure adequate 
profits to the conscientious, effici- 
ent dealer. We recognize that in- 
adequate profits tend to undermine 
the franchise system, and our 
efforts have always been directed to 
the development of a franchise 
which will produce adequate profit 
opportunities, 

The franchise system is not 
designed to protect the lazy, in- 
efficient dealer against the rigors 
of competition. After all, there 
is no substitute for work. No bus- 
iness can be profitable for any 
length of time unless its owner is 
willing to devote his time and 
effort to making it so, 


Too many persons assume that 





which the product is laminated to) 


the franchise relationship is a 
natural one—unchanging and un- 
changeable. This is a dangerous 
assumption. In point of fact, the 
relationship can be distorted to a 
degree that it no longer serves a 
useful purpose. Or it can be 
destroyed completely. 

A definite threat to the franchise 


system and to dealer profits is the| 
problem of bootlegging. I have) 


spoken many times about this prac- 


tice. It has been with us for many | 
years, but has flourished particu- | 


larly since the war. 
* * * 


Antibootlegging Measures 


re THE model year 1956 boot- 

legging continued to be a serious 
problem even though the volume 
and extent appeared to diminish 
somewhat. This may have been due 
to better distribution practices by 
manufacturers as well as to reluc- 
tance of dealers to indulge in boot- 
legging. 

Looking ahead through the 1957 
model year, the flow of cars 
through bootleg channels may be 
greater than in 1956 despite im- 
proved production and distribu- 
tion practices and more accurate 
estimates of product require- 
ments by dealers and manufac- 
turers. How, then do we meet 
this problem on a sound business 


basis and within the framework | 


of existing laws? 

General Motors dealers are 
familiar with the improved policies 
and procedures we established last 
year in the areas of production and 
distribution to eliminate possible 
causes of bootlegging. 

If you reflect on the year 1956— 


the adjustments of production | 
schedules, im proved distribution | 


policies, dealer inventories, cus- 
tomer demand and the 1956 model 
cleanup — the General Motors rec- 
|ord speaks for itself. For 1957 
| there is every reason to believe that 
| General Motors will have an equally 
| good and, we hope, even better per- 
| formance. 
| * ~ > 
F GENERAL MOTORS has 

eliminated in the distribution 
area these important and serious 
possible causes of bootlegging — 
and I think we have — what is the 
General Motors dealer doing about 
it? The substantial majority of our 
dealers are performing as quality 
dealers and are not indulging in 
bootlegging. Unfortunately, there 
are the few who can be tempted 
to sell at wholesale for a quick 
profit. 

Recognizing their right to sell 
the product which they own to 
the person, at the price, and at 
the place of their choice — what 
of the representations made when 
applying for the franchise that 
they would be retailers, develop 
their territories and serve their 
retail customers? 

These are the immediate consid- 
erations, but what of the longer 
range effects? Should these be 
ignored in exercising this right to 
sell? Exercising this same right, 
the dealer could sell the product 
at a price below his cost, but if 
he indulged in this privilege to any 
extent without regard to the con- 
sequences, how long would he be 
in business? 

Indulging in the right to sell at 
wholesale to a nonfranchised dealer 
is no different. Suppose that every 





France's Fairest— 


France's prettiest race driver, Madame 
Gilberte Thirion, is shown with Nadege 
Ferrier after winning first prize in the 
Isle of Corsica events in a Renault Dav- 
phine. 


dealer selfishly bootlegged cars, 
how long could the automobile in- 
| dustry operate under the franchise 
| system? The answer is obvious. 

a” * * 


Legislation 
——— practice which ad- 
versely effects dealer profits 
and thus helps undermine the fran- 
chise system is unethical advertis- 
ing. I abhor advertising of this 
nature, and your association would 
seem to agree with me, as evi- 
denced by the fact that it has found 
it desirable to develop an advertis- 
ing code. 

What a refreshing thing it would 
be if we all undertook to sell our 
wonderful products strictly on their 
merits! I am sure such a move 
would go far to establish all of you 
in the eyes of the public as the 
| outstanding merchants all of you 
really can be. 

It is my firm conviction that the 
automobile industry itself can cure 
these bad practices and that legis- 
lation is not the answer, as some 
feel. 

I recognize the value of general 
legislation designed to promote 
the public good. However, I have 
not been inclined to favor special 
legislation directed at regulating 
industry—particularly legislation 
directed at regulating a specific 
industry. 

While legislation with respect to 
bootlegging and also to cross- 
selling, might be desirable, most 


be objected to on grounds of prin- 
ciple and also because of unfore- 
seen effects that are likely to en- 
sue. 
| In fact, well-meaning legislation 
|could in its ultimate effects con- 
tribute to the downfall of the fran- 
|chise system, I would urge all of 
you to scrutinize all proposed legis- 
lation very carefully from the point 
of view of your own self-interest. 
*~ x * 
N AUGUST, 1956, the Congress 
enacted into law the so-called 

good-faith bill. I mention it only 
because there has been a consider- 
able difference of opinion as to its 
interpretation and application. It is 
interesting to me that as recently 
as Dec. 29, the chief counsel of the 
Senate Antitrust and Monopoly 
subcommittee, which favorably 
reported the bill, said in an address 
in Chicago — and I quote: 

“There was some indication in 
the Senate debate that bootleg- 
ging by the dealer might be con- 
sidered lack of good faith. Upon 
the strong insistence of the 
Department of Justice that such 
an interpretation would be in- 
consistent with the antitrust 
laws, the House added a clause 
that no provision of the Act shall 
repeal, modify or supersede any 
provision of the antitrust laws. 

“The House Report asserts in 
clear language that the manufac- 
turer’s obligation to act in good 
faith extends to all of his domestic 
franchise dealers, including those 
who are bootlegging, those who sell 
outside their zone of influence or 
territory, and those who sell at less 


legislation relating to business can | 
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than suggested retail prices, The 
Report states: 

“‘Similarly a manufacturer in a 
dealer’s suit for damages stemming 
from a manufacturer's refusal to 
supply adequate cars could not set 
up by way of defense as lack of 
good faith, the fact that the dealer 
sold new cars to other new or used- 
car dealers for resale to the pub- 
lic!’” (End of quotation from the 
speech.) -"e- 2 


An Appeal to Dealers 


MA* I repeat my conviction that 
the sound solution of the prob- 
lems that beset the automobile in- 
dustry rests solely with the manu- 
facturers and dealers themselves. 

Eight weeks ago I addressed a 
luncheon meeting of General Mo- 
tors dealers in New York. I told 
them I am dedicated to accomplish- 
ing all of the objectives I had out- 
lined on March 2 and that I am also 
dedicated to the strengthening of 
the franchise system of distribut- 
ing passenger cars and trucks. 

Then I invited them and all of 
the 18,500 dealers representing 
General Motors passenger car 
and truck lines to join me in a 
crusade to eliminate the bad 
practices which have come into 
the industry. 

Now I wish to take this opportu- 
nity to broaden that appeal. I call 
upon you men and all of the en- 
franchised dealers of our industry, 


|some 40,000 strong, to join me in 


this crusade. 

I am sure all of you believe in 
our franchise system just as 
thoroughly as I do. I am convinced 
that together we can preserve it. 
We have unity of interests; we 
must have unity of purpose as well. 

* * * 

I WOULD like to close with the 

thoughts expressed at the end of 
my March 2 telecast to General Mo- 
tors dealers. I believe the words 
merit a broader application and 
apply equally well to all of you 
assembled here. 

“At the beginning of my talk,” I 
am quoting now, “I addressed you 
as ‘partners in progress.’ I meant 
every word of that phrase. Your 
progress — and I wish to say this 
to each one of you dealers person- 
ally and to every member of the 
wholesale organization — is very 
close to my heart. 

“And equally close to my heart 
is the wish that, working 
together, we can achieve a Gen- 
eral Motors Quality-Dealer Pro- 
gram. We now have the frame- 
work for such a program. I am 
sure you will agree to that, Cer- 
tainly then, we should be able to 
give it substance and life. 

“In this firm belief, I see very 
clearly the beginning of a new era 
in the relations of General Motors 
and its dealers -— an era of goodwill 
—an era of progress and continuing 
prosperity — and an era too in 
which we shall win the regard of 
our fellow citizens as true leaders 
in our respective spheres of influ- 
ence.” 


Oldsmobile Forms 
Three New Zones; 
Total Now Is 28 


LANSING. — Oldsmobile an- 
nounced last week that by March 1 
it will open new zone offices in 
Indianapolis, Jacksonville, Fla., and 
Newark, N. J. 

These offices, together with the 
Houston office which opened in De- 
cember, will give Oldsmobile 28 
zone operations throughout the na- 
tion. General Manager Jack F. 
Wolfram said the new sites would 
provide better service for both 
dealers and customers in those 
areas. 

The Indianapolis office, which 
opened last week, is in the Cham- 
ber of Commerce Building, 320 
Meridian Ave. It will serve 130 
dealers in Indiana, Western Ken- 
tucky, Northwestern Ohio and two 
counties in Illinois. 

The Prudential Insurance Build- 
ing, 841 Miami Rd., is the home of 
the Jacksonville office, scheduled to 
open March 1, It will serve 95 deal- 
ers in Southern Georgia and 
throughout Florida, excluding the 
nine westernmost counties. 

Slated to open March 1, the New- 
ark zone will be headquartered in 
the Liberty Mutual Insurance 
Building, 240 S. Harrison, East 
Orange, N. J. It will serve 92 deal- 
ers in Northern New Jersey and 
several counties in Southeastern 
New York. 
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Unity Acclaimed .. . 


NADA to Stand Firm 
Against Union Efforts 


(Continued from Page 1) 


anyone who works any harder than 
a small businessman or the man- 
agement of an automobile manufac- 
turing corporation.” 


+ . * 


| -r pointed out that any field 
of battle is painful, adding: 

“The days ahead will continue to 
be good, if we do not become soft 

and complacent, or inattentive for 
an instant in the continuing battle 
for economic survival, 

“Acting as mature men, accepting 
the full share of our own respon- 
sibility and obligation, with dealer 
and manufacturer moving together 
down the American road as part- 
ners in progress, loyal one to 
another, our unity of effort will fill 
the future with good new days for 
the public, to whom we all owe a 
duty, and will act as a beacon to 
light the way for free men every- 
where.” 

Bell said that in his travels 
among the dealers it appears that 
the. foremost among their weak- 
nesses is the “haphazard, helter- 
skelter way in which we employ 
and train people.” 

This results, he said, in a high 
rate of turnover, a restlessness 
among employes and consequent 
lack of that personal loyalty to a 
company which is a prerequisite 
to succéss and an indication of 
contentment. 

He then cited one of the reasons 
impelling NADA to action on the 
union front: “You and I know that 
two trade unions, the Machinists 





Armed Services 
Cracking Down on 


Unfair Dealers 


MIAMI.—A crackdown on auto 
dealers who take advantage of 
members of the armed forces has 
been started, according to Maj. 
Ernest Brenner, base legal officer 
of the Marine Air Station in Miami. 

Addressing the Miami Independ- 
ent Automobile Dealers Assn., 
Brenner said the Armed Forces 
Disciplinary Control Board has 
been established and will cover nine 
southern Florida counties. 

“What this means,” he explained, 
“is that when any place of business 
is declared ‘off limits’. by one 
branch of the service, that auto- 
matically makes it off limits for 
all other branches. Formerly the 
ban applied only to personnel of 
the branch which applied it.” 

Cautioning dealers about dealing 
with personnel in the four lower 
grades, Brenner said, “These are 
bad credit risks. I don’t mean all 
of them, of course. But they are 
the ones most likely to be trans- 
ferred on short notice. 

“The career men are the best 
risks you can deal with. However, 
don’t expect any sympathy on a 
phony deal. We've already put one 
or two dealers out of business, al- 
though I’m glad to say they were 
not members of your association.” 


Dodge Delegation at NADA— 





and the Teamsters—some of whose 
leaders have been busily pleading 
the Fifth Amendment in current 
Senate hearings — have voted a 
substantial war chest from their 
vast resources to the end that the 
employes of automobile dealerships 
shall become members of one union 
or the other.” 
+ + + 

At A press conference, Bell said 

that he had discussed the con- 
cept of the Retail Training Insti- 
tute with two manufacturers and 
that their reaction had been very 
favorable. 

Bootlegging, Bell said, is declin- 
ing and is spotty, but where it ex- 
ists, it hurts. 

After his election, Sutter said 
that he did not think that 
national advertising of FOB 
prices on cars would help, since, 
because of the various pricing 
factors not considered in the FOB 
price, it bears little relation to 
actual delivered prices. 

Sutter said that auto sales may 
become stronger with each succeed- 
ing month in 1957. He pointed out 
that those car owners, still saddled 
with car loans as a result of the 
crazy credit of 1955, will be paying 
off their debts as the year pro- 
gresses and thus becoming again 
new-car prospects. 

He said that NADA is stressing 
business management training this 
year because good dealer manage- 
ment is essential to putting dealers 
in a stronger profit position. 

* > * 

Romney’s Views 
= DISCUSSING the NADA legis- 

lative program, AMC’s George 
Romney said that he still thinks 
that the so-called “good-faith” 
legislation which became law last 
year will plague dealers as well as 
manufacturers. 

However, he 
pointed out that 
he thinks that 
Adm, Bell did the 
industry and the 
nation a real pub- 
lic service by 
encouraging Con- 
gressional hear- 
ings and the 
searching reap- 
praisal that fol- 
lowed. 

“It is highly un- Geo. Romney 
likely,” Romney said, “that modi- 
fication of direct factory-dealer re- 
lations, including dealer franchises, 
that has ensued would have oc- 
curred by this time except for the 
impact of those hearings.” 

At a press conference after his 
talk, Romney explained a state- 
ment that “some American Mo- 
tors’ dealers have already discov- 
ered” that the O’Mahoney legis- 
lation works both ways. 

He said it restricts the factory 
in dropping some dealers, which 
both factory and dealers agree are 
operating in a manner not suited 


to a particular market. 
* * 


OMNEY called inflation the No. 
1 problem of the nation, as- 
* * * 


serted that one of its basic causes 
was the wage-price spiral. 

“The present chain reaction,” 
Romney said, “started with the au- 
tomotive wage settlement in the 
summer of 1955, was further spread 
with the steel settlement last year, 
and is being reflected in higher raw 
material, service and finished prod- 
uct costs. 

“The sharp rise in the cost of liv- 
ing for consumers from these and 
other factors appears to be moder- 
ately affecting the current automo- 
bile market.” 

He said that the auto industry 
grew to greatness by passing part 
of the benefits of greater produc- 
tivity to the customer in terms of 
reduced prices and greater con- 
sumer values. Then he asked: 

“Will the benefits of increased 
productivity be as widely distrib- 
uted in the future?” 

Important changes must occur if 
they are, he said. 

He said that Walter Reuther has 
already declared that in 1958 the 
UAW would “win the highest: eco- 
nomic wage concession we have 
ever won... We cannot convince 


San Francisco Scenes 


General Motors to part with its mil-| Lincoln Dealers, Fribley Chat— 
Carl Fribley, center, 1956 president, National Automobile Dealers’ Assn., swaps stories 


lions by pious platitudes. We've got | 


to have a wallop.” 


| with the Lincoln delegation during a lull in the NADA board of directors meeting thot 


Romney said that whether GM| preceded the opening of the 40th annual NADA Convention in San Francisco. Harry 
B. Craycroft, Vandalia, Ill.; from left Maurice J. Grant, Manchester, N. H.; Fribley; 


could win in a strike over union 
demands that exceeded the broad 
and long-range public interest is 
academic, “and I believe will re- 
main so.” 


* > * | 
oar said he was opposed in 


principle to the idea of indus- 
trywide bargaining in an effort to 
bolster the position of auto man- 
agement against auto labor. This, 
he said, would accelerate the con- 
centration of union power on a 
national basis and could create a 
public reaction different from that 
in raw material and processing in- 
dustries. 

“What,” he asked, “would be 
the reaction of car buyers to an 
industrial counterpart of Walter 
Reuther negotiating and fixing 
with him the level of labor costs 
for all car companies, if that level 
is then followed by price increases 
by all companies?” 

This, he added, might lead to po- 
litical insistence that government 
participate in the bargaining and 
pricing process to protect the un- 
organized consumer interest. 

“It has proved,” he said, “to be 
the sure road to government inter- 
vention and some form of collec- 
tivism.” 

The obvious underdog position of 
the individual working man in the 
big ‘business economy resulted in 
laws during the 1930s that encour- 
aged collective bargaining, he said. 

While the resulting growth of col- 
lective bargaining was in the public 
interest in Romney’s expressed 
opinion, he said that the law re- 
moved virtually all limitations on 
union power. 

Most employers, he said, now are 
the underdogs. 

At the press conference, Romney 
said: 

“We sit there like setting ducks 
and get knocked over.” 

Asked if his emphasis on opposi- 

(Continued on Page 51, Col. 1) 


Young NADA’ers 
Total 2,000; Now 
Called YAMs 


SAN FRANCISCO. — The fast- 
growing young executive group in 
NADA attracted 200 to the conven- 
tion here last week and now has an 
enrollment of 2.000. 

This compares with 75 of the 1955 
Chicago convention out of a mem- 
bership of 800 during the first na- 
tional meeting of the group. 

John H. Nash jr., Capitol Chev- 
rolet. Austin, Tex.. is the new na- 
tional chairman of the group. New 
name of the organization is Young 
Automotive Managers. 

In addition to participating in 
NADA sessions, the Yams held one 
of their own over which Al Nor- 
man, former national chairman, 
presided. J. Roger Deas, director of 
public relations of American Can, 
addressed the group. 

The group is scheduling seminars 
and conferences strategically 1lo- 
cated around the country for broad 
participating. At the seminars, top 
men in retail and wholesale busi- 
ness discuss problems and give case 


Representing Dodge at the NADA convention in San Francisco are, from left, L. F. | histories. 
Desmond, sales vice-president; Alden D. Maclellan, Allentown, Pa., Dodge dealer; L. 
J. Ovellette, Dodge dealer relations director; lou Crosby, TY announcer for the | helping to improve management of 
Lawrence Welk Show, and M. C. Patterson, Dodge president. 


The movement, it was asserted, is 


| dealerships across the country. 








| Reland Hughes, Jonesboro, Ark., and Allan C. Mims, Rocky Mount, N. C., were among 


the more than 10,000 dealers from all sections of the country who gathered for the 


five-day convention. 


CIT Officials Attend Dealer Convention— 


Arthur O. Dietz, center, president, C.I.T. Financial Corp., shows details of 1957 
model car to Ll. Walter Lundell, left, and Alan G. Rude, chairman and president, 


respectively, of Universal C.!.T. Credit Corp. 
and homes since 1908 are displayed at * 


Progress in the design of autos, highways 


‘Autorama, an exhibit at the company's 


headquarters at the NADA Convention in San Francisco. 


By Finance Leaders .. . 


Healthy °57 Sales Seen 


SAN FRANCISCO.—Despite con-| 
cern about tight money and so- 
called high car prices, finance lead- 
ers here in connection with the 
NADA convention saw a healthy) 
auto business for 1957. 

In fact, said Arthur O. Dietz, | 
president of the Universal C. I. T.| 
Financial Corp., and L, Walter Lun- | 
dell, chairman and chief executive) 
officer of Universal C. I. T. Credit! 
Corp., Finance companies are trying 
to get more business. 

Lundell said finance companies 
could handle this year car volume 
as high as in the record year of 
1955, although they pointed out 
that terms of today are sounder 
than in that year. 

But, said Dietz, dealers them- 
selves are supporting the more 
selective terms. Present average 
downpayment is about 38 percent 
and average term 30 months. 

While in 1955 the downpayment 
percentage was about the same, it 
was pointed out that at present it 
is stronger because dealers are 
over-allowing to a lesser extent. 
This squeezes part of the water out 
of the downpayment. 

Al Rude, president of Universal 
C. I. T. Credit Corp., declared that 
at present both dealers and makers 
are working for a sounder auto 
market. 

At present, average monthly 
payments are running about $85, 
up from $82. Due to more selec- 
tive credit, price increases have 
to be met within the framework 
of present terms. 

Dietz point out that 10 million 


persons paid off their car loans in 
1956, and the used-car market is 
strong and the credit position on 
collections and repossessions is 
much better today. 

He said his company’s collections 
were running $90 to $100 million @ 
month. 

Asked about the rising cost of 
money, Dietz said that for years 
money has been in the position of 4 
second-class citizen. 

“We all try to get the most for 
our services,” Dietz said, “and 
now money is in the same posi- 
tion and this is likely to continue.” 

Dietz pointed out that in this 
country workers buy what they 
build and urged that we stop re 
ferring to “labor.” “He’s the con- 
sumer,” Dietz declared. 


Plymouth’s Mansfield 


To Drive Pace Car 

DETROIT.—John P. Mansfield, 
president of Plymouth, will drive 
the pace car for the 160-mile 
Grand National Circuit Champion- 
ship race, final event of the Inter- 
national Safety and Performance 
Trials at Daytona Beach, Fia., on 
Feb. 17. 

Mansfield will pace the race in 
a 1957 Plymouth convertible, 
which will also be pace car for all 
other major events during the 
two-week trials. The convertible 
will be powered by a 290-horse- 
power Fury V-800 engine, 








i 





(Continued from Page 50) 
tion to industrywide bargaining “in 
ciple” meant that he was will- 
ing to accept it in practice, Rom- 
asserted: 
“Fortunately, I haven’t had to 
cross that bridge yet.” 
* 


* * 





OMNEY said that Sumner Slich- 

ter, the Harvard economist, has 
said our economy is becoming la- 
poristic. He asked: 

“Is labor going to absorb a dis- 
proportionate share of the produc- 
tivity improvement and what effect 
will this have on the future auto- 
mobile market?” 

He said our antitrust laws should 
be modernized and strengthened to 
provide for the continuation of 
birth, growth and death in our ma- 
ture basic industries and called for 
elimination of the basic conflict be- 
tween the antitrust laws and the 
labor laws. 

Romney said thst we must 
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New Chrysler Dealer Pact 


Due Within 30 Days 


SAN FRANCISCO, — In an ad 
lib remark during his address to 
the NADA convention here last 
week, Chrysler President L. L. 
Colbert said that his corpora- 
tion’s new selling agreements for 
dealers will be ready within 30 
days. 

He did not mention any of the | 
changes, but the new agreements 
are expected to embody many of 
the revisions made by General 
Motors last year. 








As Cash Register Rings . . 


| ing our industry.” 


'rapidly increasing number of | 


Dealer-Factory Unity Hailed... 


NADA Sets Firm Union Stand 


choose between the discipline of 
competition or the discipline of 
absolute authority. 

He emphasized that the “Big 
Three”—with 96 percent of indus- 
try sales-—have achieved their posi- 
tion by methods that are less sub- 
ject to criticism by competitors, 
customers, employes, stockholders 
and dealers than any with which 
he said he was familiar. 

* Eo * 


Fribley’s Report 


ARL E, FRIBLEY, retiring 
NADA president, said of 
NADA’s 1956 job: 


“Never has so much been accom- 
plished in such a short period of 
time by so many dealers for all the 
dealers of our great country.” 

He called the} 
“good-faith” law 
the Magna! 
Charta of the re-| 
tail automobile 
dealer.” 

Fribley said 
that with the cor- 
rection of the past 
inequities and the} 
production of a| 
better climate in 
factory-dealer re- 
Carl E. Fribley lationship, it 
now becomes mandatory on us as 
dealers to do our part in develop- 








He said dealers must prepare to} 


|take part in developing and pro-| 


ducing more sales, enlarging serv- 
ice facilities to take care of the 


tomers and to keep the retail busi- 


Equipment Show Scores 


‘Continued from Page 1) 


toughest spots on the NADA con- 
vention circuit may move into favor 
in the eyes of the equipment, tool 
and office machinery people who 
make up the bulk of the exhibitors. 


* * > 


looking forward to a repeat per- 

formance next year at Miami. 

All expressed surprise at the 
almost total absence of gripes ex- 
| pressed by dealers. In the main, 


AVING the presidents of the 

various corporations speak in- 
creased attendance here this year, 
it is thought. Having the service 
managers of the factories here in- 
creased interest in things pertain- 
ing to service, 
time to go through the exhibit 
spaces in considerable numbers. 

The service manager consultant 
idea, which was tried out at this 
show for the first time, has 
proved to be a big success in the 
eyes of every service manager in 
attendance and all of them are 


957 
ent, 
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Obituaries 


A, Woodrow Wilson 

MEMPHIS, Tenn.—Arthur Woodrow Wil- 
son, 44. owner of Wilson Motor Car Co., 
2253 Lamar St., is dead. He had been ill 
for some time. 

* * * 
S. S. Holland Sr. 

LAKE CHARLES, La. —S. 8. Holland 
st., 69, a veteran of 40 years in the auto 
business, died Jan. 18. He was president of 
Holland-Shaddock, Inc, (Dodge-Plymouth). 
Mr. Holland was an ardent sportsman and 
at one time was co-owner of the Lake 
Charles baseball club in the Evangeline 
League. 

o 


* * 
Colin C. Joslyn 
DEARBORN.—Colin C. Joslyn, 54, sales 
Tepresentative of Barrett Equipment Co., 
died Jan. 20 after an auto accident, Mr. 
Joslyn, who spent the major part of his 
life in the auto industry, had been with 
Barrett since 1950, 
* * * 
John Eskew 
ALEXANDRIA, Va.—John Eskew, 56, 
an Alexandria automobile dealer, died Jan. 
23 after a heart attack. 
* * * 
Lawrence H, Johnson 
DRAPER, N. C.—Lawrence H. Johnson, 
=. Pa of Johnson Chevrolet Corp., died 
an 


on- 


ye 
le 


fi- 
* 
Richard L, Calkins 
GARLAND, Tex.—Richard L. Calkins, 
@ retired Corsicana (Tex.) automobile 
dealer, is dead. He was a native of Pontiac. 
* * 


Theodore H. Dewhirst 
DOVER, N. H.—Theodore H. Dewhirst, 
61, proprietor, of Dewhirst Motor Sales here 
and Ford dealer in Dover and Somersworth 
for 25 years, died Jan, 20, He was a mem- 
ber of the New Hampshire Automobile 
Dealers’ Assn. 


Be? 


Too R?s 


* + * 


David Fohrman 
CHICAGO. — David Fohrman, 50, owner 
of Armory Auto Sales, died Jan. 18 of a 
heart nttack in his office, 











and dealers took | 


the thousands of dealers who found | 


their way up to the second floor| 
consultation area just wanted to 
meet and talk with their factory 
| service head, whom they knew only 
| by the signature cn the bottom of 
| bulletins and letters. The only kick 
registered was on the location of 


| the area. 
7 * * 
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ness in step with the tremendous 
future growth of une, country. 


Ford on Fersiga Policy 


ENRY FORD II saw a funda- 
mental shift in the balance of 
world power, and called for an en- 
lightened trade- 
and-aid program. 

He urged that 
the U.S. make a 
real effort to 
take foreign 
policy out of 
partisan poli- 
tics. 

“I suggest,” he 
said, “that we 
cannot afford to 
take a vacation 
from world reali- 





Henry Ford Il 
ties-every four years just because 
we happen to have an election run- 


ning at home.” 
* 


* * 


|Dealer Advertising 


1 ge WAKEMAN, a San Fran- 
cisco advertising man, discussed 
“The Key to Success Through Ef- 
fective Advertising.” 

Wakeman sees the national ad- 
vertising and publicity programs 
creating millions of prospects every 
year, with the dealer role that of 
making the act of purchasing a car 
a rational, reasonable, sensible and 
easy thing to do. 

He called on dealers to— 

1. Adopt an advertising frame of | 
mind—not that of a reluctant ad- 
vertiser. 

2. Give time to advertising. It is} 
a function of top management. 

3. Aim to increase your share of 


|the market through budgeting and 


planning. 

He advised dealers to advertise 
all the time, with heaviest adver- 
tising coming when the market 
is stirring and people shopping, 
rather than when traffic is slow. 
Wakeman said all media is good, 
adding that the backbone of the | 
dealer program should be which- 
ever medium is best suited to his 
copy appeal. 

Copy, he said, is the heart and 
soul of advertising and deserves| 
more time and study. 

“Be sure your copy has ideas, not | 


just words,” he said. 
+ + 


Inflation Story 
OHN L. GAUNT, of the First 
California Co. Los Angeles, 


* 








OHN L. McCAFFREY, president 
of International Harvester, 
spoke both in the truck panel meet- 
|ing of the convention Tuesday and 
also held a press conference Mon- 
| day morning. 
| He pointed out that in addition 
| to Harvester’s taking third place in 
| truck sales, his company by doing 
$573 million in trucks last year be- 
came the fourth largest company 
in the automotive business and that 
while industry sales went down 3.6 
percent, Harvester sales went up 
7.6 percent. 

Asked about business prospects 
for this year, McCaffrey said his 
company expects to increase truck 
sales about 10 percent, but that 
many people do not recognize that 
the drought of last year was about 
the most severe we had experienced 
in 20 years and that it will be the 
cause of many farmers not being 
able to come into the market this 
year even though conditions im- 
prove. 

Miller White, Oklahoma City 
GMC dealer stated that his parts 
sales were at least three times 
and his customer labor sales four 
times that of passenger cars per 
vehicle serviced, and that he has 
obtained from 95 to 122 percent 
service absorption ever since he 
has been in business. 

White stated that the dealer who 
doesn’t know the truck business, 
isn’t interested in it and doesn’t 
want a truck sales franchise but 
remained in the business was a 
detriment to the industry. 

Dr. G. H. True, professor of mar- 
keting at Notre Dame University, 
spoke on the value of ideas, espe- 
cially in selling. He said that a man 
who prided himself on being normal 
“was the lousiest of the best and 
the best of the lousiest, neither of 
which was very desirable.” 












spoke on “Serving the Public Profit- 
ably.” 

To shed light on the story of in- 
flation, he said that the supply of 
money grows as we fight a war. In 
1940, he said, we had in circulation 
in this country $9 billion in money; | 
in 1950 we had $27 billion. 

At the end of the same period, 
all the factories of the country 
were making 170 percent as much 
manufactured goods as they did at 
the beginning. 

Gaunt said: “Now here we have 
three times as much money chas- | 
ing 1% times the ‘stuff.’” 


He urged dealers to remember 
these points: 

1. Yesterday’s business was done 
in yesterday’s dollar. 

2. Today’s business is done in to- 
day’s dollar. 

3. Tomorrow’s business will 
done in tomorrow’s dollar. 

4. The business of 1965 will be| 
done in a 1965 dollar—whatever it 
is. 

He said the FRB’s program to 
tighten up on all credit for expan- 
sion and speculation and pinch 
back poor credit risks, results 
this: | 

“Your money is costing more| 
every day and inflationary pressure 
continues to make its purchasing 
power grow less. To survive, busi- 
ness must be sure it makes a 
profit.” 





be| 


in| 


* * 


No Added Dealers 


(CURTICE reviewed the steps| 

taken by GM to improve its 

——— relations and as- 
serted: 

“We are continuing through the 
1957-model year the policy of not 
| increasing the number of dealer lo- 
| cations. This means that during 
this period dealer appointments will 
| continue to be limited to replace- 
ments only.” 


* 


he be- 





| Curtice said that while 





51 
lieves the GM policies and selling 
agreements will serve as guide- 
posts to a new era in factory- 
dealer relations for the industry, 
they must be effectively adminis- 
tered and faithfully followed, 

To check on this, Curtice said 
he had called a meeting in Feb- 
ruary of the same group of 
dealers who took part in de- 
veloping the revised program. 

“I shall ask them,” he said, “to 
review the effects of the changes 


| we introduced, and I shall be par- 


ticularly interested in their report 
on the progress made in adminis- 
tering our policies at the local 
level, 

“I shall be equally interested in 
their appraisal of the progress that 
dealers have made with respect to 
|their obligations under the fran- 
chise relationship.” 

* * > 
URTICE stated his belief that 
the franchise system is the best 
known method of distributing cars 
and trucks, but warned that it is 
not an unchanging and unchange- 


| able system, 


“The relationship,” he said, 
_(Continued on Page 52, Col. 1) 
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AN EXCEPTIONAL 
OPPORTUNITY 


manager with general 
Must be a man of 


General sales 
manager potential. 


high calibre who is ambitious to get 
ahead and can field a strong efficient 


sales organization. Capable of selling 
@ minimum of 1,350 new units annually. 
An association with this particular large 
Ford dealership offers sound future 
opportunity as well as substantial earn- 
ings now. Will be located in Pitts- 
burgh, Pa. territory. Box AN-6, c/o 
Automotive News, Detroit 26. 
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WORLD'S BEST FISHING! 
LA PAZ, B. C., MEXICO, in Gulf of California 


Many different kinds of game fish in La Paz waters. Marlin, 

Swordfish and Sails, the broncos of the ocean, latter part of 

March to December. Smaller fish plentiful the year round. 

! Good skippers and guides. 5-hour flight in DC3. 8-day trips. 
conduct every trip. Good boats, hotels. $290.00 includes 

everything. Ideal climate. Plan as far in advance as pos- 

sible. You will like this trip. Write for brochure. 
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NADA Sets Firm Union Stand 


(Continued from Page 51) 
be distorted to a degree that it 
no longer serves a useful purpose. 
Or it can be destroyed completely.” 

As threats to the franchise sys- 
tem, Curtice listed bootleging and 
“well-meaning legislation.” 

Bootlegging appears to have 
diminished somewhat in 1956, Cur- 
tice said, but he cautioned: 

“Looking ahead through the 

1957-model year, the flow of 
cars through bootleg channels 
may be greater than in 1956, de- 
spite improved production and 
distribution practices and more 
accurate estimates of product re- 
quirements by dealers and manu- 
facturers.” 

Curtice said that the substantial 
majority of GM dealers are per- 


| 





How Programs Work... 


there remain a few who can be} 
tempted to sell at wholesale for a 
quick profit. 
Curtice asked: 
“Recognizing their right to sell) 
the product which they own to the} 
person, at the price, and at the 
place of their choice—what of the 
representations made when apply- 
ing for the franchise that they 
would be retailers, develop their 
territories and serve their retail 
customers?” 
* * * 
THXURNING to unethical advertis- 
ing, Curtice said that if all 
undertook to sell cars strictly on 
their merits, the move “would go 
far to establishing all of you in 
the eyes of the public as the out- 





Quality-Control Battle 


Pushed by 


Eprror’s Note: This is the sec- 
ond in a series of two articles 
about what the factories are do- 
ing to improve quality control. 
Last week’s article described 
Chevrolet’s program in this field. 
All factories were invited to com- 
ment on their quality control pro- 
grams. 

* ¥ , 
By Joseph M. Callahan 
Staff Writer 

UALITY control is one of the 

most dynamic fields in the very 
dynamic auto industry. 

While the outsider might expect 
that the auto makers, after a half 

century of mass production, would 
have a greater degree of quality 
control than they now have, it must 
be remembered that these factors 
have constantly fought them: 


1. Need for volume production 
almost regardless of quality. 


2. The ever-present need for 
economical production. 


3. The crisis that occurs annually | 
when a new model is introduced 
and the crisis that occurs every 
two or three years when a major 
changeover is made. 

4. Growth of unions, which took 
some degree of supervision out of 
management's hands. 

5. The increasing complexity of 
cars. 

” > * 
yas year, the manufacturers ap- 
parently have attacked the qual- 
ity control situation by putting 
more stress on the tests of the com- 
pleted cars. 

Another trend noticeable this 
year is that the quality control 
experts are making greater efforts 
to spot defects quickly and to 
remedy the situations as soon as 
possible. 

Here is what the individual man- 
ufacturers have done to improve 
the quality of their ‘57 cars: 


* * ® 


Plymouth 


This year Plymouth has adopted! 
a new policy of counting the vari- | 
ous defects on cars as they move 
down the final assembly lines. These | 
defects are tabulated on a tally 
sheet and each hour these sheets 
are taken to the quality control 
office and where the number and 
type of all defects is tabulated on 
a master chart. 

Copies of this master chart are 
quickly sent to the foremen on 

the assembly lines as well as the 
manufacturing vice-president and 
other factory “tops.” In this way, 
all interested parties are kept in- 
formed hourly as to whether the 
quality is improving or getting 
worse. 

In addition, six to eight cars a 
day are selected at random from 
the final assembly lines for a stren- 
uous test drive, followed by a care- 
ful examination. 

Plymouth also is selecting three 
cars a day for exhaustive checking 
at the Chrysler Corp.. Proving 
Ground at Chelsea, Mich. 

This year, the Plymouth quality 
control people also are working 

more closely with the factory 
service people in an effort to keep 


Makers | 


informed about the subsequent | 
performance of Plymouth cars. | 


Another new quality - control 
measure is that each day one trou- 
blesome part of a car—the fit of a 
door or the hood or something else 

is carefully checked on 50 to 100 


cars. 
+ * 


Oldsmobile 


O INSURE a higher degree of 

quality control this year, Olds-| 
mobile took 35 to 40 of the first ’57s 
produced and subjected them to a 
grueling road test on the Apache 
Trail in Arizona. 


Following these tests, some minor 
changes in manufacturing were 
(Continued on Page 54, Col. 1) 


Pontiac Points 
To Advances in 


Its °57 Radios 


PONTIAC. — Pontiac this year is 
offering a new-type radio which 
uses a high-power transistor in the 
output stage. The company said it 
eliminates the mechanical hum 
found in the vibrator-type radios 
used in the past, has longer life 
characteristics and reduces current 
drain. 


Pontiac’s new radios are of the 
low-voltage-tube type. Eliminating 
the old high-voltage tubes should 
lead to more dependable radio life, 
Pontiac said. 

Another improvement in 1957 
Pontiac radios is the use of much| 
more “printed wiring.” This elim- 
inates innumerable short wires con- | 
necting various parts which must} 
be soldered individually at each| 
end. 

The copper wires are “printed” | 
on a plastic panel; the parts are} 
placed on the panel, and the under- | 
side is dipped in solder which es- 
tablishes solid connections in one 
operation. “Printed wiring” pro- 
vides a more dependable and trou- 
ble-free radio, Pontiac said. | 


|of us here today who doesn't 


|forming as quality dealers, but| standing merchants all of you really 


can be.” 

Curtice said that he was sure 
that the industry itself could 
cure the bad practices and that 
legislation is not the answer. 

“In fact,” he said, “well-meaning 
legislation could in its ultimate ef- 
fects contribute to the downfall of 
the franchise system. 

a * = 
Se L. L. Colbert told 
the dealers that studies have 
shown that the public’s interest in 
the 1957 models is far greater than 
it was expected to 
be. 

However, Col- 
bert pointed out 
this belief: 

“To make 1957 
as big a year 
as the country 
expects from 
this business is 
going to take a 
solid selling ef- 
fort all down 

L. L. Colbert the line.” 

In important respects, Colbert 
said, 1957 may turn out to be the| 
best year on record for the auto- 
mobile industry. 

+ * + 

HILE Colbert said that it} 
would never be possible for the 
industry to measure up completely 
to the unlimited expectations of | 


|the car-owning public, he added: | 


isn’t one 
be- 
lieve that we can do better in 
measuring up to these expectations 
than we have done in the recent 
past.” 

He voiced the opinion that 
1957 would be a good time to 
make real progress in this re- 
spect. 

“It may be too much to hope,”| 
he said, “that the industry has | 
outgrown for the good the era of | 
the gimmick deal, But I know most | 
of us agree that we won't produce | 
in the long run the kind of business | 
we are working for with razzle- 
dazzle selling.” 


“But I am sure there 


O’Doherty, Rossi 


DETROIT.—Two promotions on 
the sales staff have been announced 
by Acme Quality Paints, Inc. 

L. J, O'Doherty has been appointed 


|gram points the 


Phil Rossi L. J. O'Doherty 
director of sales for the automotive 
division. 

Succeeding O’Doherty as manager 
of Acme’s automotive Pacific Coast 
district is Phil Rossi. 





te 


DeSoto Dealers Elect Feldstein— 


Dalton Feldstein, right, Sacramento, newly elected president of the DeSoto Dealers 
Assn. of Northern California, is congratulated by, from left, John Woodward, Plymouth 
regional manager; Robert Waters jr., outgoing president; and S. C. Mitchell, Chrysler 
Corp. zone manager. Other association officers include Gaston Periat jr., San Mateo, 


| vice-president, and Ted Carnes, San Francisco, secretary. 


j 
Aid Safety Check Program— 


Nineteen men are being made available by automobile and tire companies jp 
serve as special representatives of the Inter-Industry Highway Safety Committee tp 
assist in the 1957 National Vehicle Safety-Check for Communities. Pictured as they 
attended a four-day training and orientation session in Washington, D. C., seated, 
from left, are Louis E. Taylor, Chevrolet; William M. Tisdale, Buick; George L. Staudt, 


American Motors; Eugene J. Brennan, U. S. 


Rubber Co.; Albert A. Glen, Chrysler Corp; 


Roy Pask, Ford Motor; Charles P. King, Chrysler Corp.; Jack Blake, Chrysler Corp, 
Russell Halley, Ford Motor Co.; T. A. Cullen, Pontiac; Harold Retan, Oldsmobile; 
Robert G. Lowrey, Cadillac; Chares E. Webb, GMC Truck; Dennis B. Bythe, Goodyear, 
Standing: M. R. Darlington jr., Inter-Industry Highway Safety Committee; Francis P, 
Lowrey, Inter-Industry Highway Safety Committee; Marshall F. Davis, Goodrich; G. D, 
Motherwell, Goodrich; Edward D. Burks, Firestone, and H. D. Harrold, Goodyear. 


« + * 


* * * 


Dealer Safety Drive Set 


NADA Directors Plan to Step Up Efforts 
At Grass-Roots Level 


SAN FRANCISCO. — Increased 
grass-roots support by auto dealers 
of the safety movement in 1957 was 
indicated last week by Carl Fribley, 
retiring president of NADA, at an 
Inter-Industry Highway Safety 
Committee luncheon held in con- 
nection with the NADA convention. 

The luncheon drew top leaders 
from the ranks of makers, tire com- 
panies and dealers. 

Fribley said that he felt auto 
dealers had not done enough in 
their role of providing grass- 
roots support due to their pre- 
occupation with industry problems 
which now appear to be on the 
way toward solution. 

At a meeting of directors of 
NADA, Fribley said, stepped-up 
dealer efforts were programmed. 

The safety meeting was chair- 
manned by H. D. Tompkins, head of 
the inter-industry group, and ad- 
dressed by Howard Pyle, deputy 
assistant to President Eisenhower; 
W. F. Hufstader, vice-president of 
General Motors, and M. R. Darling- 
ton jr.. managing director of the 
industry committee. 

Darlington said that with in- 
creased industry support the com- 
mittee hoped to double the number 
of cars inspected in the May safety- 
check program. He pointed out that 


major role in creating the traffic 
toll, he said. 

But, he pointed out, a study 
shows these facts about traffic fa- 
tilities: 

1. Speed was not a factor in 7 
out of 10 fatal accidents. 

2. In 83 percent of the cases, the 


driver was not exceeding state} 


speed laws. 

3. In World War II, when speed 
was cut down by Federal action, 
the fatality rate was as high as 
in postwar. 

4. Horsepower is not essential to 
speed, as proven by the foreign 
cars, many of which have high 
speed potential with low horse 
power. 


Ch rysler Appoints 
Three Engineers 


To New Positions 


DETROIT.—Three engineers have 
been given new executive assign- 
ments in Chrysler Corp.’s engineer- 
ing division. 

Alan G. Loofbourrow, 44, execu- 


with one in five cars found to be} 
| defective in the 1956 check, the pro- 


way to a great 
service opportunity for dealers. 

Pyle said that last year’s rec- 
ord toll of 40,000 lives in traffic 
accidents demands immediate ac- 
tion by every citizen and every 
official. 

If other forms of transportation 
were losing 40,000 passengers a year, 
he asked. how long would it be be- 
fore autocratic controls were put 
in force? 

A big public-relations job re- 
mains to be done with reference 
to horsepower, Pyle said. Many 
believe that horsepower plays a 


Weekend Loiterer Robs 
10 Chicago Dealers 


CHICAGO. — Chicago dealers 
Were warned last week to be on 
the lookout for a holdup man, 
who loiters around new or used- 
car establishments on Saturday 
or Sunday morning. When the 
establishment is empty of cus- 
tomers, the man holds up em- 
ployes with a snub-nose revolver, 
tying up the workers and taking 
their shoes. 

The warning, issued by the 
Chicago police and the Chicago 
Automobile Trade Assn., states he 
has committed 10 holdups since 
Dec. 23. Police describe the 
wanted man as a light-skinned 
Negro about 25 to 30 years old, 
160 to 175 pounds, 5’ 8” tall. He 
has a thin mustache and wears a 
brown corduroy jacket and army 
pants. 


A. G. Leofbourrow H. R. Steding 


tive engineer-car chassis, electrical 
and truck engineering since 1956, 
was named executive engineer, prod- 
uct development and planning. H.R. 
Steding, 38, executive engineer, 
management planning since 1955, 
was named executive engineer- 
product programming. 

Robert Anderson, 36, chief engi- 
neer at Plymouth 
since 1953, was 
named to succeed 
Loofbourrow. _ 

All three will 

report to Paul C. 

Ackerman, Chrys- 

ler Corp, vice 

" president and di- 

— | rector of engi- 
os neering. 3 

R In his new posi- 

aera’ ; tion, Loofbourrow 

R. Anderson will be responsi- 
ble for the overall coordination of 
the engineering division car and 
truck programs and will continu- 
ously review and evaluate all engi- 
neering programs and product 
designs in relation to the company’s 
objectives. 

In addition to his continuing re 
sponsibility for management plan- 
ning, Steding will be responsible 
| for coordinating the development 
| and programming of product plans. 
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Week Week 
Ended Same Ended Total Jan. ito Jan. 1 to 
Feb. 2, Week, Jan. 26, Output, Feb. 4, Feb. 2, 
1957 1956* 1957* January 1956* 1957 
AMERICAN MOTORS.. .......... 3,805 455 6,184 17,309 6,184 
NE: scveceevectvceiervsseccssy  ovecsevess 265 27 285 1,629 285 
MEME, < sissessticesbonsesccssessveres srveceeeee 628 30 575 3,776 575 
IDET ccsscccevevecveccccccse  sesessvese 2,912 398 5,324 11,904 5,324 
CHRYSLER CORP. .... 29,000 21,375 29,591 125,129 112,564 130,929 
ONO 4...0sccresrvcccessseese 3,375 2,323 3,358 14,357 13,103 15,032 
Imperial .................... 925 359 838 «=. 3, 614 1,677 3,799 
BENE, isstevasnrecnnescesssseses 3,700 2,845 3,682 16,148 12,709 16,888 
SID: soccesesccssscsssaseeseseses 6,200 4,462 6,508 27,745 24,317 28,985 
Plymouth. ..................... 14,800 11,386 15,205 63,265 60,758 66,225 
FORD MOTOR. .............. 44,300 35,847 44,597 196,951 179,865 207,811 
ee ; 96 4 52 427 52 
SD cosokissecielvereevniuiactveces 34,700 29,575 35,155 153,802 146,496 162,342 
EGER... ccccceerecoveseccoeeee 1,450 1,502 1,359 5,954 6,662 6,399 
SIE cccsssuccsventivovereses 8,150 4,674 8,079 37,143 26,280 39,018 
GENERAL MOTORS .. 69,667 76,302 68,965 304,284 367,493 321,959 
EE cgscksivsdcovebinodioneunaenie 11,570 15,036 11,568 53,797 76,432 56,967 
SDD sisdoivstveislscocesines 3,375 3,374 3,566 15,025 16,203 15,700 
STEED, sctcococatecssansincs 34,700 37,322 34,301 149,867 174,118 158,407 
Oldsmobile .................... 10,422 11,687 10,148 44,616 57,390 47,806 
Ee 8,883 9,382 40,979 43,350 43,079 
ETS <cccocaticdevberaned 1,722 3,253 1,582 6,939 20,318 7,284 
ITER = nicsescsoiutishdsstvahid 650 649 604 2,101 4,034 2,231 
Studebaker 1,072 2,604 978 4,838 16,284 5,053 
Total Cars, U. S. ........ 144,689 140,582 145,190 639,487 697,549 674,167 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week 
Ended Same Ended Total dan. | to Jan. | to 
Feb. 2, Week, Jan. 26, Output, Feb. 4. Feb. 2, 
1957 1956* 1957* January 1956* 1957 
CHEVROLET ...... 7,600 9,037 7,048 32,514 41,655 34,462 
. DIAMOND T 90 95 88 368 470 386 
DIVCO .. 80 101 79 349 478 365 
_ DODGE 1,850 1,777 1,927 7,737 8,038 8,107 
a ictads cc atcastcldtivad 8,170 6,760 7,696 23,375 33,464 25,489 
Ns il ia eta sasiasipbuiasen 1,700 2,352 1,922 7,503 10,435 7,855 
INTERNATIONAL ..... 1,275 2,982 1,215 10,391 14,941 11,146 
I cli acdihahach cin ecoaailions 430 341 429 1,779 1,993 1,865 
ciliata ii tanh saiadatee 60 97 54 264 395 276 
STUDEBAKER 235 228 223 1,136 1,513 1,183 
ELS Giscinananee 355 386 349 1,516 1,936 1,587 
IE sascidied th sicwsesitaxabiiitiie 1,830 1,627 2,003 6,947 6,525 7,313 
MISCELLANEOUS*** 40 48 40 179 239 187 
Total Trucks, U.S. .... 23,715 25,831 23,073 94,558 122,082 100,221 
Totai Cars, Trucks, 
SE fan cide lesx packed 168,404 166,413 168,263 734,045 819,631 774,388 | 
Total Cars, Trucks, 
SI, ciipss scsunkcacaside 10,670 7,174 10,220 45,272 33,668 47,406 
Grand Total, 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 




















Cars and Trucks, 
U.S. and Canada .... 


"Revised. Miscellaneous includes 
Drive, ete. 





179,074 173,587 178,483 779,317 


Corbitt, Marmon-Herrington, Federal, F ou rune! AMC to Build 














853,299 821,794 





N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 





Tight-Money Market 


Must Learn to Live with It, Financier 
Warns South Carolina Dealers 






(Continued from Page 3) 


NADA director for South Carolina, 
presented the national program and 
called for special reports from the 
dealers which he would present to 
the NADA Board. 

C. C, Goodwin of Sumter, gen- 
eral chairman of the association’s 
membership drive, announced 36 
new state memberships and 15 
New national to date. 

R. W. Hope, district sales man- 
ager of American Mutual Liability 
Insurance Co., spoke on the dealers’ 
workmen’s compensation program. 

Latimer, in his opening address, 
é compared the recent changes 
in the automobile financing busi- 
ness, pointing out these effects in 
the automobile selling business, 

“We must remember that a cus- 
tomer’s equity is the safety factor 
in automobile financing,” he pointed 
out. “And we’ must learn that over- 
Selling with ‘crazy’ terms will lead 
ea eae dissipation of future mar- 

ets.” 


nancing business, saying that the 
cost of money to finance companies 
has increased 33 percent since 
August, 1955. 

W. E. Hancock jr., of Columbia, 
president of the South Carolina 
Automobile Dealers Association, 
presided over the meeting. 





Gaughen Retires Apr. 1 


As Capper Manager 


CHICAGO.—Frank X, Gaughen is 
retiring as west- 
ern manager of 
Capper Pub- 
lications, Inc., ef- 
fective Apr. 1. 
Gaughen, with 
Capper Pub- 
lications since 
1922, will continue 
as vice - president 
and a director of 
Capper - Harman- 
Slocum, Inc., pub- 
lishers of Ohio 





Week’s Car Output Is 144,689... 





Production 


With Pace Set in ’56 


(Continued from Page 1) 


it a total output of 125,129 cars for 
January, highest monthly outturn 
of cars by that corporation since 
November, 1955, Last time Chrysler 
Corp. output surpassed the 120,000 
mark was in December, 1955. 
ok * * 

__ week’s Chrysler Corp. out- 

put of 29,000 cars was nearly 
600 units short of the previous 
week’s production, but brought all 
divisions ahead of its year-ago level 
for the first time this year. 

Plymouth, with 14,800 assem- 

blies last week, dropped slightly 
from its year’s high of 15,205 units 
the previous week; Dodge slipped 
from 6,508 to 6,200; DeSoto 
climbed frem 3,682 to 3,700; 
Chrysler rose from 3,358 to 3,375 
units, and Imperial jumped from 
838 to 925 cars. Imperial’s output 
of 3,799 as of last Saturday was 
more than double the 1,677 units 
turned out during the same period 
@ year ago. 

Ford Motor Co.’s output dropped 
from 44,597 units a week earlier to 
44,300 last week, but the company 
ended the week with 
total 28,000 units ahead of a year 


ago. 
4 - 


ORD division dropped from 35,155 
units the previous week to 34,- 
700 last week; Lincoln climbed from 
1,359 to 1,450; Mercury jumped from 
8,079 to 8,150. and Continental was 
idle while its lines were turned 


* 


over to Lincoln for production of | 


four-door hardtops. Continental, 
however, is expected to resume out- 


put of its car today (Monday, Feb.) 


4). 

General Motors’ output climbed 
from 68,965 units a week earlier 
to 69,667 last week, but its year- 
to-date totals were running more 


corresponding period a year ago. 
The corporation had turned out 
321,959 units as of last Saturday, 
compared with 367,493 during the 

1956 period. 

Chevrolet turned out 34,700 cars 
last week, compared with 34,301 the 
previous week; Buick was up from 
11,568 to 11.570; Oldsmobile jumped 
from 10,148 to 10,422; Pontiac 
climbed from 9,382 to 9,600, and 





| to 3,375. 


| 
| 


* * 


M’s OUTPUT of 304,284 cars in 


* 


January, however, was 8.3 per-| 
cent above December’s output of| 


280.887 units. 


Ford Motor’s output of (196,851 





Components for 


| Jet Seaplane 


DETROIT.—American Motors 
|Corp. has been awarded a contract 
| to build a major component for the 

Navy’s new Martin jet seaplane, the 
P6M SeaMaster, George Romney, 
American Motors president, said 
last week. 

The contract, with Martin Co., 
involves design engineering, tooling 
and manufacturing of rotary mine 
bay doors for the 600-mile-an-hour 
plane. It was awarded to American 
Motors’ special products division in 
Detroit. 

This is the second SeaMaster 
contract Martin has awarded Ameri- 
can Motors, Romney said. The spe- 
cial products division recently com- 
pleted an assignment for engineer- 
ing design and testing of a mechan- 
ism for carrying and releasing 
weapons for the. SeaMaster. The 
special device was successfully dem- 
onstrated late in 1956 to U.S. Navy 
and Martin officials, he said. 

The swept-wing SeaMaster, a 
minelaying and _ photo-reconnais- 
sance aircraft, is powered by four 
Allison J-71 turbojet engines with 
afterburners. Production models are 
expected to be delivered to the 
Navy starting in the fall of 1958. 

The SeaMaster is the first high- 
speed water-based aircraft compa- 


He also described the influence of Farmer, Pennsylvania Farmer and rable in all respects to a modern 


the tight money market on the fi-! Michigan Farmer. 


land-based jet bomber. 


its to-date) 


than three work days behind the | 


Cadillac slipped slightly from 3,566 | 


| 
| 


Near Par 


units during January outscored 
December’s operations by 8,791 
cars. 

Studebaker - Packard’s output of 
1,722 cars last week was a slight 
improvement over the previous 
week’s 1,582 assemblies. Packard 
climbed from 604 to 650 units, and 
Studebaker was up from 978 to 
1,072 cars. S-P output during Janu- 
ary totalled 6,939 units. 


* * * 


LTHOUGH the strike at its 
+% Kenosha and Milwaukee plants 
ended Wednesday, American Mo- 
tors did not get back into produc- 
tion last week. It is, however, ex- 
pected to resume output today 
(Monday, Feb. 4). AMC produced 
6,184 cars during January. 

Truck production totalled 23,715 
units last week, a slight improve- 
ment over the 23,072 units turned 
out the previous week, but some 
2,000 units short of the 25,831 
trucks produced during the week 
ended Feb. 4 a year ago. 

Canadian car-truck operations 
produced 10,670 units last week, up 
slightly from the 10,220 a week ear- 
lier. January output in Canada 
totalled 45,272 units, or better than 
11,000 more units than were pro- 








WASHINGTON. The 13-year 
| expanded Federal highway program 
will not be delayed by shortages of 
steel, the Senate Roads Subcom- 
mittee was told last week. 

Clifford F. Hood, president of U. 
S. Steel Corp., said that with intel- 
ligent planning, “there is no fore- 
seeable reason why the highway 
program cannot move on schedule 
to its conclusion.” He added that, 
“I know of nothing in the steel 
| picture that should impede the 
orderly progress of the program.” 

Arthur B, Homer, president of 
| Bethlehem Steel, said that the 
steel industry has been operating | 
at capacity for more than a year 
and predicted it would continue 
at capacity for at least six 
| months. However, he said that 
| with new capacity to be added in 
the next few months and years, 
| there should be no serious dislo- 
| cations in the highway program. 
| Norman W. Foy, sales vice-| 
| president of Republic Steel, told the | 
| subcommittee that his company, 
| like other major steel companies, is 
|“in the midst of an expansion pro- 
| gram.” 

Sen. Albert Gore, subcommittee | 
chairman, was critical of the fact 
that steel prices have increased 12 
percent in 18 months while he said 
the general price index had gone 
up 6 percent. However, the steel 
company witnesses insisted that 








than their prices. | 

Einor T. Blix, director of the} 
American Institute of Steel Con- 
struction, gave a report on current 
and projected conditions in the 
steel industry. He expressed “con- 
fidence” that the supply of fabri- 
cated steel would be sufficient to 
carry out the road program. 

On the other hand, Leon T. Key- 
serling, Washington economist, in 
reviewing the national economic 
picture, said that “stated simply, 
there is just not enough steel to 
go around.” 

“You can always make a case 
that there is an adequate supply 
of steel,” he said, “because the ex- 
pansion of the national economy is 
geared to the availability of steel. 
Thus the demand does not exceed 
the supply. However, this is astig- 
matic thinking.” 


Commenting on the availability | 


of steel, Keyserling said: 
“Broadly speaking, the big com- 





Plenty of Steel Expected 
For U.S. Road Program 
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duced a year ago, when GM of 
Canada was closed by a strike, 


Record 37,000 Cars Roll 


| From Mercury Lines in Jan. 


DEARBORN.—Orders placed for 
1957 Mercury cars pushed produc- 
tion to an alltime January record 
of 37,000 cars—an increase of 61 


| percent over January a year ago 


and 33 percent higher than Decem- 
ber, according to F. C. Reith, gen- 
eral manager of Mercury. 

To meet the growing demand for 
new Mercurys, production during 
February will continue at a high 
rate, Reith said, with employment 
at an alltime record high for the 
division. 

The total output of an estimated 
37,000 cars in January reflected 
Mercury’s stimulating effect on the 
medium price field, Reith said. This 
production was 7,076 higher than 
April, peak month for 1956, 14,063 
higher than January, 1956 and 9,202 
higher than December. 


Pair Wins European Trip 


In Seat-Cover Contest 

LAWRENCE, Mass. — Mr. and 
Mrs, Curtiss Barker, Beltsville, Md., 
have been awarded an expense- 
paid trip to Europe as first prize 
in General Plastics’ “Magic Scat 
Cover” slogan contest. 

Sponsored by the Jeanette (Pa.), 
Textileather and Bolta Products 
division of General Tire & Rubber 
Co., the contest featured a grand 
prize of a “trip to anywhere.” Mr. 
and Mrs. Barker selected Italy and 
also will tour France, Switzerland 
and other points of interest. 


don't like this - 
to get it.” 

He agreed with Sen. Gore, how- 
ever, that it is desirable for the 
production of steel to be below 
capacity in order to discourage il- 
legal operations and also to allow 
margin for rapid expansion in time 
of emergencies. 

Sen. Robert Kerr, Oklahoma 
Democrat, inquired: 

“Are you familiar with the fact 
that there is a black market in 
steel today?” 

“Yes, sir, I am,” Keyserling 
replied. “Stated simply, there is just 
not enough steel to go around.” 

Rep. John J. Dempsey, New Mex- 
ico Democrat, appeared before the 
subcommittee to complain that the 
Bureau of Public Roads does not 
allow states sufficient latitude in 


I want them both 


| planning access roads and in decid- 








their costs have gone up faster) 
panies have less trouble getting 





steel than the small companies, I' trucks. 


ing whether to bypass cities, He 
said he couldn't “see the sense” of 
bypassing a community today 
“when the need for that bypass 
will not arise for 10 years or more 
from now.” By that time the neces- 
sary bypass could be constructed, 
he contended. 


S-P Consolidates 


Styling Activities 


SOUTH BEND. -— Establishment 
of the corporate styling studios 


| under the direction of Duncan Mc- 


Rae as styling 
director has been 
-announced by 
Harold E.- Chure- 
hill, president, 
Studebaker-Pack- 
ard. 

McRae, 37, has 
been in charge of 
Studebaker st yl- 
ing since joining 

E the company in 
February, 1955, 

Duncan McRae tie came to Stu- 
debaker-Packard from Kaiser- 
Willys where he had been chief 
stylist. Previously he headed the 
Ford division’s exterior styling 
studio and body development group. 
The consolidation of all styling 
under McRae is a part of the com- 
pany’s program to concentrate all 
domestic production activities at the 
plants in South Bend, according to 
Churchill. The facilities include 
separate studios for Packard and 
Studebaker cars and Studebaker 
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How Factories Handle Programs oe ie 


Quality-Control Battle Intensified 


(Continued from Page 52) 


control meeting every two weeks. 


made. Oldsmobile also has invested| Attending are engineering, manu- 
liberally this year in new testing! facturing, sales and service repre- 
machinery, particularly in the en-| sentatives. All phases of quality 


gine plant. 

In commenting on the Arizona 
tests, J. F, Wolfram, general man- 
ager of Oldsmobile, said, “This 
mass field testing of a new model 
even before it goes to market 
will assure a qu ality product 
right from the start of produc- 
tion. It augments the thousands 
of miles of pre-production testing 
by Oldsmobile engineers before 
the model reaches the actual 
manufacturing state. 

“Oldsmobile consistently empha- 
sizes wide use of statistical quality 
control in the plant, together with 
the latest developments in elec- 
tronic measuring devices in spe- 
cialized laboratories.” 

He added that new cars are con- 
stantly taken off the final assembly 
line during the year and sent across 
the country with trained drivers to 
report on performance, fits and ap- 
pearance. 






* * * 


Mercury 


— newest element in Mercury 
quality control is the Dealer Ac- 
ceptance Car Certification program 


control are reviewed. 

2. A pre-production quality check 
is made on samples of all parts of 
the car. They are assembled for 
functional testing in a building at 
the old Lincoln plant in Detroit. 
This functional testing continues 
throughout the year. 

3. Another expansion of Mercury’s 
quality control activities is the in- 
crease in its inspection of incoming 
parts at a centralized control point 
in Wayne, Mich, Rejected parts are 
returned to the supplier. 


* * + 

Dodge 
A D. WOODELL, quality man- 
* ager at the Dodge Main plant, 
said there had been a gradual ex- 
pansion of the number of items 
being checked and that quality con- 


more deeply than before. 

During the '57 model run, Dodge 
has been picking 25 finished cars 
off the final assembly line twice a 
week for a thorough examination 
by quality control analysts, who list | 
all defects and carefully watch for} 
any trends. 


trol men were going into eek 


Lincoln quality control program un- 
der the direction of Norm Kroll, 

Kroll’s organization consists of a 
program control section, a receiving 
and gauge inspection section, a 
technical services section and a 
production inspection section. 

The Lincoln quality control de- 
partment is currently working on 
a Dealer Liaison program whereby 
a number of selected dealers re- 


port carefully for a year on as 


cars they receive. 
+ * * 
Continental 


William L, Wallace, assistant to 
the general manager of the Con- 


tinental division, declared that Con- | 


tinental quality control ‘s based on 
a seven-point program: (1) Quality 
specifications; (2) initial sample in- 
spection; (3) receiving inspection; 
(4) additional manufacturing atten- 
tion; (5) in-plant inspection and 
testing; (6) top management action, 
and (7) field service. 


He declared, “Continental work 


| standards provide approximately 


twice as many man hours of direct 
assembly work as that used on the 
mass-produced high-price cars.” 

> > > 


Pontiac 
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HELP WANTED 





OFFICE MANAGER, On Filorida’s gold 
coast. New Chevrolet dealership. Thor- 
oughly familiar with all phases of Gen- 
eral Motors accounting, daily operating 
control and forecasts. Want aggressive 
man willing to help build dealership, Op- 
portunity to advance with gross of opera- 
tion. Box 6788, c/o Automotive News, 
Detroit 26. 


LARGE PHILADELPHIA metropolitan GM 
dealer desires a good, high type, ener- 
getic service manager. Excellent oppor- 
tunity. Give complete details and experi- 
ence. Inquiries will be confidential. Box 
6791, c/o Automotive News, Detroit 26. 


WANT TO MOVE SOUTH? We have open- 
ings for several good mechanics with 
some knowledge of British cars, Perma- 
nent position, yearly vacation, excellent 
conditions. Waco Motors, P. O. Box 185, 
Riverside Station, Miami 35, Fila. 

OFFICE MANAGER FOR liarge Florida 
auto agency. Must have thorough knowl- 
edge of accounting and management of 
internal affairs including hiring own help 

training—delegating work—supervision 
of credits and maintenance of daily oper- 








BOOKKEEPER WITH GENERAL Motor 
experience in good Olds-Cadillac dealer. 
ship and wonderful western community, 
Replies confidential. Halladay Motors 
Inc., Cheyenne, Wyo. 


SERVICE 
ENGINEERS 


Overseas division of leading automobile 
manufacturer has excellent opportunity for 
successful service engineer desiring change 
to position offering limitless opportuni- 
ties, Factory and field experience neces. 
sary. Overseas experience helpful. Posi- 
tion requires periodic oyerseas travel. De- 
gree engineering preferred but not 
absolutely essential. Submit resume of 
experience and personal history to Box 
6802, c/o Automotive News, Detroit 26. 


in 
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which attempts to guarantee that 
all new Mercurys delivered to deal- 
ers are certified of high quality. 
F. C. Reith, general manager of 
Mercury, said, “Under the Dealer 


In addition, some of the de- 
partments are pulling cars off the 
line for thorough inspections. This 
is particularly true in the “body- 
in-white” department where 2 


ating control records, Experience in large 
GM or Chrysler agency essential. Send 
resume with recent photograph to Penn 
Motor Co., 503 Madison, Tampa, Fia. 


ATTENTION SALES MANAGERS. Have 
excellent opportunity for sales manager 


UALITY control at Pontiac is 
the responsibility of Chief In- 
|spector John F. Blamy, who has 
| 730 people under him and who re- 
|ports directly to Semon Knudson, 





WANTED: 
WHOLESALE USED CAR BUYERS 


Acceptance Car Certification pro- 
gram we made substantial progress 
in importantly improving the qual- 
ity level of cars leaving our plants 
during 1956. All our new cars will 
be subjected to a super-Dealer Ac- 
ceptance Certification program.” 

The DAC program provides for 
monitors or divisional final in- 
spectors at each assembly plant 
to check on every Mercury built. 
These monitors are employes of 
the quality control staff at the 
division and are not on the plant 
payroll. 

Cars which pass their rigid check 
have a gold and blue DAC seal at- 
tached to them signed by the moni- 
tor. Cars that do not pass are re- 
turned to the plant for additional 
work. 

Assisting the DAC monitors are 
inspectors from the plants who are 
rotated between DAC work and 
regular inspection, enabling them 
to see that better work is done all 
along the line. 

* * * 
MERCURY also has taken these 
steps to boost quality: 

1. Reith presides over a quality 





Tax Uncertainties 
Snag Canadian 
Auto Industry 


(Continued from Page 3) 

they suffer when the tax is re- 
duced, 

“There have been a great many 
conversations between ourselves 
and the motor car dealers and the 
manufacturers’ associations. The 
last one was the week before last 
when several alternative methods 
of dealing with the problem were 
discussed with the representatives 
of the motor car dealers. 

“Whether the action taken by the 
British Columbia branch of the 
motor car dealers has been taken 
in ignorance of these discussions 
or whether it has been taken as a 
result of the discussions, I do not 
know at the moment.” 

Some dealers are assuming that 
there will not be a tax cut and are 
carrying on their sales drives, 

Others say the revenues they 
can make by having cars for im- 
mediate delivery will more than 
offset any loss they might incur 
in the taxes on unsold units. 

D. C. Gaskin, president of 
Studebaker-Packard of Canada, 
said some time ago that the Feder- 
ation’s resolution was giving the 
manufacturers considerable con- 
cern and that production in the 
pre-budget period would depend 
on the extent to which dealers 
held back orders. 

A Hamilton (Ont.) dealer as- 
serted, “It could affect the economy 
of the whole country if enough 
dealers decide not to take deliveries 
for inventory.” 


careful check is made of the 
quality and number of welds. 

Woodell said that Dodge was also 
making exhaustive checks in the 
paint areas in an effort to eliminate 
body leaks. 

Periodically from 10 to 25 cars 
are pulled off the line to determine 
if they are being properly sealed. 
He said the basic idea is to pick up 
trends and patterns. ‘ 

* 


Cadillac 


G. WARNER, works manager 

* of Cadillac, said, “Our product 

enjoys a reputation for quality that 

is world recognized. However, to) 

remain competitive we are at all 

times looking for ways to maintain 
and improve quality.” 

As an added customer guarantee, 
he said that this year Cadillac qual- 
ity control officials have designed 
new and exhaustive tests for parts 
and sub-a&ssemblies which comple- 
ment tests of larger components. 

7 * 


DeSoto 


A DeSoto spokesman said his fac- 
tory had been employing the fol- 
lowing quality control program for 
the last couple of years: 

Central quality control takes 
three completed cars out each day 
for a road test and thorough ex- 
amination. 

2. Central engineering regularly 
spot checks the performance of 
several cars at the proving 
grounds. 

3. More than 100 quality control 
inspectors continually examine pro- 
duction at the DeSoto plants. 

4. Dealers are periodically asked 
to comment on the quality of the 
cars they receive. 

5. The quality control department 
makes an analysis of everything 
purchased from vendors. 

am * * 


American Motors 
E W. BERNITT, vice-president | 

* of automotive operations, said, | 
“Quality control programs have} 
been in effect for several years at| 
all American Motors plants. 

“These programs receive maxi- 
mum management attention. The 
quality control programs apply to 
purchased parts, manufactured 
parts and finished products.” 

In addition, he said that each 
day several cars are selected at 
random and given complete road 
tests by the quality control engi- 
neers of the inspection depart- 
ment and by the quality control 
engineers of the engineering divi- 
sion. 

Reports from these two groups 
are correlated at joint meetings to 
which manufacturing and engineer- 
ing officials are invited. 

* * = 
Lincoln 


ALTHOUGH Lincolns are assem- 
bled at the Mercury plant in 
Wayne, Mich., there is a separate 


general manager. This enables 
Blamy to resolve problems rapidly 
and to refine situations that are 
currently acceptable. He has re- 
cently been given two chief assist- 
ants. 

An informal check on quality is 
made by Knudson, who each day 
drives a new car off the assembly 
line and uses it overnight. 

Pontiac also has quality con- 
trol representatives in each of 
the seven assembly plants who 
return to Pontiac, Mich. every 
other week to report on their 
findings and to be brought up to 
date. 

In recent months several new in- 
spection operations have been 
added at Pontiac plants. These 
operations check such things as 
road noises, air and fluid leaks, en- 
gine noises and chrome durability. 

The quality control department 
also has the responsibility of see- 
ing that each of 1,100 different 
finished products received from 
suppliers meets specifications. 
> . > 


Chrysler 


— year Chrysler division feels 
that the quality of its cars will 
be improved by the installation of 
the “gate-line” assembly method 
whereby a jig moves down the line 
and several segments of the body 
are attached at one station, insur- 
ing better fits. 

In addition, there is a special 
production line this year for Im- 
perials, which is intended to im- 
prove the quality control on these 
cars. 

> > 


> 
Studebaker-Packard 
SPOKESMAN at Studebaker- 
+% Packard said that last year the 


|}company inaugurated an “inspec- | 


tion card record” system as an aid | 
to better quality control. | 

Under this system a card carry- | 
ing the car’s serial number fol- | 
lows it through the entire produc- 
tion process. After completion 
and sale, the customer keeps this 
card and if a defect appears the 
customer and the factory can 
trace the defect to the man or 
machine responsible. 

In addition, each week quality 
control meetings are held in South 
Bend to iron out quality problems. 
They are attended by members of 
the quality control department, en- 
gineering department, service 
department and engineering 
research department. 


Eaton Names Fitzgerald 
Appointment of Richard F. 


purchase, 

section of Eaton Mfg. Co.’s cen- 
tral purchasing department has 
been announced. .Fitzgerald, 34, 
former senior price analyst, 
joined Eaton in 1955. 


who can produce and make money. In 
dealership established 43 years, Fran- 
chised dealer handling all General Motors 
cars. Trade territory 25,000 people, If 
interested furnish qualifications and ref- 
erences. Southern Arizona Auto Co. of 
Douglas, Douglas, Ariz. 


TRUCK LEASING 


WANTED—Manager for popes truck leas- 
ing firm. We have the facilities and capital 
for handling a good volume of business. What 
we need is a man with proven ability in man- 
aging a truck leasing firm. Will pay salary 
plus bonus or consider interest in business. 


GENERAL TRUCK LEASING 
4104 Harrisburg Bivd. Houston, Texas 


EXPERIENCED 
SALES MANAGERS 


NEW or USED 


Large metropoliton Buffalo, N. Y. GM 
deoler. Salary $12,000 plus incentive 
on volume. Must be of highest type 
with proven volume sales record. Com- 
plete resume. Box 6801, ¢/o Automo- 
tive News, Detroit 26. 


8,080 to 25,000 Calibre only wanted 
We ere a progressive JEROME AVENUE 
WHOLESALE HOUSE 
Tep Location, Strong Outlet 


If you are a Jerome Ave, buyer, with a 
proven record, who wants to better him- 
self, we have an unparalleled bonus and 
vacation plan to offer. 

If you have used car experience but have 
never bought for a Jerome Ave. house, 
contact us to find out how you can build 
a future for yourself in wholesale Used 
Car Buying. 

Send full details, age, exp., etc. All re- 
plies confidential. Our employees know 
of this ad. 

Box 6804, c/o Automotive News, 
Detroit 26 





AN EXCEPTIONAL 
OPPORTUNITY 


General sales manager with general 
manager potential. Must be a man of 
high calibre who is ambitious to get 
ahead and can field a strong efficient 
sales organization. Capable of selling 
@ minimum of 1,350 new units an- 
nually. An association with this par- 
ticular large Ford dealership offers 
sound future opportunity as well as 
substantial earnings now. Will be lo- 
cated in Pittsburg, Pa. territory. Box 
6778, c/o Automotive News, De- 
troit 26. 


OLDSMOBILE 


Dealers and Salesmen! 


Increase your conquest sales! Put real ''selling 


punch" into your new-car presentation! Order 
your Competitive Selling Program from... 


Car corporation 


Olds vs Buick 
Olds vs Dodge 


Olds vs Mercury 
Olds vs Pontiac 


Dealers: Your Order Form is in the Mail! 


Salesmen: Address Inquiries to: 


Competitive Automotive Research Corp., 
‘ 2351 Guardian Building, 
Detroit 26, Michigan 
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HELP WANTED 


District Manager 


; is an outstanding opportunity! If 
‘you have had successful retail auto 
soles experience plus 2 years of col- 
Jege or equivalent you may qualify for 
ig position now open with a GENERAL 
MOTORS CAR DIVISION in the PHILA- 
DELPHIA, PA., area as a DISTRICT 
MANAGER. Salary cost-of-living bonus 
— expense account. Car furnished. 
Write Box 6803, c/o Automotive News, 


AUTOMOTIVE NEWS, FEBRUARY 4, 1957 


DEALERSHIP AVAILABLE 


DEALERSHIP (ONE OF ‘“‘BIG THREE’’) 


—400 car and truck potential, Located 
northeast, Sell parts, accessories, shop 
equipment, No used cars or accounts re- 
ceivable unless desired, Will rent modern 
building, used car lot. Shop equipment 
could be sold on time. Factory approval. 
Apply Box 6795, c/o Automotive News, 
Detroit 26. 


FOR SALE—EXCLUSIVE dealership han- 


dling Mercury in northern Indiana in a 
city of 35,000 adjoining city of 130,000 
population. Postwar building, Adjoining 
paved used car lot, 200 unit potential. 
$15,000 will buy clean parts inventory, 
furniture and fixtures. Hurry on this one. 
Up to date service equipment including 
two Weaver hoists, visual liner, etc. Box 
6796, c/o Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 


BUY GOVERNMENT SURPLUS. Jeeps; 


trucks; boats; aircrafts; LST’s; tractors; 
trailers; automotive supplies; shop equip- 
ment, Buy direct from U. 8. Government 
depots. List and procedure—$1, Brody, 
Box 8-AU, Sunnyside 4, N. Y. 


Turn Slick Tires Into 
C-A-S-H 
MAKE $75.00 A DAY 
Regroove tires for automobile dealers, 


fleet operators and trucking companies. 


Portable HONEYCUTT Automatic TIRE 
REGROOVER grooves all standard make 
treads—does a uniformly perfect job 
FAST. Pays for itself in just three months. 


CHEVROLET PARTS — 1929 thru 1948.) ¢ 
000. 


PARTS FOR SALE 


New and genuine, Dealer cost $3, 
Make offer. C, B, Clinger, 414 Forest 
Rd., Painesville, Ohio. 


FOR SALE—1955 PLYMOUTH convertible 


top (factory made), black, complete with 
bows. Never been uncrated, $150, North- 
west Motors, Helena, Mont. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 


55 


SHOP EQUIPMENT FOR SALE 


LAYTON DYNAMOMETER, Compiete 
with hydramatic flywheel attachments. 
Test stand has large face, Meters and 
Allen test equipment, Has had very little 
use, Will sacrifice for best offer over 
$1,000. Bedell Motors, 320 Main St., Port 
Washington, N. Y. 


ANTIQUE CARS FOR SALE 


ANTIQUE — 1909 BUICK touring—$1,400. 


Motor No. 12344, good shape, New tires, 
Runs, Stored Olds dealer, Perry, Iowa. 
Contact Jack Traverse, 1419 Bayview 
Dr., Ft. Lauderdale, Fila. 


MISCELLANEOUS 


NO PREVIOUS EXPERIENCE NEEDED— 
yet you can clear better than $10,000 
the first year. 
Write or Call HERMAN SMITH DIS- 
TRIBUTING CO., 315 Austin, Houston, 
Texas. Phone CA 7-9545. 

Finance Plan Available 


Detroit 26, giving a brief resume of 
your background and experience. 


Special Phone Orders 
Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


PRACTICALLY NEW BUILDING, 50’x75’, 
25 acres land with small fish pond, equip- 
ment, tools, signs, etc., for dealership 
handling ChrySsler-Plymouth, Located 25 
miles from Richmond, Va., on U. 8S. 
Route 60 at Powhatan, Va, Have $50,000 
invested, will sacrifice for $35,000. Terms 
can be arranged. Must be sold by March 
1st. Box 6799, c/o Automotive News, De- 
troit 26. 


DEALERSHIPS WANTED 


CHEVROLET OR GM DEALERSHIP in 
Rocky Mountain region, Prefer Colorado 
or New Mexico, Have $300,000 and fac- 
tory approval, Box 6776, c/o Automotive 
News, Detroit 26. 


ATTENTION DEALERS 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
w char, 
Call Collect .$ e005 a3. 


40 So. Clinton St., Chicago 6, Ill. 





~ POSITION WANTED a 
AUTOMOBILE AUCTIONEER — 8 years’ 
experience. Will travel anywhere, Write 
Murray Brand, 105-05 69th Ave., Forest 
Hills 75, New York. 





DECAL TRANSFERS 
TRUCK DECALS. No charge for sketch. 
More brilliant; unusually durable; easily 
applied, Samples on request. Write Allied 


Decals, Inc., 8456 Hough Ave., Cleve- 
land 3, Ohio. 





GENERAL OR SALES manager. Capable 
of assuming full responsibility for opera- 
tion of dealership. Ford deal preferred. 
Salary plus percentage, Opportunity of 
buying in desired. Can train salesmen, 
obtain good gross from new-car sales, 
Know-how in selling used units, service 
builder, handle service complaints, watch- 
ful of accounts receivable, purchase con- 
trol, use of daily operating control. If 
you require a_man with these qualifica- 
tions, write Box 6782, c/o Automotive 
News, Detroit 26. 





CHEVROLET — EXPERIENCED dealer 
wants Chevrolet dealership of 150-250 
units in Washington, Oregon, Idaho or 
Montana, All replies absolutely confiden- 
tial. Box 6798, c/o Automotive News, 
Detroit 26. 


CADILLAC — 100 CAR plus or Cadillac 
dual, Will buy complete deal or major 
part if present owner wishes to continue 
interest. All replies strictly confidential. 
Write Box 6800, c/o Automotive News, 
Detroit 26. 


LIQUIDATION 


$15,000 Stock of Dodge-Plymouth Truck 
Parts. Special Tools—Signs. 


$5,000 
GEORGE NIELSEN BUICK 


308 S. 2nd Dodge City, Kans. 


ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas Ci Lin- 
coln, Neb., klahoma City, Fort orth, 
Dallas, New Orleans, Atlanta, Boston, 
ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
For specific information in any city, address: 
1. E. Spatig, Used Car Mor. WEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 


TRUCK AND CAR SIGNS made easy 
with plastic letters. Metal, wood and 
masonite letters also. Brass stencils. 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 








EXPERIENCED SALES MANAGER avail- 
able—40 years of age. Prewar experi- 
ence. 1,000 cur deal or under, Interested 
only in hard work, long hours and good 
money and a sound reliable deal, Am 
proven producer, good closer and have 
used-car know how, Will relocate for the 
right kind of deal. Write Box 6783, c/o 
Automotive News, Detroit 26. 








Seales SERVICES PARTS WANTED 











COMPTROLLER — AVAILABLE at once. 
Complete knowledge General Motors sys- 
tem, Specialist in budget and expense 
control. Will relocate. Box 6785, c/o Auto- 
motive News, Detroit 26. 

TRUCK MANAGER, Over 20 years’ experi- 
ence with International and Ford with 
knowledge of all phases of truck mer- 
chandising including allied equipment and 
heavy machinery. Volume for 1956 ap- 
proximately 200 new units at better than 


Have you tried controlling salesmen with 


HYPNOSIS? 

Please don't. It won't work, But, the “Daily 
Check" Plan Book will! It definitely increases 
sales. Determine at a GLANCE exact worth 
of salesmen—everyday. It's proven. 
Clip ad out RIGHT NOW—mail with letter- 
head and signature, for | copy of Daily Check 
Plan Book and illustrated brochure, to 

MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 


WANTED — FRONT COMPLETE FOR 
1956 CORVETTE 
Fenders, Grille, Front Bumper, Hood, Etc. 
State price and location. 


Keller's Automotive Service 
R. D. No. I New Cumberland, Pa. 





ATTN. DEALERS! 


10% gross profit. Want larger deal with 
reasonable salary and percentage of prof- 
its, Box 6792, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING CHRYSLER-Plym- 
outh with a large goodwill following. A 
real opportunity and good future. Must 
sell, very reasonably priced, Near Denver, 
in booming tourist and vacation land. 
Good credit and $7,000 can handle busi- 
ness which did around % million dollars 
last year. Write, giving past experience 
and credit references. Box 6769, c/o Au- 
tomotive News, Detroit 26. 


DEALERSHIP FOR SALE handling 
DeSoto-Plymouth and GMC truck fran- 
chise—in the magic Rio Grande Valley of 
Texas, semi tropical climate, Dealership 
occupies a city block. 25,800 square feet 
of building. Will sell parts and lease or 
sell shop and office equipment and build- 
ing. Unlimited truck potential due to 
citrus, cotton and vegetable farming, also 
gas and oil fields. Dealer must sell be- 
cause of several heart attacks and doc- 
tors orders. Motor Corral, C, E, Becker, 











EXPENSE 
REDUCER 


There isn't a single dealer in America 
who doesn't need to reduce his over- 
head expenses. NADA figures show an 
increase in expense in 1956 of nearly 
2% on total sales. Trying to reduce 
expense is a messy job at the best, but 
with our ready-made EX PENSE 
REDUCER it makes the job more of 
a pleasure, than a task. Send in just 
$2 and it is yours postpaid. You 


1955 - 1956 


FORDS 
AND 


PLYMOUTHS 


ANY QUANTITY! 
PRICED TO MOVE! 


4-dr. ex-taxis with heater/defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Some with power steer- 





TRUCKS FOR SALE 





WHITEHEAD-KALES 


TRAILER; 1955 
GMC 450 tractor, air saddle tanks; com- 
plete. Perfect condition, low mileage. 
Reasonably priced. Selling reason, 
changed franchise. Hutchinson Motor Co., 
Hutchinson, Kans, MO. 3-3356. 


WRECKERS—’55 CHEVROLET, 2-ton, 2- 


speed, 825x20 rubber L.C.F., 15-ton Hub- 
bard built—$4,000, V-8. '53 Ford F500, 
750x20 rubber, 134’" wheel base, 15-ton 
Hubbard built—-$2,800, V-8. °55 Chevro- 
let 3600, dual wheels, Aston built—$2,200. 
These trucks are like new, 6 cyl. Lew’s 
Garage, 4025 Salem Ave., Dayton, Ohio. 





TRUCKS WANTED 





WANT TO BUY LATE model Dodge 


wrecker. Frank Scott, Joplin, Mo. May- 
fair 4-4912. 





WANTED TO BUY. 2-ton or larger Inter- 


national wrecker. 
Ohio. 


P. O. Box 806, Tiffin, 





ACCESSORIES FOR SALE 





«GUIDE CABLES" 


MEETS ALL I.C.C. 
REQUIREMENTS 


LL 
DEALERS’ SPECIAL (F.O.8. Factory Net) 


$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


DEALERS’ SPECIAL (F.O.8. Factory Net) 
$9.90 Fed. Tax included 
* 2 
THE FAMOUS 
MOTO-MATIC 


TOW «- GUIDE 


Four Clamp Hook-U 


DEALERS’ SPECIAL (F.O.8. coaal ite 
$44.85 Fed. Tax included 
Meets I.C.C. Strength Requirements 

= a 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 Ali Dept's 
‘Leaders in the Industry 
Since 1939" 


Owner, Edinburg, Texas. 


LARGE AGENCY handling Lincoln-Mer- 
cury in northeast community of 150,000 
with stable income. Tremendous profit 
potential. Box 6786, c/o Automotive 
News, Detroit 26. 

AGENCY HANDLING CHRYSLER-Plym- 
outh. 180 car potential, County seat. 
100,000 shopping area, Industrial center 
southeastern Ohio, Principals only, Com- 
plete including body shop, used car lot. 
Corner location, Excellent facilities, good 
lease. Fully staffed dependable, qualified 
employees. Family illness forces sale. | 
Factory cooperating. Box 6793, c/o Auto- | 
motive News, Detroit 26. - 


DEALERSHIP FOR SALE handling Lin- 
coln-Mercury, Located in midwest in city 
of 50,000 population, Established business 
with 30 years’ reputation. Can be pur- 
chased for parts, furnishings and equip- 
ment. Complete body and paint shop. 
Potentialities outstanding. Very interest- 


ing investment. Other interests reason for | 
selling. Box 6794, c/o Automotive News, | Automotive Inventory Service Co. 


Detroit 26. | 10040 Freeland Detroit 27, Mich. WE 3-6445 
AGENCY HANDLING DODGE in wealthy | Western Dealers, Attention " 

Wisconsin city over 30,000 population. | 429 S. Western Ave. Los Angeles 5, Calif. 

With building and lot. Box 6797, c/o| DU 9-5095 

Automotive News, Detroit 26. 


couldn't possibly go wrong at that 





ing. 
price. Order now. + 
Don't wait . . . call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK . ADirondack 4-6000 


New Motorola Auto Radios 
1950 - 1954 


Ford, Chevrolet, Plymouth, Dodge 
Manual $27.50—Pushbutton $34.95 
Complete radio 
Custom control heads to fit in dash of above 
cars, 


Automotive Enterprises 


10600 Puritan Ave. Detroit 38, Mich. 








CARS WANTED 
SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be 


« sharp, Ridgway, Belmont 4-6611, Port- 
land 12, Ore. 





1957 Dodge—1956-7 Ford—!955-6 Plymouth— 
1955-6 Chevrolet 
Manual $29.95 
Custom radio complete to fit in dash of 
above cars, 
Fast, C.0.D. Shipment 


LIBERTY AUTO RADIO 
191 E. 16! St. NewYork 51, N. Y. 
LUdiow 8-941! 


INVENTORY SERVICE 
Parts and Accessories 
CERTIFIED REPORTS 

@ Obsolescence Disclosed 

@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 

Call or write for service details 


Drive to Florida 
We'll Pay Top Price 
L. P. EVANS 


Miami .. . West Palm Beach 








errr nr nnn cana aaa aa a a a a a ae ee ee 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 








ATTENTION — NORTHERN California 
dealers! We will buy your sharp imported 
tradeins at over current going price. 
Either sport or family type, Blum’s Sub- 
way Motors, 730 The Alameda, Phone 
CYpress 4-4520, San Jose, California. 


IMPORTED CARS 


BOUGHT AND SOLD 
AT WHOLESALE 
IRA KANER 


c/o Holiday Motors 
11647 Ventura Bivd. Studio City, Calif. 





CARS FOR SALE 


PUBLIC SALE of 
PENNSYLVANIA STATE USED CARS 
100 Cars in Harrisburg, Penna. 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





Display of these cars inside of Commonwealth Garage. ee er — 
Other cars at Greensburg, Norristown, Erie, Bellefonte, Coudersport, and Weils OR 8 


ce BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


POORER EEE EEE EEE EEE EEE EEE EEE EEE EERE EEE HEHEHE EEE EEE EEE EEE EE 


OOOOH EHR HEHEHE EEE HEHEHE EEE EEE HERE ED 





WHEN—February 26, 1957 
HOW —By Sealed Bids 


These cars may be inspected Monday through Friday, 8:30 A.M. to 5:00 P.M., 
Holidays excepted. General public and Dealers are invited to bid. Invitations 
to bid, listing cars, together with instructions to bidders, may be obtained by 
writing to: 


Sere ee eee eee eeeee 


TRADE CONNECTION: 
Truck Dealer [) 
insurance [] Financial [) 


Car Dealer [1] Manufacturer [} 


Supplier F 
J. D. Adams, Director, Automotive Bureau, Commonwealth Garage, 
22nd and Forster Streets, Harrisburg, Penna. 


2-4-57 





An Open Letter, and an Offer, 


from Alan G. Rude, President, 
Universal C.1.T. Credit Corporation 


To All My Dealer Friends: 


This is my first open letter to you as President of Universal C.1.T. I want to talk 
with you on a subject that I find, in my travels around the country, is uppermost 
in the minds of most dealers these days—‘“‘How to increase profits despite increased 
competition and rising costs.” 


We’ve just been through a period which some dealers refer to as “‘Profitless Prosperity.” 
Yet I have talked with a great many dealers who made money during this period. 

They were men who had established sound cost controls, had trained their sales people 
for competitive selling, and knew how to promote their business in an aggressive 

yet sound manner. 


In all of these important activities, their finance connection made substantial and 
measurable contributions. Yet I find there are a number of dealers whose finance connection 
remains nothing more than a source of credit. If you are still operating on this basis, you are 
penalizing yourself, and depriving your business of vital supporting services which will 
increase your profits without extra cost. 


In the months ahead, we know cars will be sold in great quantity, and many dealers will 
make good money. They will be the men who have established a profit-building relationship 
with a full-service finance company. 


We at Universal C.I.T. provide our dealers with all of the normal services of a finance 
company. But on top of this, we provide a number of exclusive benefits unavailable through 
any other finance connection. 


A case in point is consistent nationwide consumer advertising pre-selling car buyers on the 
complete benefits and protections of the dealer’s finance plan. Our Continuing Program for 
Developing Dealer Profits delivers dozens of practical ideas to help dealers make the most 

of their selling opportunities. Another example is the hard-hitting, half-day C.I.T. Sales 
Conferences attended by more than 20,000 automobile salesmen in recent months. Vital benefits 
like these can help you operate your dealership more effectively and increase your profits. 


We recognize that our success depends on our dealers’ success. We cannot succeed 
independently and we stand ready, willing and able to continue to make new and 
constructive contributions to the profitable merchandising of automobiles. 


I urge you to re-evaluate carefully your present finance connection. Compare the services; con- 
sider the exclusives that Universal C.I.T. offers; measure the“benefits by any yardstick you 
want. Discuss this with your local Universal C.I.T. representative. Then make your decision. 


Regardless of how you decide, I wish you every success in the coming year. 


Sincerely, 





